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CURACY ...and 


LOW MAINTENANCE CosT 


BALANCED PERFORMANCE FEATURES 


DOUBLE CASE CONSTRUCTION 
protects measuring unit from 
distortion of piping strains, 
surges, or external damage. 









TWO MOVING PARTS in the 
measuring chamber, with no 
metal-to-metal contact. 




















COMPLETE STATIC AND DYNAMIC 
BALANCE of true rotary operation 
eliminates vibration — no recipro- 
cating parts or vanes. 





ONLY 4 UNIT-BUILT ASSEMBLIES 
for quick, easy inspection or 
replacement without disturbing 
line connections. 















LARGE ROTOR BEARINGS assure long 
service life with no measurable 
wear, and less maintenance. 





FULLY SELF-LUBRICATED measuring 
element requires no servicing 0 
attention. 





There's a Brodie Bi- 
Rotor Meter for every 
petroleum metering re- 
quirement — capacities 
up to 1300 gpm, pres- 
sures to 1250 psi. 
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rote eink DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
: . is Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, Ill. 221 9th Ave. N. 5401 E. Sheila Street 
EPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 


San Leandro, California, U.S.A. 


SIMPLE DRY ADJUSTMENT 
in exact increments of 5/100 
of 1% — while meter is in 
operation. 
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Among other things .. . 


On the front cover this month we reproduce a view of 
the bulk plant of H. H. Park, Inc., Katonah, N. Y. And, 
in the feature section beginning on page 52, we present 
more information on this company with particular emphasis 
on a pension plan in which it participates. The general 
outline of how the Empire State Petroleum Association 
administers this plan for its members, a review of some of 
its provisions and benefits should suggest to other industry 
organizations the desirability of similar action. 


Don’t miss the first feature, “It’s more than Cooling”; 
read it and learn some of the potent sales arguments to be 
gleaned from a report on how airconditioning affected the 
residents of Austin Village. 


Also, “Simplified duct Installation,” beginning a four- 
part series and the condensation of the program of the 
Management Institute held by the Connecticut Petroleum 
Association (begins on page 62) are timely and informative. 
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QUALITY is our business | 

.. Without any — 
AND ONLY 

Y clo You ALL THREE — 


ceppriece mania NEON 2 ily, 





Quality standard of the industry — Available 
in Silent Tension Aluminum or DuPont Nylon. 


bE 


REGULAR ' 





Ultimate to correct misalignment — Furnished | 


in 1/6 to % HP ratings for Oil Gomer Re- 
quirements. 


3. JAW-TYPE 


Where price is 
of prime concern 
— Fits all Jaw 
(Lovejoy) Hubs. 
Available in Ny- 
lon to exact 
length require- 
ments. 














Only 
Guardian 


gives you these sentetest — 

1. ROLL SPINNING—Exclusive a for join- 
ing all three components at one time—Actually 

made in position of final driving operation. 

2. BRAIDED RUBBER—Ground to absolute true 
concentricity. Furnished with BUNA-N TUBE 
= ye E COVER. Holds to strict Lateral 

ular Alignment standards. 

3. ONE-I CE DESIGN—Minimizes assembly and 
—e costs—Cut to exact length require- 
ments 

There are ao sod 4,000,000 Guardian couplings on 

biabest equi ment. This is your assurance of 
A aes y and enthusiastic acceptance in 


COUPLING 
SERVICE KITS 


Standard and Economy 
Kits complete with bush- 
ings for replacement. 
Lengths and bores meet 
95% of existing field re- 
quirements, 





Write for literature 
and prices of Guard- 
lan's superior line of 
tank valves. Most 
complete in oil burn- 
er industry. Soon 
with Fusible feature 
and Cast Brass for 
Price and Project 
requirements. 








WRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-115, 1231 E. Second Street 
Michigan City, Indiana 





4 Names in the News 


A. W. (Cap) Barr has been pro- 
moted to eastern regional sales man- 
ager, Penn Con- 
trols, Inc., Gosh- 
en, Ind. He joined 
the company 17 
years ago and has 
been district man- 
ager of the Boston 
sales office. His 
headquarters will 
be in  Philadel- Barr 
phia. James Garrett is the new district 
manager in Boston. 








James A. Buchanan has been named 
of The Ever-Tite 
Coupling Co., 
Inc., New York. 


He will supervise 


manager sales, 


the sales of quick 
couplings, adapt- 
ers, and fill caps 
made by the com- 
pany. For many 
years Buchanan 
was with Metal 
Hose & Tubing Co. 





Buchanan 


Willard J. Watchler has been made 
assistant chief engineer, C. A. Olsen 
Manufacturing Co., Elyria, Ohio His 
appointment will enable Edward R. 
Downe, vice-president in charge of 
design and development, to devote 
more time to the creation of new prod- 
ucts and improvement of existing 


i. | 
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| Watchler 


Downe 









products. Watchler will be in direct 
charge of all laboratory personnel and 
the scheduling of departmental actiyj- 
ties. 


William H. Harris has been ap 
pointed assistant to Paul E. Fenton, 
vice president in charge of manufac. 
tured sales, Scovill Manufacturing 
Co., Waterbury, Conn. Harris will 
coordinate sales of metal parts and as- 
semblies made by Scovill under con- 
tract agreements with other firms. 


Don H. Davidson has been named 
field sales manager, Mueller Climatrol 
Division, Worthington Corp., Mil- 
waukee, Wisc. Formerly with Calci- 
nator Corp., Davidson will supervise 
the national sales staff and work with 
district sales representatives. 


Dave Hoffman has been named gen- 
eral sales manager, Radiator Specialty 
Co., Charlotte, 
N. C. He joined 
the firm in 1948 
as assistant sales 
manager and was 
appointed division 
sales manager in 
1953. Radiator 
Specialty Co. 5 4 
manufactures Hoffman 
Fueltron fueloil additive. 





Dick Davis has been appointed 
national sales manager, Electro Therm, 
Silver Spring, 
Md. He will be 
responsible for all 
sales territories 
throughout the 
nation for the 
manufacturer of 
electrical heating 
elements and con- 
trols. 


di 


Davis 

associated formerly with General Elec’ 
tric Supply Co., and more recently 
headed the Richard G. Davis Co., @ 


manufacturers’ sales agency. 





Davis was 


C. George Dandrow has been ap’ 
pointed to the newly-created post of 
vice-president for customer relations, 
Johns-Manville Corp., New York. He 
will aid company divisions in sales of 
products, as well as handle company 
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‘ Converts Lower Priced No. 4 Oil 
_to Burn as Efficiently as No. 2 Oil 
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e the Built-In 
“THERMAX" 
N CONVERTERS , 







Built-in ‘““Thermax” Converters 
Reduce Heavy Oil to Light Oil 





Patents Pending 


As Quiet as a *2 Oil Burner 





Approved by Underwriters 


Laboratories, Inc., for No. 4 Oil 
ted we ®@ No Complicated Parts 


® As Easy to Install and Service 


The best bet f rtment h ya if his -_ 
e best bet for apartment houses, large © Can Use Existing Piping 


homes, schools, institutions, commercial and : r 
: in Practically All Cases 


industrial buildings and heating processes. 


3 Sizes—3 to 20 G.P.H. 
Write for bulletin and prices. Larger Sizes Available Later 





SUN-RAY— FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


VECUR EGE 


up’ Models for Every Heating Need in Sizes from 0.5 to 22 g.p.h. 


ns, SUN-RAY BURNER MANUFACTURING CORPORATION 

















139-22 Queens Boulevard, Jamaica 35, New York 





Distributed in Quebec and the Maritime Provinces of Canada by Economic Oil Burner Co., Ltd.,5721 St. Denis St., Montreal, Quebec 
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Get the full story on Low-Cost 


radiant-ray “Baseboard Heating 


T.M. REG. U.S. PAT. OFF. 


the Most Beautiful 
Baseboard in America 





LOW IN COST 


You'll find the new low prices of Radiant-Ray (with UAF*) make 
it easy for you to compete successfully on every type of resi- 
dential job—small and large homes, and tightly-budgeted proj- | 
ects. Radiant-Ray is rated and priced to help you sell in volume. 


EASY TO INSTALL 


You'll actually make more money installing Radiant-Ray than 
conventional-type baseboard, because of the basic design of 
this modern radiation. The elements, enclosure, corner and end 
pieces are designed to be fitted together quickly and snugly. 


BEAUTIFUL APPEARANCE 


The sweeping horizontal lines of Radiant-Ray actually make the 
room seem longer and wider. Its subtle, unobtrusive design fits 
equally well into a traditional or modern setting. Highly praised 
by architects and decorators, the clean, beautiful design of 
Radiant-Ray is an important plus-factor in the sale. 


TOP PERFORMANCE 


IBR-rated, Radiant-Ray is unusually efficient, has a high rating 
per lineal foot. Design insures that walls will stay free of dirt 
patterns. Curtains and drapes may safely be hung directly 
over this radiation. Air turbulence is minimized. 


*Unrestricted Air Flow. 


TESTED & APPROVED UNDER 


REG. U.6. PAT. OFF. 
BASEBOARD RATING CODE 









Easy Estimator booklet shows quick, | 
simple method for estimating and in- 
stalling Radiant-Ray. Contains book- 
let of tables showing IBR Approved 
Ratings, handy radiation calculation 
sheets, cost sheets, product illustra- 
tions and prices, and layout of series 
loop system. A valuable guide. Thou- | 
sands in use. 
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ae Se 
P.O. Box 64 : radiant-ray = 


Newington, Conn. 

We ge PE NX NOM 
Please send me your “EASY ESTIMATOR" free of charge, and full information 
on Radiant-Ray baseboard Heating. 





. . « » Names in the News 


trade relations activities. He had been 
general sales manager of the recently 
split Industrial Products Division ang 
will continue as vice president of 
Johns-Manville Sales Corp. 


Donald R. Longman has been ap. 
pointed manager of marketing opera 
tions, The Atlantic Refining Co. He 
joined the company in 1954 after hay- 
ing been executive director of the 
Business Information Division, Dun 
and Bradstreet. Previously, Dr. Long. 
man had been with the War Produc. 
tion Board and U.S. Rubber Co. J. H. 
Picou has been named acting director 
of the marketing research division. 


Edmund J. Grady had been elected 
vice-president in charge of the Pacific 
Steel Boiler Division, National-U. §, 








bt 
Gibb 


£3 


Grady 


Radiator Corp., and has moved his 
headquarters from Detroit to Johns 
town, Pa., completing the transfer of 
this separate sales division to Na 
tional’s home office. Henry M. Gibb 


has been named sales manager. 


Andrew C. Freimann has_ been 
elected vice-president in charge of 
marketing, York Corp., York, Pa. 
Previously, he had been with the Frig- 
idaire Division, General Motors, and in 
1948 became general sales manager of 
the Delco Appliance Division, Gen’ 
eral Motors. His responsibility will in 
clude sales of residential heating and 
cooling. 


Deane W. Challis and Alton E. 
Withbroe have been named district 
managers, Meyer Furnace Co., Peoria. 
Ill. Challis will have headquarters in 


Na a ian Na kia dhe la wesc aceon ica ndash ache oad loess Marion, Ind., and have as his terri 
ESE INS SEI: NRO REIRCE RU EN ROOT I OR DS AUP ee Re ne na tory most of northern Indiana. With 
ee broe is the Weir-Meyer district man 
PeMboendy SrNbabiabecnpequbignsvansnnqesobechoubaobabdvoccrsonsvagubtess hsheveDsessveusdeieetvebtve siaséacceceysebcésurtonsacepbnescceidooes oud ager ins southern Wisconsin with head- 
_ >, Ro netinety te retdaepneniaaanaeirimner abdomen Stl cerin anise ot aa quarters in Green Bay. 
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A New Family of Oil-fired Package Units 


WEIL: McLAIN P 0B ” 


ceannnsnscrnsiitccsatisefisisiiiensiininnntinnenaverste 





Available in 
two sizes: 

79,000 BTU 

101,000 BTU 











VERTICAL 
WATER 
TRAVEL 







BALANCED | 
Ss (a FLUE 
a 7 i = j TRAVEL 











The round shape of P-OB Boilers establishes most 
favorable burning conditions—no dead unheated cor- 
ners. Flue gas travel is back and forth in a balanced 
pattern—wiping maximum heat transfer surface before 
release to the chimney. 

Connecting water passages are vertical, offering least 
resistance to natural upward water movement. Cool 
return water rapidly heats and rises to tied area 
of boiler. 








7OUl the rbduantages 


OF ROUND SHAPE AND CAST IRON 
CONSTRUCTION 


Weil-McLain extra values were never more apparent than in 
these P-OB Series Package Units. 

_ They are complete . . . everything included for quick installa- 
tion in a forced hot water system . . . fully wired, insulated, 
jacketed and shipped in a sturdy crate. All parts chosen for 
quality —assurance of high efficiency and long life. 

A quick look at P-OB features shows— 


1, Deep-finned flue passages for maximum heating surface. 

















SPECIAL FIRE DOOR PLENTY OF DOMESTIC 
















; : ; : he HOT WATER AVAILABLE 

2. Cast iron sections are not face-ground —resist corrosion. Large in size, easily P Re “aly a ist 
; ici rovision is made for instal- 
3, Light weight, precast combustion chamber and finned ere os lati of ithe 5 , 
’ s yurner and combust- ation of either a storage 
firepot assure more complete fuel combustion. Shipped ion chamber. It is pees tankless water —— 
assembl i ; spring-activated— —lor a generous supply 0 
4 bled in vasunil opens immediately if domestic hot water, summer 
+ Top grade burner, circulator and all controls excess pressure de- and winter. New quick act- 
5. B Li ay i velops, then closes ing positive control regulates 
ase panel permits installation on wooden floors. to original sealed the temperature of po 
st as well as the 

6. Easily serviced. Front jacket panel removes to expose position. COMERIE UND 


heating system. 






boiler, burner and controls. 


Write for Bulletin C-201 


WEIL- Mc LAIN WEIL-McLAIN COMPANY 


BOILERS: RADIATORS MICHIGAN CITY, INDIANA 





Address literature requests to Dept. B-115 























Editorial Leaks 


FOLKS AROUND THE country should 
know quite a lot more about oilheating 


before this time next year. They will 
be hearing about it on their radios, 
seeing it glorified in the public prints 
and learning to love it from the pretty 
pictures on the billboards along their 
roadsides. 

There have been programs in the 
past where oil men and burner spe- 
cialists have pooled their funds and run 
campaigns to advertise oilheating. 
There were quite a few last year, in- 
cluding outstanding efforts like those 
in the state of Washington, in New 
Jersey and in Philadelphia. But they 
were modest in number compared to 
what is now getting under way. 

When the major oil companies last 
spring set up the central office known 
as Oilheating Market Reports, New 
York, to study markets to encourage 
more programs, they rang a bell. 

As might have been anticipated, the 
starting phase has been slower than 
some of the fueloil distributors had 
hoped. On the other hand, quite a few 
new campaigns have been launched, 
old ones assisted. 

The staff at Oilheating Market Re- 
ports has been called in by 30 city 
groups and three state groups to evalu- 
ate their markets for promotional as- 
sistance. With three or four excep- 
tions the surveys have been made, the 
reports published in confidential form. 
These are the 30 cities interested thus 
far: 


Portland Philadelphia 
Boston Reading 
Providence Lancaster 
Fall River York 
Meriden Baltimore 
Hartford Washington 
Springfield Richmond 
Buffalo Norfolk 
Rochester Toledo 
Albany Fort Wayne 
Binghamton Louisville 
Poughkeepsie St. Louis 
Westchester Co. Indianapolis 
New York City Milwaukee 
Long Island Duluth 
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The three state groups are in New 
Jersey, North Carolina and Iowa. New 
Jersey is well under way throughout 
the state. In North Carolina the pro- 
gram will be limited to seven or eight 
counties in the Piedmont region, where 
oilheating is now strongest. In Iowa 
the campaign will center around 10 or 
12 counties, mostly Southeastern. 

Quite a number of additional city 
groups have discussed the advisability 
of having cooperative programs. 

Some campaigns are easier to get 
swung into high gear than others. 
Where the bulk of the business in a 
market is done by relatively few large 
fueloil companies as in Baltimore or 
Indianapolis, things move swiftly. In 
cities where the volume is split many 
ways among small companies the start 
is naturally slower. 

Boston is one exception to this. 
There are 700 fueloil distributors in 
the metropolitan area and many of 
these are yet to be reached. However, 
more than $82,000 has been raised 
thus far in the 1955 campaign. Con- 
tributions have come from 136 fueloil 
distributors, 9 supplying companies, 3 
allied industries and 2 trade associa- 
tions. 

The Boston campaign should reach 
the level of $150,000 next year. It 
won't miss very far having a hundred 
thousand this year. 

In spite of increasing competition 
from other automatic fuels our indus- 
try has chalked up a nice gain in 1955. 
With the stimulation to greater effort 
that always comes with a promotional 
program, the coming year should see 
an acceleration of the uptrend. 

fe 
YOU OFTEN HEAR it said that our 
toughest problem facing the industry 
is how to take the new home market 
... that gas is getting most of it due 
to its cheap first cost of the heating 
equipment. 

As Al Smith would have said, ““Let’s 
look at the record.” 

Last year the total new installations 
of gas heating in the nation were 960,- 
000 compared to our 738,000. It was 
the first time they had outsold us since 
1950, the fourth time since the war. 

They beat us last year by 30% in 
total new installations. 

How about new homes? Gas central 


November 
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heating got 405,000; oil central heat. 
ing got 317,000. In new homes they 
beat us by only 28%. 

Among new installations going into 
old homes, gas took 555,000 to our 
421,000. Here they beat us by 32%, 

How we all glory in good alibis, But 
sometimes they wear thin. Our indus 
try is being outsold by gas in the old 
home market worse than we are in new 
homes. 

When a big conspicuous new home 
development goes to gas it is probably 
because of the lower equipment cost, 
Not only that, but the utilities make 
strenuous efforts in these situations be- 
cause there is much to gain. 

But it is most important to recall 
that only a small percent of new homes 
are put up by the big name builders, 
They definitely don’t get more than a 
fourth of the new home market. 

The rest are built by individuals, or 
by small builders handling 25 to 50 
homes a year, mostly the latter. 

Smaller groups of homes often are 
more distant from city centers, less apt 
to have gas mains running to them. 

We have been getting a big volume 
in new homes, in spite of our worries 
and sometimes our defeatist attitudes. 
We can get more, particularly when 
we pinch ourselves and recognize that 
we actually have greater competitive 
strength here than among the old 


homes. 
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EVERY FIFTH YEAR the annual conven 
tion of the American Petroleum Instr 
tute is held on the Pacific Coast and 
this is the year, November the month. 

Our Fueloil Committtee in the Mar’ 
keting Division will make its usual 
presentation with three strong speak: 
ers. All industry men are invited to 
this session on the morning of Nov. 14. 
Those of particular fueloil persuasion 
will be attending. 

An exciting prospect in this safari 
is the two-day skull session of the fuel’ 
oil group only, down at beautiful Car’ 
mel on the 9th and 10th. Any industry 
problem not thrashed out fully in that 
time is an insignificant one indeed. 

California, here they come. 


oi 

















Ste 
pre 
des 
Saf 
pro 


Co 








There is only ONE 
ENTALARM 


TANK FILL SIGNAL ay. PZ OIL 


‘Just fill ‘til 
the whistle stops” 


The term “VENTALARM” 

is a trade-mark registered in 

the United States Patent Office, 

: om in twenty-nine individual States, and 

Stem is easily cut to provide any in many foreign countries. This trade-mark 

predetermined safety expansion zone term “VENTALARM” applies solely to liquid 

desired within the tank. In addition to the level indicotors manufactured by Scully Signal Company 
safety feature, this permits a consistent fill and Scully Signal Limited. 

program regardless of variations among tanks. 
There are no maintenance problems because Over 4,000,000 VENTALARM Signals now 


VENTALARM Signal operates on the movement installed. Saves up to 30% on delivery costs. 


of air alone. It lasts the lifetime of the tank. SCULLY SIGN AL COMPANY 


174 Green Street, Melrose 76, Mass. 


Contact your Regular Supply House Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontario 
for all these forms of © 1955 SCULLY SIGNAL CO. 
VENTALARM Signal 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FUELom & Ort HEAT’s estimates of shipments are: 


JULY— SEVEN MONTHS————— 





Percent Percent 
1955 1954 Change 1955 1954 Change 
Separate Burners 46,757 42,395 + 10.3 294,991 249,364 + 18.3 
Bo ler Units 6,584 5,356 i 229 40,958 30,919 = pele op) 
Furnace Units 18,401 17,883 + 2:9 107051 88,986 +- 20.3 
All Domestic 71,742 65,634 + 9.3 443,000 369.269 + 20.0 
Commercial 2,936 2,981 7 19,625 19,452 = A 
Total 74,678 68,615 T° BB 462,625 388,721 + 19:0 
140 140 
13 SHIPMENTS, in Thousands of 130 
Domestic Oilburners & Units ———— 
120} Domestic Gas Burners----== 120 
110 110 
100 100 
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30 30 
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0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEBMAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1950 1951 1952 1953 1954 1955 
September Minimum Retail Prices: Key Dealers 
SEPARATE BURNERS BOILER-BURNERS FURNACE-BURNERS 
September Aver. $310 $711 $606 
August Aver. 309 714 524 
Price Index: Separate Burners: January 1940 is 100% 
WHOLESALE RETAIL 
September 140.6 Six monthsago 139.6 September 126.8 Six monthsago 128.1 
August 139.4 Yearago 138.5 August 126.4 Yearago 130.5 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


OILBURNER PRICES - RETAIL CONVERSION BURNER — JAN. 1940 = 100 
INDIVIDUAL INCOMES - BUREAU OF LABOR STATISTICS — 1939 = 100 =" =e eee nee 
CONSTUCTION COSTS - RESIDENTIAL - DEPT. OF. COMMERCE — 1939 = 100 —o + mm © eee 
COST OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39 100 eecccecccccscccsccsesece 
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Oilheating Trends 


- lila emi of domestic oilburn- 
ers and units during September are 
estimated at 109,855. This is our best 
month of the year not only in total in- 
stallations but in comparison with the 
previous year because it was up 19%, 
September installations were divided: 
New Homes, 43,797; Replacements of 
old oilburners, 14,680; Conversions 
from other fuels, 51,378. 

For the year to date, nine months to 
the end of September, domestic oil- 
heating installations were approxi 
mately 571,348. This is 10% above the 
1954 total for the same period of 517, 
588. 


BURNER STOCKS: At the end of Sep 
tember stocks of domestic oilburners 
and units in dealer hands were 142, 
757. This is very much larger than they 
were on the corresponding date last 
year when they stood at 86,462. 

You have probably noticed that ey 
timates of factory shipments were run’ 
ning around 20% above a year ago, 
while installations were only 10% up. 
At this point the difference in dealer 
stocks accounts for the variation just 
mentioned. 

The dealer stocks at the end of Sep’ 
tember were divided: Separate burn’ 
ers, 75,141; Boiler-burner units, 24.’ 
889; Furnace-burner units, 42,727. 


TANK STOCKS: At the end of Sep’ 
tember the number of customer tanks 
in dealer storage was approximately 
61,673. This compares with 40,585 @ 
month earlier’ and with 47,578 on the 
same date last year. 

By sizes, the September 30 tank 
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ACH OUT... 


as far as 


e 


Minimum fill up time . . . no truck 
respotting . . . at loading racks 
where OPW’s No. 2750 Transport 
Loading Assemblies are installed. 
The extreme range, overall com- 
pactness, and maneuverability 


_ wakes the difference . . . provides 
a pally effortless, flexible loading 


of tank cars and trucks. 
Convenient to operate. No cumber- 
some counter-weights. Less mass 


to be started, moved, stopped. 
_. Loader controls elevation from . 
__- truck by remote control cable. 











Arm locks in any position, ele- 
vates automatically when locking 
mechanism is released by oper- 
ator. No valving mechanism, gas- 
kets or piston leathers to wear. 
Unaffected by changes in tempera- 
ture or climate. 


For more details —— and 
Balanced and | = Bekore 


Loading Assemblies write for Cat- 
alog F-7. No obligation of course. 


Sizes: 3”, 4” 


th dilbet ti i-4 


OPW CORPORATION | 


2737 Colerain Ave. 
Cincinnati 25, Ohio 








Riser supported by two 


- bronze or steel straight 


through flanged dou- 
ble ball bearing swing 
joints. 
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stocks were divided: 220-275 gallon, 
46,043; sizes 550-675 gallon, 3,683: 
sizes 1,000 gallon and over, 1,947. 

The average price paid during Sep- 
tember by dealers for 275 gallon tank 
was $31 which was $1 above the Au- 
gust price, and $2 above the July aver- 
age. By sections of the country the 
dealers paid: New England $28; Mid- 
Atlantic $32; Midwest $29; from the 
Pacific Northwest there were too few 
reports on this question to be repre- 
sentative. 


Special Study 
this Month 


Incentives for Service Men: Last 
month our special study was on wage 
incentives for fueloil truck drivers. As 
a result we had a number of calls for 
a similar study on oilburner service 
men, so we have followed through on 
that recommendation. 

We find that 52% of our report- 
ing companies have some type of pro- 
gram to let their service men earn more 
than straight wages. However, many 
of these are simply payment for get- 
ting new business in any of the de- 
partments rather than an incentive that 
would encourage the individual to a 
greater output of service work. 

At the start, we found that only 
11% of the companies have union 
shops for service men. A few of the 
union shops have incentives for serv- 
ice men, but in every instance of this 
kind with one single exception, the in- 
centive is simply a bonus paid to the 
man for new business that he origi- 
nates. In this single instance, the com- 
pany compares each man with others 
in the group based on specific points 
for each operation. If the man’s out- 
put is above the average he is given 
a bonus above his union wage. This 
plan, incidentally, while only accepted 
in one instance by the unions, is ac- 
tually in use by almost 5% of the re- 
porting companies. 

Getting back to unions and their 
influence on incentive ideas, we find 
that about a fourth of the union shops 
are willing that their men make extra 
money if they turn in new business. 
The other incentive programs that we 
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Oilburner* and Building Permits 





— —OILBURNERS DWELLINGS———___ 
September NINE MONTHS September NINE MONTHS 
1955 1954 1955 1954 1955 1954 1955 1954 
8 28 64 123 Albany, N. Y. - ss + a 
64 96 360 554 Baltimore, Md. a 255 a. 2650 
Binghamton, N. Y. 2 16 141 145 
Bloomfield, N. J. Z 4 233 9) 
ie ay i - Boston, Mass. 69 53 616 483 
208 173-4034 941 Bridgeport, Conn. ei ae — a 
4 ae ts bg Buffalo, N. Y. 32 37 419 409 
35 35 249 181 Columbus, O. with a ae om 
Des Moines, Ia. 96 559 1680 3439 
ae re a ae Detroit, Mich. 303 362: 32375 ‘Tae 
81 a7 290 354 Elizabeth, N. J. 2 7 48 54 
35 42 311 369 Freeport, N. Y. a oka a a 
Greenwich, Conn. 50 34 351 320 
oe sg fy pis Hackensack, N. J. 5 4 49 66 
27 38 438 979 Hartford, Conn. a ae ap ia 
52 63 264 280 Irvington, N. J. 10 3 38 17 
- y: - a Lynn, Mass. 13 11 160 159 
63 82 373 584 Meriden, Conn. oi ar - oa 
475 696 4156 4621 Milwaukee, Wisc. 304 344 2686 2848 
31 27 157 137 Minneapolis, Minn. 90 132 664 903 
29 30 136 160 Montclair, N. J. ssa oe Ae of 
14 ss 57 at Morristown, N. J. 3 + 29 43 
32 33 238 257 Mt. Vernon, N. Y. 
215 222 2035 * 1132 Newark, N. J. 
134 13 752 374 New Bedford, Mass. 
59 69 ps bo] 355 New Haven, Conn. i Ae ca “a 
2 fy) 52 265 208 New Rochelle, N. Y. 40 43 369 292 
914 892 7020 8098 Brooklyn-Queens ga re as a 
73 83 297 477 Norfolk, Va. 40 49 492 373 
14 17 54 114 Omaha, Nebr. fiz 167 1309 1025 
20 20 100 124 Orange, N. J. 0 1 10 13 
14 15 94 114 Passaic, N. J. , 4e a FS 
64 78 367 273 Paterson, N. J. 31 12 164 225 
566 432 2777 3041 Philadelphia, Pa.** of a 6 Fi 
ee oe - hi Plainfield, N. J. 7 14 101° 121 
118 104 517 466 Portland, Me. 36 16 187 114 
428 625 3153 3353 Portland, Ore. ip) 158 958 1331 
19 11 133 155 Poughkeepsie, N. Y. ne we of Re 
a 117 ee ae Providence, R. I. 21 14 186 135 
pid ny ov ae Reading, Pa. 2 2 31 39 
64 63 323 281 Richmond, Va. 22 34 256 346 
92 - 813 id Roanoke, Va. as ae i ‘a 
161 279 1022 1526 Rochester, N. Y. os i Ne “a 
21 2 120 94 Rockville Center, N. Y. 8 9 53 60 
51 54 287 291 Salem, Mass. e 5 4 68 49 
253 342 1497 1455 St. Louis, Mo. a2 0 S| 331 432 
18 10 87 71 St. Paul, Minn. 138 95 811 913 
0 11 77 181 Schenectady, N. Y. " on co oe 
a cis am ie Seattle, Wash. 126 167 1606 = 1925 
is 254 a 1544 Spokane, Wash. ee is - .s 
242 88 1207 1006 Springfield, Mass. rts 121 1262 1005 
15 27 234 238 Stamford, Conn. ee me ne “ 
Me ise ap yee Trenton, N. J. ait 13 ia 62 
i rye we aT Witica, N.Y. 33 11 238 126 
39 61 396 428 Washington, D. C. as me av 1 
me! is as a West Orange, N. J. 19 24 216 230 
33 $2 195 244 White Plains, N. Y. 33 8 164 146 
50 67 309 402 Wilmington, Del. 0 3 69 38 
178 199 890 1060 Worcester, Mass. a . a 
58 95 401 542 Yonkers, N. Y. es aa sé . 
4760 5063 30438 34188 Totals 1811 2530 18001 20086 
—6.0 Ge —11.0 Percent Change —28.4 —10.4 


*Permits are not total sales in each market since none are reported from suburban areas. 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


**Courtesy of “Philadelphia Inquirer.” 
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will discuss have to do entirely with 
non-union shops. 

We find that one company in nine 
handles its service calls on a piece 
work basis. In other words, the man 


eee 
eee eee eee eee eee eee eeree sees sseeeeee 


is paid at a flat rate per call regardless 
of the nature of the work to be done. 
This in effect makes him an independ: 
ent contractor. Usually these arrange’ 
ments guarantee to the man a mini 
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LOOK FOR US 
BOOTHS 416 & 417 
ATLANTIC CITY 

NOV, 28—DEC. 9 


Quiet Operation 


High Air Delivery 
Uniform Construction 


... that’s why manufacturers 


specify Torrington AlRotors 


Torrington AlRotor blower wheels are 
available in three general categories: 
single wheel (illustrated), double wheel, 
and the “X Type” double inlet wheel. 
Sizes range from 1%” in diameter and 


54” in width to 11” in diameter and 


1113” in width. Special spline, jaw, or 


short hubs are also available. 


Torrington’s unusually broad product 
range and great manufacturing 
capacity can provide...quickly and 
at low cost... the fan blade or blower 
wheel that’s best suited to your 
air-moving requirements. 

Torrington also maintains a complete 
research and testing service to 

assist you in the solution of any 
design problem relating to air flow, 
sound or vibration. 

No one has had more experience in 
the design and production of air 
impellers than Torrington. Nowhere 
else can your dollar buy so much in 
terms of product quality and 
customer service. 
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THE 


TORRINGTON 


MANUFACTURING COMPANY 
TORRINGTON. CONNECTICUT 
VAN NUYS. CALIFORNIA: OAKVILLE. ONTARIO 
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New YorKER 


HORIZONTAL BOILER 


eo 


pe ee oe ee oe ae oe oe oe oe oe oe 


.-- offers you top 
efficiency and economy! 





The NEW YORKER 
horizontal tube boiler provides 
top heating efficiency because 
of its scientific three-pass” de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 
Beautifully jacketed in blue- 

and-gray hammertone finish. _ 


@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


Send coupon NOW! 


Se mnie ee on aman ns mcm Sats mata <n ene Ga atEP GD ay 


New Yorker Steel Boiler Co., Inc. 
Colmar, Penna. 


Gentlemen: 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 


ee cvcccccce SIATO 000 


Type of Business 


16 


| 
| 
| 
I) 
| 
| 
SNE cv veccvcenscense ccrccccccccecoce | 
i 
Hy 
| 
1 | 
J 





. . . « Oilheating Trends 


mum number of calls per day or per 
week, 
Another plan something along this 


| line, but used by only one of the re- 
_ porting companies, is to estimate each 
| particular operation and give it so 


many credit points and then pay the 
man at the end of the week a specific 


| rate based on the number of total 


points. 

Another plan that is fairly popular 
is to keep a record of the gross billing 
on each man’s work and then pay him 
a percentage on the excess billing over 
a target point. We find that one com- 
pany in each ten of the reporting 


| groups uses this method. 


Percentage of Profit 


One company pays to its service men 
a fixed percentage of whatever profit 


| the department makes. Another com- 


pany pays 15% of the annual profit, 
dividing it among all employees. This 
is a fairly common practice but not 
usually considered an incentive of the 
type that we are studying here. 
One Pacific Coast company has a 
very unique arrangement in which 
each man is paid 50% of the gross bill- 
ing for labor on his work and 10% 
on parts. At the end of the year, one- 
half of the service department profit 
is divided among all service men in di- 
rect proportion to their earnings. This 
is a good system in that it first pays 
the man on the basis of his individual 
output, and then encourages a team 


_ spirit to build up the year-end bonus. 


One large New England company 
has a plan whereby each service man 
receives extra payment in any month 
when his percent of repeat calls falls 
below a point considered normal; the 
lower the per cent of repeats, the 
greater the bonus. 

One New Jersey company that ro- 
tates its responsibility for night calls, 
which is a fairly common practice, pays 
an extra $2 for each night call with 
a minimum of $10 extra in a week. 

One company that pays 10% on 
accessories and controls sold for re- 
placement, requires that the old item 
be brought back to the service man- 
ager for checking before the man gets 
credit. 

As we mentioned at the start, the 


most common basis for extra pay jg 
getting new business. A little more 
than half of the reporting companies 
follow this plan. On new oil accounts 
the payments range from $2.50 to 
$5.00. A few companies pay on gal. 
lonage. One mentioned paying 1¢ q 
gallon on the first fill. Another pays $5 
per customer after the second delivery, 
One company pays as high as $10 for 
an oil account. Another pays Vy¢ 4 
gallon for the first full year on new 
oil accounts. Another pays $5 for a 
new oil contract, plus $1 a year as long 
as that customer and the service man 
stay with the company. One company 
has a forty hour week plus overtime, 
but also will pay its men a flat rate 
for extra cleaning jobs done outside of 
work hours. ; 
Under the further heading of spe. 
cial rewards for new business, some 
companies pay their service men for 
completing a sale of equipment. If the © 
service man makes the complete sale 
of a new installation, meaning a new 
customer, he can usually get as much ~ 
asa salesman .. . in other words, 10%, 7 
The more common practice, how § 
ever, is to pay them somewhere around © 
5% on new installations sold to old 
customers. This, of course, means re 
Where the 
companies pay a flat amount this is 
generally around $10 for a separate 
burner sale and $20 for a complete 
unit. One company pays its service 
men 5% on new installations up toa 
maximum of $50. 
Quite a number of companies pay 
the man for bringing in a service cow 
tract, ranging from $1.00 to $2.50. 
One New England company gives 
us its basis for a piece-work arrange’ 
ment. It pays the man $3 per service 
call which he must guarantee for thirty 
days, then he is paid $6.50 to cleana 
furnace or boiler and tune up the 
burner. On long jobs, he is paid straight 
$2.50 per hour. Under this arrange’ 
ment the men average $125 a week. 


placement installations. 


oe 
Vearl J. Heinis has become general 
manager, Rheem Products Div., Rheem 
Manufacturing Co., Chicago. He was 
general sales manager of the division. 
Heinis joined the company in 1946 
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Wtatoked. desig. for matchless 


no selection so complete, 
no styling so beautiful 

as in General Controls’ 
slim silhouette 

room thermostats 


td BA weed 


T-265 


TIMER ROOM THERMOSTAT 
... handsome slim silhouette in 
horizontal design... automatic 
settings for day and night 
temperatures .. . dependable manual 
type spring timer. 


SLIM 
SILHOUETTE 


These are three of many good reasons why you find more 
and more General Controls thermostats in perfect control 

in homes across the nation: Manufacturers know they can 
rely on them to bring out the very best in the products 

they build; dealers install them confident in their ability 

to guarantee customer satisfaction and goodwill; and 
homeowners proudly select ther for the faultless beauty 

of their slim silhouette styling, and the famed dependability 
of their straight-line temperature control. All three special 
viewpoints agree on the one right answer to their individual 
problems — the General Controls matched line for 

matchless performance — in every department! 


T-270 


TEMPOTHERM CLOCK THERMOSTAT 


... for accurate and convenient 
day-night temperature control 
... with handsome, dependable 
electric clock for automatic 
control changeover from day to 
night. Standard with mercury 
switch contacts. 


There is a General Controls thermostat “custom tailored” to 
every heating system: oil, gas, electric and coal. Mercury 
switch, snap action, or thermopoised types in standard, 
hand wound timer, electric clock, and combined heating and 
cooling models. Write for complete details today. 


GENERAL CONTROLS 


MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 


FIVE PLANTS. IRON MOUNTAIN, MICHIGAN + 
GENERAL CONTROLS « Perrex controis SLENDALE, CALIFORNIA * BURBANK, CALIFORNIA * 
x 


40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 


5S « GUELPH, CANADA 


INOIS 
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THE MOST SIGNIFICANT FACT in fueloil 
markets this month is that the volun- 
tary allowances in eastern seaboard 
markets were not withdrawn on the 
first of October. These allowances were 
put into effect last spring, representing 
a half cent on both the wholesale and 
retail prices. They were intended to 
stimulate summer fueloil demands by 
encouraging customers to fill their 
tanks. However, when the end of Sep- 
tember rolled around only one eastern 
company withdrew the allowance. 
When the others did not follow, this 
company put it back into effect. 

Primary stocks east of the Rockies 
on October 7 were a little over 129 
million barrels compared with 115 mil- 
lion the previous year or they were 
about one-eighth higher. This is a 
healthy situation in view of the addi- 
tional burners to be served this season, 
but it could not be considered a high 
stock position. Secondary stocks as 
shown in the table are about 9% above 
last year, based on August 31. 

The season started quite a bit warm- 
er than normal up to the middle of 
October in the large consuming centers 
like Baltimore, Chicago, Detroit, In- 
dianapolis, Milwaukee, Minneapolis, 
New York, Philadelphia and Wash- 
ington. The only large consuming mar- 
kets where the season has started colder 
than normal are Boston, Buffalo, Hart- 
ford, Portland, Maine, Portland, Ore- 
gon, and Seattle. On balance, abnor- 
mally warm cities outweigh the cold. 

However, the new crop of burners 
in use this fall will give the season a 
relatively good start in spite of the 
fewer degree days. 
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No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of October 15, 1955 


Tank Tank Tank Tank 
Car Wagon Car Wagon 
Portland, Me. 10.5+ 14.27 Richmond 10.77 13.9} 
Boston 10.47 14.1¢ Charleston, S. C. 10.47 13.6; 
Providence 10.47 14.1f Chicago 10.7 * 14.1 
Springfield A és Detroit 11.65* 14.9 
Hartford 10.657 14.27 Cleveland 11.3 -* 13.7 
New Haven 10.3¢ 13.87 Minneapolis 10.0 13.8 
Syracuse 11.3+ 14.5F St. Louis 10.25* 13.9 
Albany 10.67 13.9F Indianapolis 10.75* 14.6 
New York 10.37 13.87 M Iwaukee 17:90 * 15.0 
Newark 10.37 13.3 Des Moines 10.0 13.8 
Philadelphia 10.3+ 13.2 San Francisco 10.45 13.0 
et Aone ap 14.3¢ Portland, Ore. 11.55 14.1 
Baltimore 10.37 13.854 Seattle 11.65 14.2 
Wilmington, N. C. 10.47 13.77 Spokane 13.95 16.5 
Washington ny 14.35F Los Angeles 9.95 125 


*Delivered. 
Tank wagon prices shown are for maximum one-time delivery discounts. 
+Subject to .50¢ voluntary allowance. 


DEGREE DAY TABLES 
——SEASON TO DATE—- 





——ONE MONTH ONLY—— LAST SEASON 
September _— Percent Sept. through May Percent 
Normal 1954 1955 Change* Normal 1954 1955 Change* 
139 157 174 +25.2 Albany AP 6888 6313 6476 — 6.0 
8 OF 0 0 Atlanta AP 2826 26934 2751 — 2.7 
50 257 34 —32.0 Baltimore AP 4782 36997 4973 46 
cid 107 85 +10.4 Boston AP 5742 5124 5395 — 6.0 
122 132 137 +12.3 Buffalo AP 6720 6043 6150 — 8.5 
90 31 44 —51.1 Chicago AP 6252 5365 45506 —11.9 
42 21 16 —61.9 Cincinnati CO 4532 4126 4569 + 0.8 
75 45 52 —30.7 Cleveland AP 5950 5133 5379 — 96 
0 0 0 0 Dallas AP 2272 2IGS -2147 — 5.5 
120 71 26 ‘+ 5.0 Denver AP 6051 4953 5958 — 48 
99 48 70 —29.3 Des Moines AP 6384 5848 5962 — 6.6 
96 71 80 —16.7 Detroit AP 6336 5749 5793 — 8.6 
105 85 108 + 2,9 Grand Rapids CO 6396 5837 5873 — 82 
101 130 129 +27.7 Hartford AP 6094 5437 5765 — 5,4 
320 285 330 Tait Helena AP 7951 7123-8255 + 3.8 
0 0 0 0 Houston AP 1388 1242 1230 —11.4 
79 30F 29 —63.3 Indianapolis AP 5581 4676+ 5218 — 6.5 
44 éy 18 —59.1 Kansas City AP 4880 3937 4320 —11.5 
17 0 6 —64.7 Los Angeles AP 1432 1402 91247 —12.9 
a1 13 4 —92.2 Louisville AP 4434 4098 4148 — 6.5 
134 92+ 104 —22.4 Milwaukee AP 6944 61127 6490 — 6.5 
17 158 136 —13.4 Minneapolis AP 7748 7198 7409 — 4.4 
0 0 0 0 New Orleans CO 1175 1087 1146 — 2.5 
39 39 30 —23.1 New York CO 5032 4422 4824 — 4,1 
88 36 65 —26.1 Omaha AP 6123 S412 5582 — 8.8 
33 18 16 —J1.5 Philadelphia CO 4523 4041 4254 — §9 
56 A | 30 —46.4 Pittsburgh CO 5035 4552 4716 — 6.3 
119 225 246 +4106.7 Portland, Me. AP 7493 6928 6987 — 6.6 
85 97 106 +24.7 Portland, Ore. CO 4046 3844 4362 + 7.9 
107 118 116 + 8.4 Prov'dence AP 6041 5460 5633 — 68 
50 14 21 —58.0 .° Roanoke, Va. AP 4152 3927 4153 0 
38 Li 3 —92.1 St. Louis CO 4462 3921 4107 — 8.0 
88 93¢ 120 +36.4 Salt Lake City AP 5785 4660¢ 6378 +10.3 
110 118 181 + 64.5 San Francisco CO 2523 2360 2749 + 9.0 
298 322 334 +12.1 Sault Ste. Marie AP 9016 8447 8365 — 7.2 
134 129 7A +27.6 Seattle CO 4237 4143 4486 + 5.9 
102 58 92 — 9.8 Toledo AP 6322 5677 5740 — 9.2 
37 8 15 —59.5 Washington AP 4337 3866 4132 —— Ay 
*Compared with normal. FCity Office. 


Distillate Fueloils 














PRIMARY STOCKS* SECONDARY STOCKS** 
(Thousands of Barrels) (Thousands of Barrels) 
East of Rockies Aug. 31 Aug. 31 
Oct. 7 Oct. 8 1955 1954 
1955 1954 East Coast 12.460 10.839 
East Coast 57,633 50 522 Midwest 6,018 5,982 
Midwest 44.953 39.515 Gulf Coast 963 673 
Gulf Coast 26,804 25,006 Mountain 474 526 
Pacific 1,061 1,161 
Total 129,390 115,043 , 
Total 20,976 19,181 
*American Petroleum Institute. **Bureau of the Census. 
November 
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* : BURNHAM 


Ase RY 


RADIANT BASEBOARD 


BASE-RAY* Radiant Baseboard’s matchless beauty is a sales 
argument that speaks volumes to your prospects. Women start 
mentally picturing the endless furniture arrangements they can 
have with BASE-RAY the moment they see it. BASE-RAY 
saves floor space, creates a roomier-than-it-is effect . . . leaves 
all wall space free. And BASE-RAY can’t be topped for comfort 
—it’s truly the best way to enjoy the magic of hot water heating. 
BASE-RAY is made of rugged cast iron for lifetime performance. 
Easily installed—no venting problems—no expansion noise and 
no “pings”. And remember Burnham was first in the manufac- 
ture of baseboard heating. BASE-RAY is now available in two 
sizes, No, 7 and No. 9. 


BURNHAM BOILERS are quality all the way . . . quality engi- 
neering, quality materials and quality performance. Display, 
feature and “talk up” the famous Burnham line and you'll profit 
two ways... first, from the sale at hand and, second, you'll be 
building the kind of reputation that means future business. 
There’s a rugged Burnham Boiler for every need and all of them 
oe ge customers plenty of domestic hot water for kitchen, 
aundry and bath the whole year ‘round. Mention that fact—it’s 


a marcela sales factor! Add to this the obvious advantages of 
hot water heating over other methods and you have plenty of 
“reasons why” for even the toughest prospect. AND ALL Burn- 
ham Boilers are made of cast iron for long life and trouble-free 
service. 


*Reg. U. S. Pat. Off. 


© Burnham Erporation, a 
SAQIANT HEATING 


IRVINGTON «© NEW YORK 
FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 





~ 
FO-115 


Burnham Corporation 

Irvington, New York 

Please send full information on: 
YELLO-JACKET PACEMAKER BASE-RAY 








BASE- RAY 












Burnham Boilers 
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by 
Milburn Petty 


WASHINGTON — Mounting opposi- 
tion to restricting imports of residual 
fueloil apparently has slowed down 
the move to implement voluntary cut- 
backs with government action. 

ODM Chief Flemming had prom- 
ised coal-state congressmen that he 
would announce his plans on oil im- 
ports “by October 15.” But that date 
has come and gone without any an- 
nouncement. 

Meanwhile, New England gover- 
nors and industrial leaders have vigor- 
ously protested the “voluntary” cut- 
backs requested of the importers by 
the Cabinet fuels policy committee, 
citing several price increases on coal 
and residual which they blame on the 
government's action. 

Under the 1955 reciprocal trade 
law, the first step would be for Flem- 
ming to make a finding that oil im- 
ports “threatened” national security 
and so report to the President and, if 
he concurred, another investigation 
would be made. 

If this second inquiry supported 
Flemming’s finding, then the President 
would be required to take action to 
adjust oil import levels. 


Import Antitrust Angle Eyed 


Antitrust aspects of the “voluntary” 
cutbacks have been bothering lawyers 
in and outside the government. 

One importer told Flemming that it 
was unlikely that individual action of 
the companies would succeed in hold- 
ing imports down to the desired 1954 
ratio but warned against the govern- 
ment trying any concerted program be- 
cause of the antitrust law angle. 

It is known that ODM officials con- 
sulted with the Department of Justice. 

Meanwhile, Chairman Celler (D., 
N. Y.) of the House Judiciary Com- 
mittee has made inquiries of Flemming 
about results from the government's 
appeal for voluntary cuts in import 
schedules to 1954 levels. 

Apparently, Celler is endeavoring to 
link such action to the DJ’s “‘oil cartel” 
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Government Influences on Fuels 


suit which includes charges that im- 
porters conspired to restrict imports 
into the U. S. 

In other words, is the government 
pressuring importers to do now what 
the suit alleges they did themselves 
years ago? 


Gas Bill’s Chances Weighed 


President Eisenhower’s illness has 
prompted a new size-up of chances for 
enacting legislation to free independ- 
ent gas producers from direct control 
by the Federal Power Commission. 

If Ike turns the reins over to Vice 
President Nixon as the heir apparent 
to the 1956 nomination, lukewarm re- 
publicans might feel there was less 
pressure on them to vote for the Harris 
Gas Bill. 

On the other hand, Senate Majority 
Leader Johnson (D, Texas), whose 
hopes for the democratic nomination 
have been dimmed also by a heart at- 
tack, will now have more time for mat- 
ters of concern to his home state. And 
gas is of prime importance there. 


Gas Growth May Be Slowed 


Failure to enact the Harris Bill 
would adversely affect the expansion 
of natural gas markets, according to 
Secretary of Interior Wormser. 

Predicting that the growth of the 
gas industry “may be at a rate some- 
what less than in the past ten years,” 
Wormeer said it will “depend on the 
discovery and development of new re- 
serves. If the industry is freed of gov- 
ernment meddling these problems can 
be solved and natural gas will continue 
to enjoy growing markets as it meets 
the needs of our growing population.” 


Gas Import Projects Pushed 


Texas-Eastern Transmission Corp. 
has just contracted with Petroleos 
Mexicanos, government petroleum 
monopoly, for 100 million cubic feet 
of gas daily for 20 years, starting at 
14.2¢ per thousand and escalating at 
the rate of 0.2¢ per year. Pemex is 


obligated to offer Texas-Eastern an- 






other 100 million as new reserves are 
developed. FPC approval is required, 


Meanwhile, the FPC has ordered a 
short-cut procedure to speed considera- 
tion of the application of Pacific 
Northwest Pipe Line Co. to import 
300 million cubic feet daily of Cana- 
dian gas for the Northwest. 


It is estimated that the Pacific 
Northwest project will involve a total 
investment of more than a billion dol- 
lars, counting what domestic consum- 
ers and other users will lay out for gas 
facilities. 


Early approval is expected from the 
FPC so that construction schedules can 
be met and delivery of this Canadian 
gas to this area can be started within 
two years. 


In another import case, a coalition of 
labor, coal and railroad interests has 
been formed to oppose importation of 
Canadian gas into the Middle West 
by Tennessee Gas Transmission Corp. 


If the FPC approves this applica- 
tion it would provide the additional 
markets needed to make feasible the 
Trans-Canada Pipeline to supply gas 
from Western Canada to Ontario and 


Quebec. 
“End Use” Case “Reopened” 


The FPC has “reopened” the case 
involving application of Northern 
Natural Gas Co. to build 1.25 miles of 
pipeline to supply natural gas to the 
Minneapolis generating station of 
Northern States Power Co.—but only 
to the extent of referring it back to the 
examiner (presumably Examiner Hiall 
who recommended against the use of 
gas for boiler fuel with coal available). 


U. S. Refining Goal Raised 


Office of Defense Mobilization has 
upped the refining capacity expansion 
goal to 9,000,000 barrels daily by the 
end of 1956, up 250,000 barrels, with 
reopening of accelerated tax amortiza’ 
tion program. 

Gas utilities pipeline projects goal 
has been “closed” because 12 projects, 
on file for 60 days when this program 
was suspended August 11, totaling 
over $128 million will be enough to 
fill the new goal. 
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Back of Airtemp is 
Chrysler—the greatest 
name in engineering 


CHR 





ott 


your installations 


with this complete iine 





CLOSET “SPACESAVER”—Airtemp of flexible heating 


— (gas me oil) with matching “V”" 

coil on top and matching waterless or 

water-cooled condensing unit outside house and coolin gun its! 
(in 2, 3, 5 and 734 H.P. capacities). 





BASEMENT ‘‘SPACESAVER’’— 


There’s everything you need to meet every requirement 
of every job—in the complete Airtemp line of heating 
and cooling equipment. It’s the flexible line, too! And the 
line you can always depend on for perfect matching of 
companion heating and cooling units—because they’re 
“‘made for each other” by Airtemp! 


Installations are simpler, easier, faster. Your savings of 
costly man-hours make every job more profitable. And let 
you handle additional work without additional manpower! 


Get all of the facts on today’s most profitable opportunity 
in heating and cooling. Write Department FOH-11, 


cooling coils can be ordered separately for Airtemp Division, Chrysler Corporation, Dayton 1, Ohio. 
easy mounting on Airtemp Furnaces (or 
most other makes) or Airtemp Furnaces 
may be ordered with coils factory-mounted. 


| 
HEATING ee AIR COND! 


loil 





DIVISION 
CHRYSLER CORP 





TIONING FOR HOMES, BUSINESS, INDUSTRY 

















OIL BURNER 
IGNITION ELECTRODE 
ASSEMBLIES 


DIELECTRIC offers the only 
complete line of top-quality 
ignition electrode assem- 
blies, bus bars and fittings 
— maintains the largest 
stock of the greatest number 
of designs for day-of-order 
shipment — is equipped to 
supply manufacturers’ new 
designs quickly, in any 
quantity. Uniformity of pro- 
duction is assured by use 
of specially developed auto- 
matic machinery. You can 
be sure of satisfactory serv- 
ice with DIELECTRIC prod- 
ucts. And the prices are 
always right. 


PRODUCTS CO., Inc. 


125 Virginia Ave., Jersey City 5, N. J. 


Sales Representatives 


+ Philadelphia » 


ifelaelal ie) 


Boston Des Moines 
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Oil Heat Institute Conference 


on Oilheating for new Homes 


N SEPTEMBER 22 a Builders’ Clinic 

Management Conference, spon- 
sored jointly by the Oil-Heat Institute 
of America, Inc. with Rutgers Uni- 
versity and held at the University at 
New Brunswick, N. J., explored the 
market for oilheating in new homes. 
More than 75 representatives of man- 
ufacturers, major oil companies, oil- 
heating dealers and dealer groups spent 
the entire day listening to experts in 
their fields explain the intricacies of 
dealing with builders of new homes. 

The general conclusion reached after 
morning and afternoon sessions recog’ 
nized that the over-all job of promot- 
ing oilheating more effectively for new 
homes could be carried out best by 
associations or other industry organ- 
izations rather than by individuals, but 
that each dealer who wanted such busi- 
ness must support the industry pro- 
gram and supplement it by his individ- 
ual efforts. 

Irwin Jalonack, registered profes 
sional engineer and former vice-presi- 
dent and chief engineer of Levitt and 
Sons, was the first speaker and acted 
as moderator for the day’s program. 
He was preceded briefly by Dean 
Ernest E. McMahon of Rutgers Uni- 
versity and Ralph Becker, secretary- 
treasurer of OHI, who welcomed the 
group and outlined the purpose of the 
conference. 


The speculative Builder 


Jalonack in his talk pointed out that 
the speculative builder exerts a more 
profound influence on what people 
buy than the custom builder. The 
speculative builder has to be a little 
bit of a lot of things all the way from 
an expert in esthetics to sound con- 
struction. Basically, Jalonack said, 
what he wants from the oilheating 
dealer is something that will help him 
to sell his houses. The builder knows 
he has to put in a heating system and 
it is up to the oilheating man to in- 
fluence him as to what kind he uses. 

“You must convince him,” Jalonack 
stated, “that you will stand behind 
your product. If he’s in trouble, the 


builder wants to know that he can go 
to you and get satisfactory service. In 
other words, what he’s looking for is a 
good guarantee.” 

The type of heating system a builder 
uses has a great deal to do with the 
fuel that will be burned, according to 
Jalonack. When a warm air system is 
installed, it is necessary to add an addi- 
tional unit to provide hot water. This 
separate unit can be electrically or-oil- 
fired, but if the builder has been sold 
on gas heating, the next natural step 
for him is to install a gas fired water 
heater. But, when a wet heat system 
fired with oil is used, the oilheating 
dealer has a real sales point in that the 
water heater can be an integral part of 
the boiler and, where this is an instan- 
taneous type heater without a storage 
tank, the builder is freed from any 
possibility of later complaints about 
water tank corrosion. 


Oilheating and wet Heat 


Warm air heating, Jalonack com 
tinued, used to be less expensive to in 
stall than wet heating, but today the 
installation cost of either can be just 
about the same. “If you’re going to sell 
oilheating,” Jalonack declared, “it fol- 
lows that you'll almost have to sell wet 
heat and it’s, therefore, necessary to 
sell its advantages to the builder.” 

As one way to convince him that he 
can economically install wet heating, 
Jalonack described a radial baseboard 
heating system using 3” nominal cop’ 
per tubing, which he had covered in 
detail in his series “Oilheating for 
Builders,” which appeared earlier this 
year in FUELOIL & Or HEAT. 

The cost of operating an oilheating 
system in most areas is less than gas, 
Jalonack added. The builder doesn't 
pay heating costs, but he should be told 
some of the subtle items that he either 
doesn’t know or doesn’t think about. 
To say that gas costs the consumer $36 
more than oil during a year, doesn't 
mean much to the builder, but he will 
be interested if it is explained to him 
that he might be losing orders and be 
unable to sell some of his houses. 
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Reece NO THERMOSTAT CAN EXCEL [(AM-GTATS 
1833 W. Olympic Blvd., Los Angeles, Calif. RECORD OF FINE SERVICE 











Y HYDRAULIC POWER 





your Bebe buy for 





OPERATE PRODUCT PUMPS. ..HOSE REELS | 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer appJications. Compact and rugged, these 


pump-motors offer greater flexibility and convenience of hook-up... operate 


at slow speeds... increase product pump life... are Jess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 


- «. today! 
COST-SAVING FEATURES 
@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 
@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life a& Drives other-makes of pumps 
@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 


771 Blackhawk Park Avenue 
Rockford, Illinois 














. . . « Oilheating for new Homes 


For example, Jalonack explained, the 
extra $36 operating cost with gas can 
make it difficult for some purchasers 
of the lower-priced homes to get mort- 
gage approval because much of this 
approval depends upon the purchaser's 
ability to pay and this is based in turn 
on his weekly income. 

A hypothetical situation presented, 
envisioned a purchaser who was able 
to qualify for a mortgage on a $70 
weekly salary, but could not qualify 
if gas heating was going to add $3 each 
month to his operating expenses. And, 
in view of tightening credit restrictions 
on new homes purchases, particularly 
in the FHA and VA categories, this one 
point should be of paramount interest 
to the speculative builder. 


Mortgage Payments 


Jalonack amplified this by explain- 
ing that many times smaller houses 
which cost from $70 to $90 a month to 
carry are lost on credit because the peo- 
ple were perhaps $5 per week short 
on salary. Here, oil has a definite ad- 
vantage over gas, he continued, be- 
cause oilheating saves this differential 
and more per month. As a matter of 
fact, Jalonack explained he felt that 
“Ojilheating instead of gas is worth 
$500 in additional mortgage money if 
the homeowner’s budget is not too 
tight. By this I mean, that the amount 
of money saved by using oil as a fuel 
instead of gas will pay the interest and 
carrying charges on at least $500 more 
of mortgage money.” 

The public feels, Jalonack pointed 
out, that gas heating costs less to in 
stall, but that it is considerably more 
expensive to operate. The builder 
doesn’t want to spend any more than 
he has to, but at the same time he needs 
to make the house attractive to the pur’ 
chaser. One sales argument can tell 
him that if his competitor is using gas, 
he gains a selling point in the lower 
operating cost if he installs oil for 
heating. 

The significant point, Jalonack con 
cluded, is that the builder is interested 
in what he needs to sell his houses and 
what these things are going to cost him. 
“You have to think like a builder and 
study him and his motivations to know 
how to sell him.” 

Gerrard Berman, prominent New 
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our cowice-call 1) ? 


QUIZ PROGRAM EXCLUSIVELY 
FOR FURNACE OIL DEALERS 


A GREAT MANY dealers have expressed themselves 
strongly on the subject of emergency service calls. 
We'd like to know your reactions to these three im- 
portant questions: 


Answer —Through the years the chief cause 

of oil burner failure in which the fuel is blamed 
has been filter screen clogging. This trouble is 
responsible for most of the customer fuel oil 
complaints and eventual brand-switching. 


Answer —Customers become irritated over 
this periodic trouble. Keeping them happy is 
far more profitable than the slight profit, if any, 
on these calls. 


Answer —Yes! There is one heating oil that 

dealers everywhere depend upon for customer 
satisfaction based upon free-flowing, uniform 
performance with minimum filter clogging— 
Shell Furnace Oil. It contains the nonclog- 
ging additive that eliminates most of your 
service calls. 








. . +.» The new homes Market 


Jersey builder and president of Gibral- 
You offer more value with | tar Homes, spoke next on ways and 


means of working with the builders, 


a | beginning by tracing the evolution of 
, prove Horie | the builder into his present status as a 
yuet ——ae ig super merchandiser. He is concerned 


primarily only with the ultimate sale 
of his house to the buyer, based upon 


stand iditi | 
ard home humidifier | what the buyer wants, needs or de 


mands. 








Sell Oilheating to the Public 


Berman reviewed briefly geographi- 
cal preferences for heating, its relation 
to airconditioning, competition with 
gas, the heat pump and atomic heating, 
He followed with the assertion that he 
believed it is the responsibility of in 
dustry to sell oilheating to the public. 
“The builder doesn’t want to be your 
calesman,” he explained. “He wants 
you to sell oilheating acceptance for 


Model 600 B 
him. Either he will use the fuel he be- 


Vapoglas 


Humidifier | lieves to be the most popular or he will 
| make the fuel optional.” In the latter 
case, he said many builders are re 
} | luctant to do this, because leaving the 
THESE @&@kuttle | 
Pee TURE AN SALES | selection of fuel or heating system to 
the buyer can present problems in work 


FLEXIBLE, ALL-PURPOSE: For use with sloping scheduling, equipment inventory and 





increase the cost per unit to the builder. 

Berman contended further that it is 
up to the oilheating industry to equal- 
.. eee ION: Only one hole in plenum | ize the cost of installing either gas or 
needed. Installation averages under 30 minutes. oil heat. He emphasized also the tre’ 


dous advantage the oilheating deal 
BUILT-IN QUALITY: Acid and alkali resisting glass | AGE NT OE can oll 


lined pan and float chamber. Leak 
; proof glass float. Ordinati i : 
inarily, he pointed out, one sup’ 
aetna chrome plating used on other vital jokevat= erin cae oe services the ail 
orrosion resistant. | cs 
ment, freeing the builder of this re’ 


LESS AIR STREAM RESISTANCE: Patented Vapo- sponsibility. With gas, he continued, 
glas plates insure more moisture output. More there’s the fuel distributor on one side 


evaporating area per dollar. and the service problem on the other. 
The builder must guard his reputa- 


Por further information, write to: | tion and he secures considerable help 

" lla ay | from the use of name brands. Not only 

. AAs do they lessen sales resistance by offer’ 

. a eT —> Gakwtile ing the prospective purchaser some’ 

| thing that he recognizes, which he has 
MANUFACTURING CO | 

si ii seen or read about, but the name brand 


Ka Milford, Michi oe 4: 

ee » assures dependability and durability. 

: ; ally. adds 
ne k >i : The unknown brand, generally, ad 

s a Skuttle humidifier for every type heating plant only headaches and the necessity to sell 

it. The builder, Berman declared, 1s 


t—— 

: & og Se _ willing to pay for quality units; their 

/ | te a | nea . | cost is inconsequential related to the 
selling price of the new home. 


On the other hand, Berman de 
clared, the coupling of a quality heat 


curved bonnets or straight plenums in gravity or 
forced air heating plants. 
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UICK MOUNTING and wiring of the new G-E SIMPLE ADJUSTMENT incorporated in the new 
oom Thermostat keeps on-the-job time at a G-E Room Thermostat serves to cut nuisance 
inimum. The subbase is mounted separately, complaints and unprofitable call-backs. Length 
ires are connected to the subbase, the operat- of cycling of the heating equipment can be 

g unit slides on... two screws are tightened varied from approximately 3 to 10 minutes 
,.. the plastic cover snaps on, and the instal- by moving this differential or “comfort dial” 
tion is complete. lever. Adjustment can be made with cover on. 


i 






NEW G-E SERVICE MANUAL AVAILABLE 


The G-E service manual is a handy set of instructions on 
the new G-E oil burner controls. The finest of its kind in 
the industry, it gives all the information needed for in- 
stalling, servicing and replacing these simple controls. 
Numerous wiring diagrams and servicing tips are in- 
cluded. Sturdy leatherette cover and handy pocket size 
means convenient carrying. Your free copy is available 


through your G-E heating control servicing distributor. 





New G-E Oil Burner Controls 





Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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CALIBRATES WITHOUT TOOLS— an- 
other important feature of the new 
G-E Room Thermostat. Field calibra- 
tion is accomplished by merely rotating 
the inner section of the dial plate by 
hand. The dial has large easy-to-read 
graduations from 55° F to 85° F. 








. . . « Oilheating for new Homes 


ing unit with a poor distribution sys 
tem often nullifies any possible bene. 
fits. As a result, the manufacturer of 
the heating unit gets the blame for aL. 
lowing his good equipment to be used 
with bad. Essentially, Berman said, the 
oilheating dealer must approach the 
builder with a quality product all the 
way through, he must provide proper 
service and all that the word implies, 
with the emphasis on a reliable and 
ready local source for parts. 

The builder, the manufacturer and 
the installer are equally involved, Ber- 
man said in summation. The builder is 
the merchandiser, the middle man; he 
wants service and accurate advice when 
needed on specific systems and equip- 
ment. The manufacturer or the in- 
staller must be able to assure him that 
the heating unit furnished is the right 
size and the entire heating system is 
calculated accurately. “Everybody 
must work together.” 

“The manufacturer, builder and in- 
staller must unite to give the public, 
the Government agencies and mortgage 
companies the best product at a fair 
price that will result in effective heat- 
ing.” Specifically, Berman reminded 
his listeners that the dealer, who can 
offer quick service and parts, is the 
logical supplier for oilheating equip- 
ment. He has more to offer than price, 
he continued, and, if the dealer will 
concentrate on selling a quality oilheat- 
ing job, the price will care for itself. 


BETTER! What the Builders want 
* 


Anthony S. Zummo, Long Island, 
YP sage — , : é N. Y. builder and first vice-president of 
Gg ie the better asad because oe the Long Island Home Builder's Insti 
$ tute, was concluding speaker of the 
morning program. He explained that 
Its appearance is of highest quality. he builds about 100 homes a year in 
the medium price bracket and that In 
stitute members account for about 10, 
000 of the new homes built annually 
It costs less to ship. on Long Island. There, he said, prac’ 
tically all heating contracts are given 
to plumbing concerns, who sublet the 
oilburner installation to fueloil distrib- 
0 Vy / utors, who anticipate receiving a fuel’ 
neler: Som io oil contract from the purchaser when 

A product of . the home is bought. 
APPLIED MECHANICS COMPANY Every builder who wants to stay in 
business, Zummo said, takes care of 
381-389 CONGRESS ST. + BOSTON, MASS. all complaints promptly, whether they 
are of a minor or major nature. About 


Kecmmelttenleaametccme:tslc acon ca-ten 


It’s easy to install in tight places. 


It fits easily into servicemen’s kits. 
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e Easy-to-read double dial 
e Adjustable heat anticipation 
e Easy lever adjustment 
e Enclosed snap action switch 
e No leveling necessary 


There’s Modern Beauty 
Plus Greater Utility in This 


New Round Thermostat 


VOM ELLA 


COLUMBUS 16, OHIO 


Distributed in Canada by Leland Electric Canada, 
Ltd., Guelph, Ontario 


THERMOSTAT 
MODEL TR125 


QUALITY 


The new Crise Round Thermostat has graceful contours 
and a removable cover that can be painted to match 
any room setting. Separate scales are provided for both 
room temperature and temperature setting. A com- 
pletely enclosed precision snap action switch makes or 
breaks the circuit—requires no leveling to install. The 
TR125 Crise Round Thermostat is designed for use on 
24 volt and millivolt circuits. For additional information 
and price schedule write us. 


CRISE CONTROLS DIVISION 
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. ...» The new homes Market 


two-thirds of these complaints, he went 
on, are about heating and nearly all 
fall into the major complaint cate. 
gory. Many times they don’t come 
along until the heating system operates 
and this may be weeks or months after 
the purchase. 

The builder wants all these com 
plaints corrected, of course, but to 
minimize their incidence, he also wants 
a CO, test of each installation and a 
report certifying that the installation 
operates efficiently. In addition, he 
should receive a statement by the man- 
ufacturer setting forth the capacity of 
the unit and containing the warranty. 
Zummo explained that he uses oilfired 
warm air heating systems in the homes 
he builds and receives a comprehen 
sive statement of this type from his 
manufacturer. 

He feels that the oilheating industry 
should police or otherwise regulate the 
“hit or miss” oilburner, the one as 
sembled from mongrel parts, so that 
the homeowner can be assured that 
all component parts used on his oil- 
burner have been designed to work 
together. 

Competition from gas is growing, 
Zummo continued, and the gas utility 
on Long Island offers builders such in- 
ducements as free heat for the model 
home, cash payments of $25 or $50 
for each house in which the builder 
installs gas heat or a corresponding 
reduction in the price of the equip 
ment. In one locality, further, the 
builder gets $100 for equipping his 
model home with gas heat and $50 
for each other house in the develop 
ment that uses it, plus free feed lines 
from street mains. 


Intensify Merchandising 


Every dollar a builder saves, Zummo 
told the conference, lets him add some: 
thing extra to help sell his house. To 
provide this and combat the competi 
tion that gas offers on Long Island, 
Zummo stated, the oilheating industry 
must intensify its merchandising ef 
forts and, at the same time, better in’ 
stallation practices cannot be over’ 
emphasized. Such steps, coupled with 
continued research to improve equip’ 
ment, will do much to win a larget 
share for oilheating in new homes. 

Zummo closed by describing a serw 
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Famous sustained accuracy of 
Red Seal meters now available for 
high speed loading-to 1,000 gpm 


By loading your own and your customers’ big gasoline and oil trucks in half the time . . . by 
eliminating long waiting lines during peak hours . . . and by faster loading of heavy oils too, 
this new 1000-gpm. Red Seal meter is worth its weight in gold! 

Capable of metering well over $1,000,000 worth of product every year, it has the same 
accurate, trouble-free oscillating piston principle and design features which have made 
other Red Seal meters widely preferred. At Neptune’s modern proving grounds in Walling- 
ford, Conn., it has passed with flying colors exhaustive endurance, accuracy and weather 


tests under actual operating conditions. 


Truly, here is a big meter you can trust every minute . . . without need for frequent 
adjustments or repairs to compensate for wear. Ask your Neptune representative or jobber 


for full details. 





Measuring chamber has 
only one moving ele- 
ment. No complicated 
mechanism to get out 
of adjustment. Occa- 
sional dirt won’t dam- 
age a Red Seol .. . 
chamber is easy to re- 
move, easy to clean. 


NEPTUNE RED SEAL METERS 


ecunracy You Can bank On 





“Capillary” seal... 
a thin film of liquid 
. . + prevents wear be- 
tween piston and cham- 
ber. Seal is rigidly 
controlled by precision 
machining . . . stays 
constant through long 
accurate life. 





Double-case design 
eliminates distortion of 
measuring chamber 
caused by pressure or 
Piping stresses. Pre- 
vents binding and un- 
even wear. 





This patented ‘’Gear 
Shifter’ firmly locks 
calibration. Cannot 
drift or slip between 
tests. Easy to adjust 
when required, but it’s 
seldom required. 








Available with Print-O- 
Meter or direct-reading 
registers, or with Nep- 
tune Remote Control 
Metering System. 
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NEPTUNE METER COMPANY, 19 West 50th St., New York 20, N. Y. 











YOU OWE IT TO 
YOURSELF AND 
YOUR BUSINESS 
TO READ THIS 


CYMO-bdS€ 


f BASEBOARD + HEATING + COOLING 


oy g\ Rel emg :} 320) :43 
YOU INSTALL 


ANOTHER HEATING 
SYSTEM! 





This beautiful new four-color cat- 
alog explains the revolutionary, 
nationally advertised, Thermo- 
Base system of heating and air 
conditioning. It will help you get 
more heating jobs and enable 
you to install the most comfort- 
able and efficient baseboard air 
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. . . - Oilheating for new Homes 


| ice which the Long Island utility offers 
| builders, whereby they have utility 
| engineers lay out a heating system 
| from the plans for a home and then 
| furnish in writing an estimate of gas 
| consumption. “I would like to see the 
| day come when the builder is in a posi- 
tion to offer the purchaser of his home 
| a similar guarantee from the fueloil 
| distributor. The gas company inspects 
| each installation and will revoke its 
| guarantee if the installation is sub- 
standard. Id like to see the same thing 
developed by the fueloil industry.” 

Arthur Watkins, associate editor of 
House and Home magazine, opened 
| the afternoon session of the conference 
| with a review of developments in pre- 
fabricated housing, electric heating and 
| airconditioning. 








The advances in prefabricated hous- 
| ing, he said, point to the possibility 
that eventually 50% of all new homes 
will be prefabricated types. These 
homes, sold as a package and delivered 
| within 500 miles of the factory, offer 
| an opportunity to the dealer to co- 
| operate with the manufacturer and as- 

sume responsibility for local service, as 
| required. 


Heating with Electricity 


Electric heating is coming, Watkins 
contended, and even now is a factor 
in those areas where electric utilities 
have been obliged to increase generat- 
ing capacity to care for the require- 
ments of summer cooling. He cited 
Tulsa, Indianapolis and other cities 
| where the mammoth load for cooling 
in the summer months has resulted in 
idle generating capacity during most 
of the year. A solution to the utiliza- 
tion of this capacity presents itself in 
the promotion of heating with electric- 
ity during other months of the year. 

Watkins reviewed briefly the re- 
search undertaken at the University 
of Illinois during recent years by the 
wet heat industry and by the warm air 
industry since 1918. Out of both pro- 
grams, he pointed out, have come bet- 
ter heat calculation methods and in- 
stallation procedures, with both indus- 
tries, through trade associations, spon- 
soring schools to teach the dealer more 
advanced methods of heat calculation 
and installation. 

In Minneapolis, Watkins explained, 








there are heating systems which have 
been installed that operate for $84 3 
year, the result of good design and the 
use of adequate insulation. The combj- 
nation of both, he contended, can en 
able the dealer to assure the builder 
that he is getting a heating system that 
will operate efficiently and save money, 
Heating split level homes, Watkins 
continued, has been a problem up to 
now and anyone who can devise a fool- 
proof method for heating split level 
houses will have a real sales point. 


Heating-cooling Systems 


In the coming years, Watkins de- 
clared, there’s no doubt but what the 
oilheating dealer is going to have to 
provide mechanical cooling as part of 
the heating installation. As a matter 
of fact, he went on, this year seems 
to be the turning point in the South, 
with the added possibility that aircon- 
ditioning will be very common within 
the next few years with any heating 
installation made in the northern 
states. In short, the oilheating dealer 
will have to be able to design a system 
that will enable the builder to offer the 
purchaser a year-round system, in 
cluding heating and cooling. He has to 
learn about airconditioning and then 
sell his knowledge to the builder. 

One of the biggest sales inducements 
the builder can offer is to be able to 
show that his homes can be heated for 
a specific amount each year, Watkins 
continued. The builders are looking 
for a low cost installation, along with 
low operating costs. Perhaps this might 
require ten or 15 test installations to 
determine actually what heating costs, 
but then an oilheating dealer can tell 
a builder exactly what these costs are 
and enable him to pass along these 
guarantees to his purchasers. 

So, Watkins concluded, the big 
things going on in the new homes mat’ 
ket today are the growing importance 
of prefabricated houses, the recogni 
tion that the gas industry has given 
to the tremendous source of income 
represented by heating, the increasing 
effect of electric heating and the even 
tual necessity for the oilheating dealer 
to be able to offer a heating system 
that also provides summer cooling. 

Concluding speaker was Herman 
York, builder’s architect, who has done 
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Lau is the complete Wheel line for air-handling equipment 
manufacturers, distinguished by the industry’s most advanced 
engineering and design features incorporated into the sturdiest 
possible construction. If you manufacture oil or gas-fired fur- 
naces, oil burners, air conditioners, refrigeration, or automo- 
tive equipment utilizing Blower Wheels . . . you'll find the 
Wheel of the exact size and type in the Lau line, to fit every 
requirement at very reasonable cost. 
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G. E. or PREMIER 


FURNACE CLEANER 
.--Get the 


SOOTMASTER 


Filter Unit 
with 
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BAG! 





SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 
away bags and quick- 
release tie-cord. 
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. « « « The new homes Market 


a great deal of home designing for de- 
_ velopment or speculative builders. 
Discussing the role of the builder’s 
architect and his relation to oilheating, 
York explained that he must be con- 
cerned not only with good design, but 
also must evaluate the design and its 
components as it may affect the sale 
of the home which the builder is build- 
ing. The public’s quest for “glamor” 
in everything it buys, York continued, 
| led architects to develop open plan- 
ning, wherein kitchen areas were visi- 
ble from living and dining rooms. 


“Glamorize” Oil 


Impetus for this development came 
from the introduction of pastel shades 
in kitchen appliances, once available 
only in the high priced lines. York 
expressed his belief that open planning 
logically can be extended beyond the 
kitchen area and that by so doing it 
will affect future design of oilheating 
equipment. For example, he went on, 
introduction of jacketed units some 
years ago was a step in the direction 
| of glamorizing heating equipment. 
| Now, split level and Tv have cre- 
| 





| ated two living areas in the home—a 
| ground level area for indoor-outdoor 


| living and a more formal living area. 
| 


| ers and driers to the point where these 
| machines today are found in kitchens 
| of many new homes. And, York con- 
| tinued, the home of the future in the 


opinion of many experts will find. its 
focal point in the kitchen area. Here 
will be located a fireplace for heat and 
barbecue and being near the chimney, 
a logical projection will find this an 
ideal area for locating the heating unit. 

If the heating unit is moved out of 


| the cellar and the cellar thereby elimi- 
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nated, York declared, more building 
dollars are available for actual housing. 
Also moving the heating unit nearer 
the areas needing heat and hot water 
should reduce equipment and installa- 
tion costs. 

Further, the builder tells his archi- 
tect he wants a home that’s different 
and the architect needs flexible design 
units to work with. Thus he is par- 
ticularly anxious to be kept informed 
of new ideas and developments, but 


York cautioned, it is desirable at the 
(Please turn to page 68) 
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Here's why you'll save time on the job, 
fuel for your customers when you install 
NU STANDARD Kolbkast Combustion 


Chambers: 

@ there are only six pieces to assemble 
tongue and groove construction fits 
together quickly, snugly 

galvanized steel bands draw the as- 
sembly tight—prevent gas loss and im- 
prove combustion efficiency 

the base, recessed 1/4”, provides an air 
space that gives better insulation to 
the floor 

millions of air cells in the structare 
of the chamber itself retard the trans- 
fer of heat through chamber walls 
insulating properties are equal fo in- 
sulating brick 


The NU STANDARD can be used with 
high or low pressure burners and it is 
available in five sizes to meet all your 
requirements. Shipped complete with 
steelbands and scientifically packed 
to prevent breakage. Shipping weights 


are low. 
Get full details today 
on these low cost chambers. 
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It’s more than Cooling 


Summer Airconditioning provides psychological Benefits in Addition to Comfort 


by 


Louise Fowler 


W' HAVE BEEN quite interested in 
a flurry of news releases drifting 
across our desk, regaling us with the 
wonderful advantages of summertime 
airconditioning. These releases were 
well timed. We were just gathering up 
the tag ends of one of the meanest 
summers this area has experienced. We 
were keenly interested in aircondition- 
ing. It is a good thing for our bank 
balance that none of these releases was 
followed by a salesman for aircondi- 
tioning equipment. He would have had 
easy picking, as we were in about the 
most receptive mood we will be in until 
next summer—when the season is too 
far advanced to do anything about it. 
We mused a bit on how much timeli- 
ness affects the sales curve in any busi- 
ness. 

One of these recent releases—‘*Psy- 
chological Report” on reactions of 
families living in the Austin, Texas, 
Airconditioned Village—offers inter- 
esting sidelights to salesmen of central 
airconditioning equipment. ““Aircondi- 
tioned Village,” sponsored by the Re- 
search Institute of the National Asso- 
ciation of Home Builders, is a com- 
munity of 22 airconditioned homes, 
built in Austin, Texas, in 1954, for 
the purpose of testing airconditioning 
systems under actual living conditions 
to determine performance character- 
istics and comfort experience of the 
families living with central aircondi- 
tioning. 

A team of field research engineers 
from the National Warm Air Heating 
and Air Conditioning Association han- 
dled the system testing, and a team of 
psychologists handled the interviewing 
of “Village” families on their summer- 
time experiences with airconditioning. 
For the purpose of comparison, 22 fam- 
ilies in adjoining non-airconditioned 


ol 


homes were interrogated also. The 
families were not made aware that they 
were being surveyed. 

The comfort of airconditioning has 
been its basic sales factor. It is obvious 
that it makes one more comfortable in 
summer. Important though that is, 
these new psychological studies point 
up other salient factors which may well 
become as important, if not more far 
reaching, than the creature comfort. 


With the advent of the automobile, 
self-contained family life began to 
break up. The mobility of practically 
every member of the family meant 
greater scattering of interests, with less 
time during waking hours spent at 
home. Sociologists have long deplored 
this trend. Now, based on this series 
of studies, and like experiences else- 
where, there is some reason to hope 
summertime airconditioning may re- 
verse this wholesale out-of-the-home 
trend by adding important months 
when the home is a comfortable haven. 
The airconditioning industry could 
feel proud of such noteworthy respon- 
sibility. 

While this study is too small to be 
conclusive, it is indeed a brave start 
in a new direction, and it does point 
to an enlarged sales approach. Sincere 
and thoughtful parents and homemak- 
ers are going to find the means to pur- 
chase any equipment which they can 
be convinced offers opportunities for 
better, more harmonious family group 
living. 

According to the Report, in an av- 
erage week during the summer (wak- 
ing hours only), the hours spent to- 
gether as a family group, in “Aircon- 
ditioned Village” were much greater 





FAMILIES ATE MORE 
AND BETTER FOOD 














than in the non-airconditioned neigh- 
borhood. For instance: 


Hours spent together as a 
family Group 
(Average per week) 
—FAMILIES WITH— 


Small Teen- 

Children agers 
Airconditioned 36 24 
Non-airconditioned 30 14 


Indoor social life in hot climates, 
which heretofore has slowed down al- 
most to a halt in summer, can continue 
with airconditioning. The following 
table points up what a difference air- 
conditioning makes both to children 
and adults: 


Guest Hours entertained Indoors* 


Adults Children 
Airconditioned 14 27 
Norvairconditioned 5 7 


Summertime meals are always a mat- 
ter of concern to the homemaker, due 
to the effect of hot weather on appe- 
tites. It has long been understood that 
summertime discomfort interferes not 
only with regularity of meals, but with 
the quality and quantity of food served. 
The families in “Airconditioned Vil- 
lage” ate better meals and slept longer 
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hours than their less comfortable neigh- 
bors. 

Mothers reported they were able to 
prepare, and the family was able to 
eat, more hot meals containing at least 
40% more energy-giving calories than 
the meals served in non-airconditioned 
homes. This, in turn, may affect the 
physical and emotional make-up of the 
family. As an example, families in non- 


*Average per week, calculated by multi- 
plying number of guests by hours spent 
indoors. 
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airconditioned homes spent an average 
of $5.80 a week more than aircondi- 
tioned families, going out to restau- 
rants, movies, or clubs, “just to be 
comfortable.” 

Every homemaker who has experi- 
enced the confusion of the family at 
home all day, with the consequent eat- 
ing and between-meal “piecing” all 
over the house, is in a fine position to 
appreciate airconditioning equipment 
which permits her to prepare and serve 
at the table, the kind of meals that will 
reduce this annoying and unhealthful 
practice to a bare minimum. We can 
even foresee a time when aircondition- 
ing just might reduce the fear and 
trepidation which parents have long 
felt about the close of school! 

Both adults and children slept longer 
at night in airconditioned houses, and 
average daily naps of children in “Air- 
conditioned Village” were 3 times as 
long as neighboring children. All 
mothers in the “Village” reported that 
their children awoke fully rested, while 
only 40% of the mothers in neighbor- 
ing homes reported their children 
rested well. 

For the equipment salesman looking 
for the new sales approach, this Re- 
port is a veritable gold mine. The in- 
terviewers found that housewives in 
airconditioned houses spent one-third 
less time on general cleaning, one-half 
less time on laundry, and approxi- 
mately one-quarter less time on daily 
dusting, than neighboring housewives 
in non-airconditioned houses. A sales- 
man with a vivid imagination could 
really go to town, selling harried 
housewives on the increased leisure 
time his airconditioning equipment 
will give them. Every housewife is 
looking for ways to cut down or elimi- 
nate routine daily family chores and 
provide more time to enjoy her home 
and family. 

Some of the corollary findings of 
this Report offer interesting musing. 
Not one of the infants in “Aircondi- 
tioned Village” suffered from heat rash, 
while 90% of the infants in non-air- 
conditioned homes were affected in 
some degree during the summer. Im- 
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—sorta like the 

pause between the flash of lightning 
and the clap of thunder—for the seem- 
ingly inevitable advertisement, saying 
“Try a summertime complexion treat- 
ment with Whosis Airconditioning.” 
Or “You, too, can be beautiful with 
Cool Cheek Airconditioning.” We'll 
bet last summer’s shiny nose. it works! 


And next comes the piece de resist- 
ance of the Psychological Report. This 
finding was considered important 
enough to be the subject of a separate 
release by the National Warm Air 
Heating and Air Conditioning Asso- 
ciation. Its titlk—‘“Wives credit air- 
conditioning with improving husbands’ 
dispositions” —is full of meaning to any 
salesman and his salesmanager. The 
ladies in “Airconditioned Village” 
fairly startled the researchers with that 
statement. And further questioning by 
investigators indicated improved in- 
door temperatures could conceivably 
support this opinion. 

With admirable restraint the Re- 


port continues: “But even more strong’ 
ly indicated is the likely possibility 
that the women themselves, as a re’ 
sult of the comforts of aircondition- 
ing, were able to look upon their 
spouses with a little more than the 
usual benevolence.” 

What surprises us is that only the 
ladies were interviewed. Apparently 
no one got around to interview the hus 
bands, even though they were footing 
the bill for all this psychological im- 
provement. We feel pretty sure that 
a wife who didn’t have to drudge 
around all day in a hot, humid house, 
and whose children were well rested 
and comfortable, should be able to 
greet her husband with enthusiasm and 
appreciation when he arrives home in 
the evenings. He’s human enough to 
be pleased—and show it. 

Another survey we found interest 
ing, was one made by Worthington 
Corp., a large manufacturer of cen’ 


(Please turn to page 144) 
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by 
Carl Machia 


This is the first of four articles on 
the installation of a duct system for 
awarm air furnace. Carl Machia, who 
is with the Duc-Pac Division of Swett 
Bros., Springfield, Mass., has installed 
duct work and trained other installers 
for more than 15 years. He has writ- 
ten these articles in simple terms, dis- 
cussing various application problems, 
describing procedures and methods to 
speed installation and eliminate costly 
confusion. 


EFORE MAKING any installation, a 

heat lost calculation and duct siz- 
ing estimate should be made. How- 
ever, this is usually done by the per- 
son selling the job or with the aid of 
the parts distributor’s representative. 
These articles, therefore, will deal only 
with the actual installation procedure. 


Simplitied duct Installation 


Part |. A Guide for oilheating Dealers on the Location of supply and return Openings 


Although heat loss calculation will 
not be covered, the author has avail- 
able a simple and accurate method of 
heat loss calculation and duct sizing, 
a copy of which may be obtained by 
writing to FUELOIL & Oi Heat. 

This first article will cover location 
and roughing-in openings for a con- 
ventional system—that is, a system 
where warm air supplies are located 
on inside walls and return air open- 
ings on outside walls. The next article 
will cover roughing-in for perimeter 
type installations. Following will be an 
article on basement work and a final 
article on balancing. 

The first and often most important 


step in the installation of a warm air 
duct system is the proper location of 


supply and return openings. In most 
cases, this can be done from the blue- 


print, but frequently the builder varies 


slightly from his plan. These variations 
are important. 


The correct time to locate the sup- 
plies and returns, therefore, is when 
the home is being framed. At this time, 
you can discuss with the builder the 
location of electrical outlets, plumbing 
stacks, etc. You will find that builders 
appreciate this cooperation and usual- 
ly will arrange for their carpenters to 
cut out for register boxes. 

The first rule to observe when lo- 
cating the supplies and returns is to 
avoid putting a supply and return in 
the same bay, if it can be prevented. 
This will eliminate the possibility of a 
cross-over when main ducts are run in 
the cellar. When placing supplies he 
sure also to keep them from behind 
doors or furniture (divans, low slung 
beds, bookcases, etc.). 

Fig. 1 shows a desirable location of 
supplies and returns. This particular 
floor plan is marked out for baseboard 
register installations, one of the three 
most common styles in use today. The 
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other two are the above baseboard (or 
sidewall) location, and the outwall lo- 
cation, the latter used mostly in old 
construction and in homes with 2” x 3” 
studding. 

Once supplies and returns have been 
located and the openings have been 
cut, you are ready to install the stack 
heads. We will describe the roughing- 
in procedure of the three common 
types. 

First, here’s how to handle the base- 
board installations with 2” x 8” floor 
joists, with a 10” x 6” or 12” x 6” stack 
head. A word of caution: Try to steer 
clear of 14” x 6” stack heads, as most 
builders frame the home with studs 
and joists 16” on center and this often 
leaves little room for a 14” leader pipe. 

Most tailor-made stack heads are 
fabricated with a 4” throat. Thus, 
when the stack head is secured, it leaves 
enough protruding into the cellar to 
easily attach an elbow later. A good 
practice, when roughing: in, is to install 
the stack head and elbow at the same 
time. 

Some prefabricated duct manufac- 
turers have available a stack head that, 
with elbow attached, fits a 2” x 8” joist. 
One prefab manufacturer has a stack 
head with a 4” throat and an elbow 
with a short and long throat. When 
the elbow is attached with the long 
throat, it fits a 2” x 10” joist. These are 
the two joists most commonly used. 

This type of stack head is quite a 
time saver as it eliminates the necessity 
for cutting pipe to fill in between the 
stack head and the elbow. Figs. 2, 3 
and 4 show how these stack heads are 
installed and illustrate the proper dis- 
tance between the stack head and the 
rough floor. 

Fig. 2 demonstrates how the stack 
head with the 4” throat is installed. 
You will notice that the throats of all 
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the stack heads are 114” above the 
rough floor. This is important in a 
baseboard installation since the bottom 
of the register must fit snug to the fin- 
ish floor—thus the one-and-one-half 
inches (34” for finish floor, and 34” 
for the flange of the register). 

Fig. 3 shows installation of the stack 
head and elbow together—this one be- 
ing a prefab using the 4” throat box 
and the short throat elbow which fits 
a 2” x 8” joist as mentioned previously. 

Fig. 4 indicates how the stack heads 
are secured with nails to the shoe so as 
to keep them firmly in place. 

The over baseboard or sidewall in- 
stallation requires a little more work 
and figuring. Most contractors desiring 
this type prefer the flange of the regis 
ter to be 1” above the top of the base- 
board. This requires the addition of 
pipe between the stack head and the 
elbow. 

For an example, we will use a stack 





Carl Machia 
Supervisor of warm air duct 
installations. 





THIS DISTANCE 
PLus $” FoR 
MAKE UP 











FIG. 5 











XN NOTCH NEWLY CUT ENDS 


or TO MATCH ORIGINAL ENDS 
FIG. 6 


head with a 4” throat and an elbow 
with a 3” throat. Our fittings will be 
fastened together with the s lock-drive 
clip connection. 

Fig. 5 shows how we obtain the size 
pipe needed to fill in between stack 
head and elbow. 

A breakdown of the components in 
Fig. 5 reveals: 











2” x 8” joists 75%” 
Rough floor 3” 
Baseboard 4” 
Register above baseboard 17%”* 


Total 1414” 


Then deducting 7”—the sum of the 
3” throat of the elbow and the 4” 
throat of the box—from the 144” 
total, leaves a remainder of 7/4”. To 
this must be added 74” for make-up, 
resulting in a 8!%” pipe to fill in be 
tween the stack head and elbow. 

This 84” piece may be cut from a 





*Includes 74” for flange. 
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stock length of stack duct, as shown in 
Fig. 6. 

The outwall installation is quite 
simple as all that it requires is a small 
hole cut through the rough floor. For 
a stack head, use a perimeter floor box. 
In most cases, as a matter of fact, a 
stack head is included with the out- 
wall register. On this type, the register 
face is detachable, so it should be re- 


moved to avoid damage when the home 
is being plastered. 

In homes that have 2” x 3” studding, 
cut the hole through the floor tight to 
the studding, then fasten the outwall 
stack head to the studding or shoe. 
The mason then plasters around it and 
the baseboard is butted to the register. 

In old construction, where the base 
is only 4”, cut out the baseboard and 


cut a hole through the floor close to 
the plaster line. Then secure the stack 
head by nailing it to the cut section 
of the baseboard. 

Fig. 7 and 8 shows these two types 
of installations. 

The next article in this series will 
continue instruction on locating and 
roughing-in techniques, specifically 
covering perimeter type duct system. 





Warm Air Association plans 


Convention in 


ALL FACETS of year-round aircondi- 
tioning are scheduled to be discussed 
at the 42nd annual convention of the 
National Warm Air Heating and Air 
Conditioning Association at the Ho- 
tel Statler, New York, November 30- 
December 1. 

Nearly 20 industry leaders have 
been scheduled to speak. Among them 
are L. C. Whealy, Canadian Warm 
Air Association president; K. L. Wil- 
son, Minneapolis/Honeywell Regula- 
tor Co.; L. S. Redford, Jackson & 
Church Co.; P. S. Kosch, Bryant Divi- 
sion of Carrier Corp.; C. A. Bowser, 
FHA assistant commissioner; H. C. 





eloil 


New York 


Gurney, Janitrol Heating & Air Con- 
ditioning Division; and W. H. Bowe, 
Jr., National Heating & Aircondition- 
ing Wholesalers’ Association. 

On Thursday, December 1, the fol- 
lowing will be on the program: H. E. 
Owens, H. E. Owens & Co.; R. Swett, 
Swett Brothers Heating & Appliance 
Co.; R. P. Johnsen, Atomatic, Inc.; 
Martin Schaar, Wisconsin Furnace 
Co.; R. V. Main, Viking Air Condi- 
tioning Div., U. S. National-Radiator 
Co.; F. L. Meyer, The Meyer Furnace 
Co.; D. R. Bahnfleth and J. R. 
Wright, University of Illinois; and 
C. W. Nessel, Honeywell. 


Swett 


Redford 


During the first morning session, 
G. W. Denges, The Williamson Heat- 
er Co., will present his president's 
report on the Association’s activities. 
And, Tom Byrd, Lau Blower and 
Frank L. Meyer, Association vice- 
presidents, also will present committee 
reports and preside at convention ses- 
sions. 

The program has been planned to 
interest anyone in the business of mov 
ing, controlling and conditioning air 
for specific indoor comfort conditions. 
One of the talks will discuss ways the 
industry can gain higher loan evalua- 
tions for warm air systems by follow- 
ing better than minimum installation 
standards. 

An industry approach to aid in sell- 
ing heating and cooling systems of high 
quality will be discussed. 









Attract the best Men 


With group pension Plan, smallest oilheating Companies offer big company Benefits 


by 
Robert Gray 


D ID YOU EVER OFFER a good job 
to a man that would fit very 
well into your organization and have 
him turn it down and go to work for 
a larger company? If you’ve not had 
this experience you’re lucky because 
many fueloil distributors have run into 
that kind of disappointment. 

You can’t be too much offended, 
either, because there is serious com- 
petition everywhere for the good men 
in any line of work. Personnel selec- 
tion and training, which means up- 
grading, has become a science admin- 
istered by experts in big outfits. If 
they want a man they will make things 
look mighty attractive. 

Of course, one way to hold good 
men after you get them is to provide 
an incentive plan that will let them 
earn extra money for serious effort. 
This topic is being discussed by so 
many oilheating men today that we 
have covered it as our “Special Study 
this Month” in the Oilheating Trends 
section of both the October issue and 
this November issue. Last month we 
explored incentives for oil truck driv- 
ers; this month it’s servicemen. 


But more than that is needed if you 
are to be in position to match offers 
with the best of them. Only a fourth 
of the oilheating and fueloil compa- 
nies are unionized and they employ 
under a third of the industry’s man- 
power. 

Where there is a union you won't 
often find an incentive program, but 
you do find sick benefits, vacations and 
nearly always some form of old age 
assistance. But even in these unionized 
organizations you'll find only the driv- 
ers or the servicemen affected. There 
is seldom as much protection for the 
other folks, the dispatchers, managers. 
clerks and such. 

It was about two years ago that 
young H. Halsted Park, Jr., up in 
Katonah, New York, sat one day 


52 


thinking along these lines. He is vice- 
president of H. H. Park, Inc., a ven- 
erable oilheating and fueloil marketer 
founded 46 years ago by his father, 
who still heads the business. 

Katonah is in Westchester County 
about 40 miles north of the center of 
New York City. Quite a number of 
big national companies have been mov- 
ing their headquarters staffs up into 
the county to get away from the con- 
gestion of the city canyons and they’re 
hiring a lot of the best local talent. 

Aside from drivers and oilburner 
mechanics, both groups belonging to 
unions, there were just a half dozen 
individuals employed at Park’s, includ- 
ing himself. Business is good today and 
possibly always will be, but in this 
modern age of cradle to grave assur- 
ances he wanted to be able to offer his 
people more than probabilities. 

There was no suitable retirement in- 
surance program for so small a group 
without excessive cost. After consid- 
erable investigation he learned that to 
get the most favorable economies of 
true group insurance he would need 
an association pool of at least 100 em- 


H. H. Park, Jr. and Sr., discuss an operating problem with the company’s 


ployees. Because of the administrative 
savings this kind of group insurance 
sells for at least 25% less than individ- 
ual policies. 

Park took his problem to Harry 
Hilts, executive secretary of the Em 
pire State Petroleum Association and 
asked that it be considered as a possi- 
bility for the members. If he didn’t 
have 100 employees himself, perhaps he 
could pool enough interested compa- 
nies. The upshot of it was that he was 
appointed chairman of a committee 
within ESPA to look into plans and 
make a presentation at the spring 
meeting. William F. Hermann, One- 
ida, N. Y. and S. A. Whitaker, Penn 
Yan, N. Y. are the other two members 
who work with Park on the Pension 
Committee. 

Quite a few insurance companies 
were investigated, but the plan found 
most workable at moderate cost, in 
Park’s opinion, was one developed by 
the Mutual Life Insurance Co. of New 
York .. . they call it their “Module” 
plan. The significant feature here is 
that through the use of electronic com- 
puting machines the company is able to 


oldest employee, Harry Oakley, who has worked there continuously for 30 years. 
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Empire Petroleum Association sees a presentation of the new pension plan 
made last year. At left are Richard Thompson and Edward H. Wells, both 
from Mutual of New York and then H. Halsted Park, Jr., who first pro- 
posed the plan to ESPA and became chairman of its Pension Committee. 








offer a tailor-made program to each 
participant without sacrificing the 
group rates. 

Under the ESPA plan the employees 
upon retirement at age 65 get one- 
fourth of their income for life, through 
a combination of insurance and social 
security. However, any company that 
so desires can alter this to cover a 
combination retirement pay of 40% 
of income for life, or even 50%. 
Again, for each participating company 
the insurance people calculate the cost 
based upon both the age and the in- 
come of each employee . . . and still 
keep the whole package within group 
rates, 

The normal basis of the pension is 
age 65, but only if the individual came 
to work for the company before age 
55. A minimum of ten years’ employ- 
ment is mandatory to get a pension, 
although this can start as late as age 
60, with the pension starting at age 
70. When a man comes in at age 50 
or over, the premiums on him must 
be paid for 15 years unless he dies, but 
not beyond age 75. 

Briefly, the EsPA plan offers three- 
way benefits: 

1) Monthly pension for life, with 
five years certain (to his widow 
if he dies in less than five years 
after retirement). 


il 


2) Lump sum to beneficiary figured 
at 56 times the monthly pension 
if death occurs prior to retire- 
ment. 

3) If a man dies before 65 his 
widow gets a monthly pension 
until he would have been 65. Or, 
she can take a single lump sum. 

The pension premium is fixed, come 
what may, except of course it will in- 
crease on any individual if his income 
is raised, since his pension will be 
higher. 

At the time of the visit to Park at 
Katonah we met two pension special- 
ists from Mutual Life, John C. Miller 
and John Brion, and they provided 
more details. 

Half of the companies using the 
ESPA plan pay all of the costs them- 
selves, the other half shares the cost 
with the employees. If the company’s 
union employees have a pension plan, 
only the other employees may be cov- 
ered. If the employees pay a part of 
the cost, at least 75% of the eligible 
folks must come in. If the firm pays it 
all, it must cover every eligible person. 

At the time of the visit with these 
men, ESPA had 23 participating compa- 
nies with a total of 192 covered em- 
ployees. This was considered a good 
start since the program was only a 
year old. One large company has since 


wume in, Meenan Oil Co., who brought 
in 60 covered employees to start. 

But on the basis of the first 23 com- - 
panies with 192 employees covered the 
total monthly premium was $5,275 or 
an average of $27 each. The average 
pay to these employees was $336 
monthly, so the premium is about 8%. 
Naturally this is a deductible expense 
before taxes so the true cost to the 
company is anywhere from a fourth 
to a half less. 


Dividends on the policies are earned 
after the second year but these are 
used only to reduce premiums since 
there would be tax complications if 
they were paid as cash refunds. 


Under a plan like this, what hap- 
pens if a man quits or has to be laid 
off because he’s no longer needed? If 
he has been with the company 10 years 
he starts accumulating a “vested” right. 
In his 11th year he has a “right” to 
20% of benefits already purchased for 
him and this incrceases each year at 
that rate. At 15 years he is 100% 
vested. 

Under that condition if he quits he 
gets the full benefit of what the com- 
pany has paid in for him. If they have 
paid $300 a year for 15 years or a 
total of $4,500 in his name, he is en- 
titled to the amount of paid-up death 
and pension benefits that that sum will 
buy as a single premium. 

If a man is above a certain salary 
range he must take a physical exami- 
nation, but that applies to the insur- 
ance phase only. If he’s refused for in- 
surance, he still qualifies for the pen- 
sion. Any person must have been 
employed for three years to get the in- 
surance coverage. To get into the pen- 
sion program he must be 25 years old. 

There’s a small formality about this 
whole thing that must be observed be- 
fore a company can start to partici- 
pate. The details for the individual 
company have to be approved by the 
district office of the Internal Revenue 
folks for the Treasury Department. 
Most plans are approved on submis- 
sion, because the insurance people 
have had experience. However, they 
can't pass if they are too heavily loaded 
toward the owners. 

There is no set rule on this point. 
The district director uses his discre- 
tion. Sometimes they will allow the 
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bosses who are stockholders to account 
for as high as 50% of the program: 
sometimes as low as a third. They want 
it to be a true protection device for 
all concerned, not merely a tax saving 
mechanism. 

If a business is incorporated all 
bosses may participate if they are 
otherwise eligible. If it is not incorpo- 
rated—in other words an individual 
ownership or partnership—the owners 
may not participate because they are 
not legally employees. This factor has 
prevented a number of ESPA member 
companies from coming in the first 
year... they've got to think it through. 

In handling this program as an ofh- 
cial clearing house, ESPA is doing a fine 
thing for its members, The Association 
makes the collections and passes the 
money along to Mutual Life, retaining 
no part of it. It’s simply a membership 
service, also a membership attraction. 

Additional membership companies 
can join the group at two points in a 
year. One of the times is just now, 





Age Record of Employees 
in ESPA pension Coverage 


Age 20-24 I person 


25-29 10 " 
30-34 13 " 
35-39 28 " 
40-44 33 " 
45-49 30 " 
50-54 30 " 
55-59 26 " 
60-644 13 " 
65 pluu 8 " 
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with welcome mat out from October 
1 to November 15. The other date is 
June first, which is the plan’s anni- 
versary. 

For a long time we have been plan- 
ning to do a story about some phase 
of the H. H. Park operation in fueloil 
and oilheating . . . they’re strong in 
both, with Gulf and Delco, also have 
a strong reputation, going back to 
1909. This is not that story, but it 
does give us a chance for a couple or 
three photographs to introduce more 
distant readers to the Park father-and- 
son management. In this pension effort, 
Halsted, Jr., has done for the indus- 
try in New York state a fine service, 
and one that could well be copied in 
other areas. 


o, 
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Dodge Reports: September 
Slump in housing Contracts 


RESIDENTIAL BUILDING contract volume 
was down in September 6% as com- 
pared to the same month of 1954. This 
was the first time since December, 
1953, that the F. W. Dodge Corp. re- 
port had failed to show a gain over 
the corresponding month of the previ- 
ous year in the monthly residential 
classification. 

The grand total of building and en- 
gineering contracts for September was 
$2,034,895 ,000, up 12% over Septem- 
ber a year ago. Residential building 
contracts totaled $733,382,000, down 
6% from September, 1954. Nonresi- 
dential building contracts amounted 





to $708,803,000, up 10% over Sep- 
tember °54. Utilities and public works 
totaled $592,710,000, up 51% 

The nine-month construction con- 
tract total of $18,165,044,000 is 25% 
above the same period last year and 
approaches the record-breaking total 
of $19,770,207,000 for all of 1954, 

For nine months: Nonresidential 
building contracts were $6,415,408, 
000, up 22%; residential contracts 
were $7,965,550,000, up 29%; and 
utilities and public works totalled 
$3,784,086,000, up 25%. 


o, 
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Ceiling Panel design Data 
sought by Heating Engineers 


A RESEARCH PROJECT to determine the 
effect of cold walls on heating and 
comfort from ceiling panel heating has 
been begun by the Cleveland labora- 
tory of the American Society of Heat- 
ing and Air-Conditioning Engineers. 
Lester F. Schutrum is the engineer in 
charge. 

The program will include tests with 
cold wall temperatures ranging from 
30° to 60°F. while attempting to 
maintain 70° room temperatures. Ceil- 
ing panel heating tests will be made 
to determine if auxiliary heating is 
necessary along the cold wall. The 
study should provide design data to 
determine how much panel heating is 
needed and where it should be placed. 


}, 
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Exhibit Space increased 
at Home Builders’ Show 


EXHIBITS for the annual convention 
and exposition of the National Asso 
ciation of Home Builders will be 
housed at the Conrad Hilton and 
Sherman hotels, plus the Chicago 
Coliseum, January 22-26. The room 
for exhibits has been increased about 
one-third over previous years. 

Technical clinics and discussion 
groups will supplement the general 
sessions and permit detailed study of 
individual construction problems. Ac 
cording to Paul §. Van Auken, 
convention-exposition director, there 
will be more displays of heating and 
airconditioning equipment than ever 
before. 
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User Satisfaction and Budgets 


Esso Survey examines buying Habits among fueloil Customers 


~,ONSUMER REACTION to fueloil 

y agreements and budget plans 
were recently studied in a survey made 
by Esso Standard Oil Co. Researchers 
also sought the reasons why consum- 
ers switch dealers. 

The survey found that while the 
sales program for fueloil agreements 
has been moderately successful, re- 
sponses from customers without agree- 
ments indicate a large potential for 
aggressive, personal selling. Some 66% 
of the customers interviewed had 
signed agreements; 29% had not; and 
the remaining 5% didn’t know if they 
had an agreement or not. 

These last two groups were asked 
why they had not signed a contract 
and the answers went like this: 


Replies Percent 
Don’t know—no reason 28% 
Have never been approached, or 
renewal not requested 27 
See no reason, unnecessary 17 
Dealer is personal, business friend 10 
Don't like contracts 6 
Contract prevents 
changing supplier 4 
Prefer paying cash _ 1 
Miscellaneous reasons 7 


It is significant that more than half 
of those who do not have agreements 
have not been approached or are not 
sold on the idea of having a sales 
agreement with the company of their 
choice. Nearly a third of the customers 
May not even know such agreements 
exist. 

A number of fueloil users who had 
at one time or another been sold on 
the idea of an agreement reported that 
a renewal had not been requested. 

The survey also attempted to dis- 
cover why customers change dealers. 
Dissatisfaction with service was most 
important with 29%; former dealer 
went out of business, 13%; friend 
recommended a new supplier, 12%; 
moved to a new home, 10%; dealer 
offered poor maintenance or emer- 
gency service, 4%; preferred local 
dealer, prices of new supplier cheaper 
and desired different brand of oil ac- 
counted for 2% each. Miscellaneous 





This material furnished through the 
courtesy of the Fueloil Department, Esso 


Standard Oil Co. 


reasons were given by 12%, and 14% 
didn’t know or gave no specific reason. 

Thus, these surveyed customers re- 
ported dissatisfaction with service as 
the most common cause for changing 
dealers. As later questions proved, the 
consumer wants automatic and de- 
pendable delivery service. He wants 
prompt emergency burner service 
coupled with reasonable costs. The 
dealer who provides these service gains 
additional customers because the satis- 
fied customer passes his name along to 
relatives and friends. 

A fourth of the fueloil users ques- 
tioned voiced objections to late night- 
time deliveries; about one-fifth had 
gotten such a delivery and this group 
divided almost evenly as to whether 
it was a regular or emergency fill. 

People don’t like to be disturbed 
during late evening hours, but when 
drivers informed customers, when 
asked, that a predicted cold snap had 
necessitated the double shifting or that 
a long cold spell had dictated addi- 
tional service to avoid run-outs, there 
was less ill will. This was indicated by 
the figures that while 24% disliked 
night deliveries, this figure dropped to 
18% for those customers who had ac- 
tually had a night delivery. Those who 
had never had a night delivery voted 
26% against it. 

The reason that a customer selects 
a particular dealer broke down as 


follows: 
Replies Percent 
Recommendation of others 20% 
Previous occupant 
bought from them 14 
Supplier is friend; work there 11 
Supplier sold burner 
(installed or services) 
Previous dealings satisfactory 
Good reputation 
First to solicit 
Recommended by service man 
Offers better ma‘ntenance service 
No specific reason 1 
Miscellaneous 
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At present only about 18% of all 
fueloil customers are on budget plans, 
but more than three times that number 
(58%) believe it is a good idea and 
are willing to sign when approached; 
11% think its fair; and 26% aren't 
impressed. 


Prieloil - 


oilheat, 


Customers who use the plan and like 
it (only 6% using the plan didn’t like 
it) have enumerated what actually are 
selling points for the plan: 67% liked 
it because by spreading out costs it 
was easier on the pocketbook; 27% 
liked the simplicity in payment and 
bookkeeping. 

Most people not on the budget plan 
do not always have a clear idea of its 
purpose. The table below shows re- 
sponses from the 58% who thought 
the plan good; and includes people 
who think the plan good, but for vari- 
ous reasons are not using it. 


Using Not Using 


Replies Plan Plan 
Good if necessary, good 
for some—not forme 5% 64% 
Easier on pocketbook 
—spreads costs 67 30 
Simpler to pay 
each month 19 2 
Know how much 
you spend 8 2 
Good for people 
’ using alotofoil 1 2 
Good—should be 
available 1 2 
M'scellaneous reason 4 4 


Don’t know—no 
specific reason 3 3 
The fact that only 2% of the non- 
users think the plan makes bill paying 
simpler show there is a selling point. 
If a customer can be shown that the 
plan works, his opinion shifts. 


The 26% who don’t like budget 
plans gave these reasons: Don’t like 
budget plans, rather pay per delivery, 
63%; Not a good thing in my case, 
10%; Simpler to pay each month, 
8%; Don’t want to owe money, 6%; 
Inconvenient, troublesome, 5%; Never 
thought about it, 2%; Costs the same 
in long run, 1%; and No good for 
people with large bills, 1%. 

Since the highest percentages of 
customers stating that they don’t like 
the budget plan give vague reasons, it 
seems to indicate they have little real 
information about it. In many cases 
the objections are the strong points. 

Esso’s survey showed that the av- 
erage customer will stick with a dealer 
from five to ten years—often longer. 
This kind of loyalty deserves efficient 
deliveries and service. 
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OILHEATING MARKET REPORTS* 





Albany, N. Y. 


Peet State Capital and center of the 
district, is identified in this report 
with surrounding regions, including all of 
Albany and Rensselaer Counties. With a 
total land area of 1,196 sq. mi. and a 1950 
population for both counties of 371,990, 
the area represents 217% of the State in 
area and population. Estimated population 
for 1955 is 388,200. 

New York State Barge Canal, route of 
petroleum shipment to the area, provides 
low-cost transport, but the seasonality of 
this facility, due to winter freeze-up, 
necessitates a high ratio of bulk storage in 
relation to annual sales. 

In the 1950 Census both counties had 
110,241 dwelling units, with 81,852 repre- 
senting one- or two-family homes. By the 
end of 1954 these had increased to 86,259, 
a moderate increase of less than 5,000 units 
in five years. 

It is a prosperous region, boasting ex- 
cellent transportation facilities along the 
Hudson River and maintaining a healthy 
balance of industry, trade, services and 
agriculture. Food products, chemicals, tex- 
tiles and apparel, stone and clay products 
are among the more important lines of 
manufacture. Median family income for 
the area is high, at $5,418. 


Competitive Fuels and Costs 


The 1945 OPA ratio figures show a total 
of 6,050 residential oilfired central heat- 
ing plants in the two counties; to this should 
be added another 650 commercial central 
heating plants using distillate fuel, for a 
total at that time of 6,700. 

The 1950 Census of Housing reported 
centrally-heated dwelling units at 70,600, 
but breaking down this figure to one- and 
two-unit dwellings only and _ projecting 
growth, fuel usage for central heating at the 
end of 1954 was: 


Coal 15,570 
Gas 8,241 
Oil 31,059 

Other 1751 


Total 56,621 


The number of installations estimated for 
gas includes a percentage of space heaters, 
perhaps 25%. 

The oilburner figure shown is for resi- 
dential installations only and to it should 
be added another 3,339 commercial heating 
installations using distillate fueloil, or a 
total of 34,398 oilburners in the area using 
No. 2 oil. 

Coal has lost ground to both oil and gas. 
Since 1950 an estimated 6,854 homes have 
been converted from coal, about two-to-one 
for oil over gas. Anthracite for hand-firing 
costs $25.50 per ton or 10.2¢ per therm, 
making the cost of coal on a Btu basis about 
4% above No. 2 fueloil. 

Natural gas of 1,025 Btu content, was 
introduced in the fall of 1952 by the Niag- 
ara Mohawk Power Corp., which provides 
both gas and electric services, Taken at its 
lowest-rate bracket, assuming use of other 
gas-consuming appliances, gas costs 9.5 per 
Cef. or 9.27¢ per therm, about 5.4% below 
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the cost of oil on a Btu basis. This is one 
of the relatively few eastern areas where 
this prevails. 

The total of 34,398 residential and com- 
mercial central heating installations using 
oil represent 2.6% of all distillate burner 
jobs in the state and just under .5% of the 
national total. At its present winter tank 
wagon price of 13.7% per gallon, No. 2 
fueloil costs 9.8¢ per therm. 


Fueloil Distribution 


Indicated total consumption of No. 2 
fueloil in the two-county area is approxi- 
mately 60,470,000 gals., just under 1.5 mil- 
lion bbls., and excluding the adjacent 
Schenectady fueloil market. Integrated sup- 
pliers handle about 86% of all No. 2 oil, 
independent terminal operators the remain- 
ing 14%. Also, about 30% of residential 
gallonage is sold by major oil companies 
(24%) and independent terminal opera- 
tors (6%). The remaining 70% is done 
by the independent marketers. 

Most of the marketers buy “under the 
fill”—about 80% of them—but this is influ- 
enced largely by the dependence of the 
area upon the New York State Barge Canal 
and the high and expensive ratios of bulk 
storage to annual gallonage this entails be- 
cause of winter freeze-up. 

Automatic delivery is standard practice 
in the Albany area, with 83% of the cus- 
tomers being served in this way; VENT- 
ALARM fill signals are installed in about 
62% of all customers’ tanks and 17% of 
the oilheating customers use budget plans. 


Market Concentration 


In the Albany-Troy classified telephone 
directory there are listed 115 separate in- 
dependent marketers. These firms employ 
a total of 222 trucks to deliver No. 2 fuel- 
oil, an average of less than two trucks per 
company, although it is likely that some 
of the smaller companies are active in fuel- 
oil on a part-time basis. 

The table shows the breakdown of trucks 
per company. 

Only about 10% of the companies han- 
dling fueloil also sell gasoline and about 
18% of the marketers are in the coal busi- 
ness. A good, healthy 75% of them sell 
oilheating equipment, though, and this con- 
stitutes a strong potential asset to the in- 
dustry. Further, these companies accounted 
for 70% of all burners installed in 1954; 
plumbing and heating contractors and deal- 
ers sold another 19% and specialized oil- 
burner service firms, 11%. 


Burner service Activity 


Only 9% of oilburner service is handled 


by the plumbing and heating companies, a 
strong indication of their relative lack of 
concern about this function. Specialized ojl- 
burner service firms did 10% of the work, 
but the fueloil companies did 81% of al] 
oilburner servicing. It is quite definite that 
oilheating and oilburner service activity 
among fueloil companies in the area is on 
the increase. 

There are about 35% of oilheated homes 
serviced under annual contracts; another 
40% of the customers receive an annual 
clean-up of their equipment, so that three- 
quarters of all customer’s equipment is at 
least looked over and put in good operating 
condition once a year. 

Charges for service are low, compared to 
national averages. Usual cost for a contract, 
including parts, runs around $26.50; with- 
out parts, about $15.56; average charge for 
annual clean-up, where not covered by con- 
tract, is $10.08. Minimum charges for serv- 
ice calls (non-contract) by fueloil compa- 
nies are $3.47; by companies not handling 
fueloil the charge is $4.13. 


Advertising Promotion 


Advertising efforts by integrated oil com- 
panies for oilheating have not been exten- 
sive, in the opinion of most oil men in the 
Albany area. About two-fifths of major- 
company advertising, it was judged, is upon 
the merits of oilheating as a facility; the 
greater weight of the message in these ads 
emphasizes brand names. 

Independent marketers have done only a 
little more, with about 17% of the compa- 
nies engaging in some form of advertising 
through the usual media channels. Those 
firms who did advertise spent an average of 
$1.03 per account, or about 12% of gross 
sales income. 

Little information is available on the ex- 
tent of the utility’s current promotional 
budget for gas heat. A fairly substantial 
program on gas service generally is being 
conducted however, with a total Sedeat for 
gas, all usages, estimated to be around 
$25,000. 

The oilheating industry in the area has 
done no co-operative promotion prior to last 
year, when a modest program of about 
$3,000 was launched. About one-quarter of 
the independent marketers, representing ap- 
proximately one-third of the retail gallon- 
age, raised $1,000; the larger share was pro 
vided by seven major suppliers. Local news: 
papers were the only media used. 

For 1955 a comparable program is 
planned, with the basis of contribution at 
the rate of $100 for independent marketers, 
$200 for the supplying companies. 

No advertising agency serves the group, 
but Eugene J. Fitzpatrick, who functions as 
secretary of the Capital District Fuel Asso 
ciation, has been chiefly responsible for de- 
velopment of the advertising placed to 
date. Use has been made of artwork, mats 
and copy available from Oil-Heat Institute, 
Oil Industry Information Committee and 
some other oilheating groups in other locali- 
ties who have developed advertising ma- 
terial. 








Trucks per Number of Percent of Total Percent of 
Company Companies All Companies Trucks All Trucks 
10 or more 1 1% 12 5% 
6 to 9 4 4 29 13 
3 to 5 20 17 69 31 
Leor 2 90 78 112 51 
Totals 115 100% 222 100% 
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OILHEATING MARKET REPORTS* 





Poughkeepsie, N. Y. 


OUGHKEEPSIE, the Dutchess County 

seat, is the center of an oilheating terri- 
tory bordering the east shore of the Hud- 
son River, about halfway between Albany 
and New York City. Considered in this 
study is about one-half of the land area of 
the County, containing better than three- 
quarters of its population. 

The market, while small, is quite well- 
defined and is of interest as a typical trad- 
ing area, in contrast to larger and primary 
metropolitan markets. In 1950 the County 
had 136,781 population; the Poughkeepsie 
area had 104,037 and at the beginning of 
1955 its population had increased to 118,- 
312, up nearly 14%. Most of the increase 
had taken place outside of the two cities of 
Poughkeepsie and Beacon, while population 
increase over the next 10 years is forecast 
at 20%. 

Total dwelling units for the entire Coun- 
ty in 1950 are shown in the Census at 
34,448, with about half of these in the 
cities of Poughkeepsie, Beacon and Wap- 
pinger Falls. In these urban centers, about 
65% of the dwelling units are one and 
two-family units, though in the surround- 
ing area, the ratio of one-and two-family 
dwellings is considerably higher. By the 
end of 1954, about 5,000 additional dwell- 
ing units were constructed in the Pough- 
keepsie district, so that it is safe to estimate 
that there were approximately 22,500 one- 
and two-family units in 1950 in the entire 
district and this had increased to about 
25,765 by the end of 1954. 

The following tabulation shows the esti- 
mated breakdown of centrally-heated one- 
and two-family units in the Poughkeepsie 
district for 1950, based on Census reports, 
and projected to the end of 1954: 


1950 1954 

Coal 6,105 3,541 
Gas 570 2,070 
Oil 6,025 1ST 
Other 796 1,296 





Total 13,496 18,482 

The figure shown for gas is made up of 
installations in Poughkeepsie and Beacon 
only, since these are the only areas where 
gas heating is in use in the district. 

About 5% additional, or 579 installa- 
tions, should be added to the oilfired fig- 
ures, representing the number of domestic 
burners centrally-installed in small commer- 
cial establishments, apartments, etc. Thus, 
a total of 12,154 distillate oilburners are 
indicated, just under 1% of the state total. 


Competitive Fuels and Costs 


Coal has been going downhill since 1950, 
losing about 42% of its installations dur- 
ing the last five years, or an estimated total 
of 2,564 jobs to oil or gas. The cost of an- 
thracite of average 13,200 Btu content per 
pound for hand-firing is $22.75 per ton, 
or a per therm cost-equivalent of 8.6¢. This 
1s 13% below the cost of No. 2 fueloil on 
a Btu basis. 

_ Natural gas was introduced to the area 
in August, 1950. The utility company, Cen- 
tral Hudson Gas @ Electric Corp., also fur- 
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nishes electric service. This fuel, at present 
only in use for househeating in Pough- 
keepsie and beacon, is of 1,030 Btu content 
per cu. ft., and at the lowest-bracket rate 
(which assumes use of gas for cooking and 
water heating) costs $1.20 per Mcf. At this 
rate, its cost per therm is 11.7¢, which is 
18% above the cost of oil on a Btu basis. 

No. 2 fueloil, at its anticipated winter 
tank wagon price of 13.9¢ per gallon, or 
equivalent cost of 9.9¢ per therm, is advan- 
tageously priced in comparison with nat- 
ural gas from a Btu standpoint. 


Fueloil Distribution 


The Poughkeepsie district, served by the 
Hudson River as a water route, enjoys ex- 
cellent petroleum transportation facilities. 
There are no independent terminal opera- 
tors, but four companies maintain sizable 
river bulk terminal facilities and sell to deal- 
ers in addition to their own extensive direct 
operations. Practically all of the No. 2 fuel- 
oil coming into the market, therefore, may 
be considered as being brought in by inte- 
grated companies. 

Major companies sell only about 10% 
of the total tank wagon gallonage; the rest 
is handled by independent fueloil market- 
ing companies. Total volume for No. 2 fuel- 
oil for the district, including residential 
and commercial gallonage, is estimated at 
21,646,500 gals. or 515,392 bbls. 

Among independent marketers 60% of 
the companies (15 out of 25) maintain no 
bulk storage of their own and purchase 41% 
of all the retail gallonage they handle “un- 
der the fill” at other companies’ ranks. A 
high level of 80% of the customers are 
served by automatic deliveries, though the 
use of VENTALARM signals is somewhat 
lower than in most eastern markets. Only 
39% of customers’ tanks are so equipped. 
Finally, about 20% of the oilheating users 
pay their fueloil bills under a monthly 
budget plan. 


Market Concentration 


Most of the independent fueloil market- 
ers (76%) are small in size, operating one 
or two trucks, but they account for 37% 
of the retail market volume. Two companies 
(Mid-Hudson Oil and Effron Fuel) market 
nearly this much and operate as many de- 
livery trucks between them as all the smaller 
companies put together. Delivery operations 
of the 25 companies in the district are listed 
in the table. 

Gasoline, in addition to fueloil, is han- 
dled by 17% of the independent compa- 
nies; coal is sold by 25%. Then, 62% of 
these marketers sell and install oilburning 
equipment. This interest in oilheating 
equipment sales shows up in the count of 
such installations made by fueloil compa- 
nies, with three-quarters of this business 
handled. Plumbing and heating companies 


managed to get about 18% of the jobs, 
leaving a negligible 7% to be handled by 
specialized oilburner service firms. And, it 
is the practically unanimous opinion of the 
oil men in the district that oilburner selling 
activity by companies who sell fueloil is 
increasing. 


Burner service Activity 


Paralleling this interest in equipment 
sales is the already substantial and increas- 
ing occupation of fueloil companies in oil- 
burner servicing. In 1954, these companies 
performed 79% of all oilheating and burner 
service work done; plumbing and heating 
contractors and burner service companies 
handled only 13% and 8%. 

Central Hudson renders no gas burner 
service. Instead, this work is taken over by 
gas equipment dealere, except for some 
limited “trouble shooting” by the utility. 

Forty-one percent of the oilheated homes 
have annual service contracts, plus another 
28% of the burners, which are looked over 
once a year through a clean-up and over- 
haul not under service contract, so that 
two-thirds of all installed oilburners are 
tuned-up at least once a season. 

Median cost for a service contract with 
parts is $25; for a service contract, without 
parts, $16. A separate annual clean-up is 
$11 and separate calls, not under contract, 
average $4.02 when made by fueloil com- 
panies and $6.18 by non-oil companies. 


Advertising Promotion 


Oilheating promotion as conducted by 
the supplying companies over their own 
name divides emphasis between the glorifi- 
cation of oil heat as a facility and the 
merits of the particular company’s product 
on a 40-60 basis, in the opinion of the oil 
men who participated in the preparation 
of this report. 

The independent marketers have been 
more active in company promotion of oil- 
heating, with 56% of them engaging in 
some form of merchandising through the 
usual media. On a per account basis, the 
average amount budgeted by these compa- 
nies is $2.43, or figured as a percentage of 
gross sales income, the average is 2.3%. 

The Dutchess County Oilheat Associa- 
tion ran a limited newspaper advertising 
campaign in 1953, spending a total of $1,- 
250. For 1955, participation of the fueloil 
marketers again was secured, largely 
through the efforts of D. P. Love, president 
of the group, who convinced at least a third 
of the oilheating dealers of the need for 
a promotional program. The marketers who 
are participating, though, represent a lion's 
share of 94% of the market's detail gallon- 
age, with individual contributions based on 
trucks operated in delivery of No. 2 fuel- 
oil. A modest budget of $1,000 has been 
established. 

Against oilheating, the gas utility will 
spend an estimated $15,000 in its 1955 
promotion of gas as a competitive fuel. 

Newspapers are the only media practi- 
cal for the present oilheating promotion 
program, with advertising prepared from 
artwork made available by other industry 
groups and copy worked out by the local 
advertising committee. 





Trucks per Number of Percent of Total Percent of 
Company Companies All Companies Trucks All Trucks 
10 or more 2 8% 24 36% 
6 to 9 1 4 6 9 
3 to 5 3 12 12 18 
1 or 2 19 76 2% 37 
Totals 25 100% 67 100% 
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Institute Directors hear Plans 
for oilheating Show next June 


NE OF THE HIGHLIGHTS of the fall 

directors meeting of the Oil-Heat 
Institute, held at Atlantic City, N. J. 
on September 29 and 30, was the dis- 
closure of plans for the 1956 Oilheat- 
ing Exposition to be held in New York 
City, June 11-15. 

R. S. Bohn, Preferred Utilities, is 
chairman of the show committee and 
he brought to the 
group some of the 
interesting details. 
This is the first 
Oilheating Expo- 
sition to be held 
in New York 
since 1929. One 
good reason for 
taking it there in 
1956 is the fact 
that the new Coliseum building on 
Columbus Circle will be ready next 
spring and ours will be the fourth ex- 
position to be held in it. This new 
convention building is probably the 
richest of its kind in the country and 
it will bring a great deal of publicity 
to the early months of its use. 


Bohn 


The Oilheating Exposition will oc- 
cupy all of the third floor, which is 
conveniently reached from the street 
level by escalators. Bohn pointed out 
that exhibitors can bring in their dis- 
plays through a system of freight ele- 
vators which can accommodate the 
largest size trailer trucks. It will not 
be possible to fire the oilburners on dis- 
play, not because the Fire Department 
has any objection, but rather because 
the airconditioning system maintains a 
negative pressure throughout the 
building. 

Exhibitors who are members of OHI 
again will receive the traditional 25% 
discount on their space. All business 
meetings will be held in the morning 
hours before the exhibition opens. The 
show will not be opened to the public 
but rather only to the men of the oil- 
heating industry, plus of course, archi- 
tects, engineers, builders and other 
identified groups. 

In opening the directors meeting at 
Atlantic City, the Institute’s Presi- 
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dent, George 
Hochstein, served 
as the chairman. 
He commented 
on the favorable 
industry growth 
during this year 
and particularly 
praised the enthu- 
siastic activities of 
the many com- 
mittees of the Institute. Hochstein 
pointed out that it is a good thing for 
an industry to display a lot of energy 
but that enthusiasm is fully as impor- 
tant. He has a new plan for the organ- 
ization of oilheating equipment manu- 
facturers to parallel their specific in- 
terests. Among domestic oilburner 
manufacturers he is setting up a sec- 
tion for those who are interested pri- 
marily in separate burners and two 
other sections for the oil boiler and oil 
furnace specialist. 

Ralph Becker, managing director of 
the Institute, was then called on for a 
financial _ report. 
Briefly stated, he 
revealed a cash 
balance on Sep- 
tember 1 of $54,- 
000 and that the 
Institute was 
keeping in step 
with its budget. 
He then an- 
nounced that the 
Institute has added a new manufac- 
turer member since the last meeting, 
the Union Asbestos & Rubber Com- 
pany, Chicago, with Charles Bendix 
as its representative to OHI. Becker 
then told of some interesting high- 
lights of a survey just completed among 
manufacturers by the Institute. Here 
are some of the findings: 

Among the reporting manufacturers 
72% said that sales are up this year, 
with one company reporting an in- 
crease of 100%. The average increase 
of the group was 16%. 


Hochstein 





Sellen 


On factory inventories, two-thirds 
of the companies said that they are the 
same as in 1954, while one-third has 





higher inventories . . . most of these 
handling heavy equipment. 

Field inventories are up in the range 
of 5% to 10%. 

Direct labor costs are up 5% to 6%, 
indirect labor is up 5%, material costs 
are up 6%. 

In spite of these higher costs, 57% 
of the manufacturers will not raise 
their prices and 6% are below last 
year. Another 31% have raised them 
from 3% to 6%. 

On the profit side, three-eighths of 
the companies say that this is the same 
as last year, 20% are up and 34% are 
down. 

Becker pointed out that the industry 
needs better profits if it is to have suit- 
able money for research and product 
development as well as funds for pro- 
motion. 

Next to appear before the directors 
was John Sibarium, technical editor of 
Fueloil News, who presented that pub- 
lication’s “Man of the Month Award” 
to Paul Addams, President of Fitz- 
gibbons Boiler Company and _past- 
president of the Institute. 

David Morgenthaler, Delavan Man- 
ufacturing Company, Des Moines, and 
chairman of the 
Institute’s mem- 
bership committee 
told the group 
that a_ special 
membership 
month is being 
planned in which 
each member will 
be asked to give 
some time helping 
the committee enlarge the roll. He 
asked the directors for suggested 
names of companies that the commit 
tee should see and also mentioned that 
the committee members are going to 
ask their own field men to promote the 
Institute among their customers. 


Morgenthaler 


Morgenthaler again emphasized the 
desirability of the manufacturer mem 
bers using OHI labels on all their ad- 
vertising. The Distribution Division 
members are doing a better job of this. 

Stanley Czarnecki, chairman of the 
Accessory Division, told the directors 
of a meeting by that group in which 
it had been proposed that these manu’ 
facturers support the Distribution Di 
vision by helping the expansion of edu’ 
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cational programs within the industry. 
He called on Ben Wiechers of Web- 
ster Electric Company and chairman 
of the Division’s new Education Com- 
mittee to tell the directors about the 
first meeting of this group. 


His committee, in effect, had pro- 
posed that the Distribution Division 
devote a considerable share of its time 
to industry education for the general 
improvement of installations and serv- 
ice in the field. He explained that the 
accessory manufacturers are willing to 
put more money and manpower into 
assisting a series of schools that could 
be organized by the Institute on a 
wider basis than at present. In another 
news item on this page appears more 
detail of the Accessory Division meet- 
ing. 

H. M. Spade reported as chairman 
for the Distribution Division. He ex- 
plained that his 
Division would be 
very happy to 
work with the ac- 
cessory group on 
a wider develop- 
ment of industry 
education such as 
they had _ sug- 
gested. Spade 
feels that the Dis- 
tribution Division is in a fine stage of 
development, adding literally hundreds 
of members. He mentioned that four 
state chapters of the National Oil Job- 
bers Council are now affiliated with 
OHI. The states are: Jowa, North Caro- 
lina, Michigan and Missouri. 


oe 


Spade 


He feels that the Distribution Di- 
vision should have four thousand mem- 
bers by next March. 


New advertising materials are in 
preparation for the members and the 
remainder of the booklets from the 
Treasury of Advertising project have 
been bought by the Better Home Heat 
Council of Boston. Spade then told 
the group that the sale of calendars to 
dealers had reached 70,000 this year 
and this activity has helped to get 
members. 

Spade is optimistic over the future 
of the Distribution Division, considers 
it a good hitching post for local groups 
to tie to. 


At this point Spade introduced 





Si 


Kobert Barr, secretary of the Oil-Heat 
Institute of Long Island. Barr pre- 
sented a sketch of a proposed display 
for oilheating at the National Home 
Show at New York’s Coliseum next 
spring. This has been designed for a 
60 foot space and the principal com- 
ponents would be made up in five sepa- 
rate units each 10 feet wide. Barr rec- 
ommended to the directors that they 
help finance this display so that it could 
subsequently be used in small units at 
shows throughout the country. 

In the absence of the Chairman, 
Dave Bottrill, Technical Secretary of 
OHI, reported on the pulsation study 
now under way at Battelle Memorial 
Institute. Bottrill feels that, after con- 
siderable early experimenting, work 






is now progressing 
rapidly. He men- 
tioned that the 
adjustment of oil 
and air spray pat- 
terns is quite sig- 
nificant to pulsa- 
tion. 

The Division’s 
development of 
Standard- 
ized Test Procedures will be ready 
for distribution within a month. Bot- 
trill then told of the joint work by 
the API Division of Refining and the 
U. S. Bureau of Mines to survey fuel- 
oil specifications each year based on 
samples gathered on April 1 from all 


Bottrill 


(Continues on page 61) 


Accessory Division urges 
broader dealer Education 


Ww STANLEY CZARNECKI as 
chairman, the Accessory Divi- 
sion had quite an active session on Sep- 
tember 29, devoted largely to a dis 
cussion of educational programs with- 
in the oilheating industry, during a 
meeting held in conjunction with the 
directors’ meeting of the Oil-Heat In- 
stitute, held at Atlantic City, Septem- 
ber 29 and 30. There were 23 members 
and guests in attendance and most of 
them took part in the discussions. 

It was generally recognized that a 
very basic need of the industry today 
is the training and upgrading of oil- 
heating installation and service per- 
sonnel. Some excellent training pro- 
grams are now in operation by individ- 
ual companies. In a few areas, notably 
New England, there are also very good 
courses sponsored by chapters of the 
Distribution Division of OHI. Yet there 
is a strong feeling that a lot remains to 
be done to expand this work. 

It was recognized that our chief 
competitor, the natural gas utility 
group, is trying hard to wean away 
from us the plumbing and heating con- 
tractor or dealer by holding meetings 
to convince these tradesmen that gas 
heating is easier for them to handle. 
They point out that gas equipment is 
cheaper, hence easier to sell, that it re- 
quires little or no service responsibility. 


This propaganda is succeeding. 

The Accessory Division has in the 
past contributed a lot to industry edu- 
cation through meetings of trade 
groups where they supplied the in- 
structors. They are inclined to go con- 
siderably farther. 

Upon a motion by the group, the 
chairman was instructed to designate a 
committee to explore the possibilities 
of enlarging the industry’s general 
training work and to study ways in 
which the Division could sponsor and 
expedite the effort. 

Chairman Czarnecki appointed Ben 
Wicechers of Webster Electric as chair- 
man of the new 
Educational Com- 
mittee. The other 
members are Jack 
Searls, Penn Con- 
trols; R. W. 
Hundley, Steinen 
Mfg.; R. S. Do- 
herty, National 
U. S. Radiator; 
K. L. Wilson, 
Minneapolis‘Honeywell and Robert 
Gray, FueLtom & Oi Heat. 

The committee was asked to meet 
later in the day to prepare a set of 
preliminary recommendations to be 
offered to the Institute’s directors at 
their meeting on September 30. 





Wiechers 
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The versatile 
Mr. Hochstein 


\V TJATCHING George Hochstein 


operate at the OHI Directors’ 
Meeting in Atlantic City was a sat- 
isf ying experience. As president of 
the Institute he presided at several 
of the principal meetings in the two- 
day session. 

His apparent genuine interest in 
every discussion was matched by his 
tolerance of the other fellow’s view- 
point. It reminded us that in his 
first meeting as president at Chicago 
in April he had stopped a hot argu- 
ment that might have become 
acrimonious by telling the contest- 
ants that he would appoint a com- 
mittee to explore the problem and 
report later. Actually the point was 
settled by the Executive Commit- 
tee, and wisely. 

When a mild-mannered individ- 
ual like Hochstein gets to be presi- 
dent of a strong organization like 
the Oil Heat Institute there’s sure 
to have been some interesting back- 
ground if you can find it. 

The reason might be traced to an 
incident in 1933 wherein a group 
of architects gave George a wonder- 
ful wedding present. He had come 
to the Heil Co., Milwaukee, in 1931 
after the local branch of American 
Radiator Co. had been closed as a 


depression economy measure. For 
Arco he had been working with 
architects and builders on retail 
sales. Heil gave him the same assign- 
ment after he had just walked in 











and told them he was ready to work 
for them, depression or no. 

The bottom of the trough was 
reached in 1933 and George had a 
small salary plus a percentage on 
sales. He got married anyway. The 
word went around the Architec- 
tural League and the Building As- 
sociation and our friend hit the 
jackpot. Calling him in for lunch, 
they gave him the wedding gift, a 
parcel some two inches thick which 
turned out to be a stack of 130 in- 
dividual orders for oilheating in- 
stallations. 

You have a feeling that in simi- 
lar circumstances they'd do it again 
today. 

The story of Hochstein’s rise to 
his present position as head of the 
oilheating division of Heil is not 
too different from that of other 
strong men of his time. After the 
wedding incident he was made a 
field man calling on dealers from 
Illinois to Minnesota. In 1932 his 
company had introduced the indus- 
try’s first complete unit for oilheat- 
ing, a forced air furnace-burner, so 
he had something special to promote 
with the dealers, 

With the start of 1936 George 
was shipped off to Philadelphia to 
build up a branch for direct selling. 
He tore out the front of the com- 
pany’s body and hoist plant and 
bought a lot of plate glass for a 


showroom. It was strictly a retail 
operation until an odd thing hap- 
pened. Dealers started writing to 
him saying that they had seen his 
ads in the papers for salesmen and 
that while they weren't salesmen, 
“You sound so aggressive.” So he 
started lining up dealers in the area 
and eventually got 35 of them with 
in 40 miles of William Penn’s 
statue. The combined sales got up 
to 1,500 a year. 

But the Company back in Mil- 
waukee had other things for Hoch 
stein. They made him Eastern dis 
trict manager at the end of 1937 
and two years later he had per 
suaded the important Pierce-Phelps 
organization to serve as wholesale 
distributors im the Philadelphia 
market and closed the direct opera 
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tion there. It’s interesting that to- Exe 
day that same outlet still serves Heil. yea 
It was in February 1942 that they E 
moved him back to Milwaukee as dus 
general sales manager for oilheat- Che 
ing, just four months before the ay. 
Government stopped all oilheating ing 
manufacture. Chr 
They gave him the job of person His 
nel relations, hiring men for their Y 
war production. Late that year they whe 
had a serious strike with a bad J Mar 
choke-up, so George became man: ton 
ager of industrial relations with the feel 
admonition to step in and stop the Says 
strike, which he did. the 
_ 
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To add to the impression you get 
of his versatility, we've learned that 








the next year they sent him to 
Washington to head up the com- 
pany’s liaison office for Government 
contacts. 

With the war’s end the company 
had a lot of new products for oil- 
heating with the tooling pretty well 
started. The new designs brought 
out in early 1946 were good enough 
to hold without change for seven 
years. Then 1954 brought the start 
of a whole new designing program. 

If we needed more demonstration 
of the fact that George is effective 
we might point to the company’s 
shipments this year of 30,000 units 
of oilheating, with the large major- 
ity being furnace-burners. Like 
every other manufacturer this had 

etail to be built up from a standing start 
hap- when the Japs quit. 

g to In his public activities, Hochstein 

1 his has done considerable work on vari- 
and ous committees for OHI. He was 

men, chairman of the important Plan- 

o he ning Committee, also of the Dues 
area Committee and a member of the 
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t to- Executive Committee for several 

Heil. years. 

they Back home he has headed the in- 

ce as dustrial division of the Community 

heat Chest, been financial chairman for 

_ the 4 YMCA campaign, headed a build- 

ating | ing fund campaign for his Episcopal 

Church and is one of its vestrymen. 

rson His recreation hobby is bowling. 
their You begin to get the picture of 
they what makes an OHI president. This 
bad man has a strong jaw, a conversa 

man tional manner that makes everyone 

h the feel he’s their friend, a poise that 

p the § S4ys he knows the score. George fits 

| the part. 
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. .. . OHI Directors Meeting 


parts of the country. The first of these 
surveys was due to be published at the 
end of November. It is felt that these 
studies will help in the work of the 
Division in a request that it has from 
Underwriters Laboratory to establish 
specifications for combustion testing. 


Reporting for the Institute’s Insur- 
ance Trust, Chairman Fred Beckwith 
showed that on August 31 the three 
divisions of the Trust had more than 
12 million dollars in force covering 
some 2,200 employees. The Trust is 
operating within its income and build- 
ing a small surplus. 

Charles Burkhardt, national secre- 
tary of the Distribution Division, told 
the directors about the Management 
Conference Program, of which the re- 
cent builders’ clinic at Rutgers Uni- 
versity was the initial effort. This clinic 
is reported in detail in another portion 
of this issue. 

The next clinic is to be a one-day 
affair at Fordham University, New 
York City, sometime in November. 
This will be sponsored jointly with the 
New York Oil Heating Association 
and the topic will be labor relations, 
having in mind employment agree- 
ments for fueloil truck drivers and oil- 
burner service men. 

Burkhardt then told the directors 
that the Burroughs Adding Machine 
Company is preparing a 15 minute 
colored film on fueloil accounting and 
degree-day procedure. The story is 
built around the activities of four fuel- 
oil distributor members and is expected 
to be ready for showing in December. 

Hollis Albert, chairman of the Dis- 
tribution Division’s Membership Com- 
mittee, reported 
that since the last 
meeting a total of 
800 dealers has 
been added to the 
roster. This new 
membership is pri- 
marily the result 
of six new chap- 
ters. These are: 
OHI of Northern 
Nevada, OHI Div. of Iowa Independent 
Jobbers Association, OHI of Southern 
Idaho, OHA of Lawrence County, 
Pennsylvania, OHI Chapter of North 
Carolina Oil Jobbers Association and 
Columbia County OH!, Hudson, N. Y. 





Albert 





Burkhardt 


Reporting for the Time and Place 
Committee, its sole member Fenton 
Fisher has recommended to the board 
that its January meeting be held in a 
midwestern city, preferably one with 
substantial oilheating development. 


Beckwith 
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Key market Advertising is 
begun by General Controls 


A SATURATION advertising campaign is 
underway in three key markets—Bos- 
ton, New York City, and Detroit— 
by General Controls Co., Glendale, 
Calif. The campaign will sell home- 
owners on the advantages of auto- 
matically controlled heating systems 
on behalf of the local dealers and 
wholesalers. 

According to J. F. Ray, vice-presi- 
dent, the campaign will feature heavy 
usage of outdoor billboards, an inten- 
sive spot radio announcement program 
and newspaper advertising. Following 
the initial break of the advertising, 
there will be a series of wholesaler, 
dealer and original equipment manu- 
facturer calls, 

The campaign has been timed to fit 
into the approach of colder weather 
when customers have a natural inter- 
est in heating. 

Company sales personnel have been 
contacting dealers to inform them of 
the campaign. Local businesses will be 
tied into the program through the in- 
sertion of their names in newspaper 
ads, in radio spots and across bill- 
boards. 

The new line of clock thermostats 
will be emphasized in all advertising. 
Copy will stress the comfort, con- 
venience and reliability of automatic 
heat. These HMT thermostats, of mod- 
ern, horizontal design have an outside 
cover of satin chrome finish for attrac- 
tiveness and now are in volume pro- 
duction. 
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Nutmeggers get more Schooling 


Fueloil Group’s three-day Institute spotlights Techniques to improve Efficiency 


i eo SCENE for the second Oil Mar- 
keters Management Institute, 
sponsored by the Connecticut Petrole- 
um Association, shifted to the pic- 
turesque campus of the University of 
Connecticut on September 27, 28 and 
29. There, at Storrs, Conn., the half 
hundred principals from petroleum 
jobbers who attended were treated to a 
brisk, taut program of subjects deliv- 
ered by speakers who were concise, 
informative and expert. 

Nearly all of those who attended 
the conference lived on the campus 
from early Tuesday afternoon to late 
Thursday afternoon, quartered at the 
Continuing Education Center, eating 
at the adjacent University grill and 
main dining hall, attending conference 
sessions in the nearby Student Union 
Building. 

The conference opened with an eve- 
ning session on September 27, con- 
tinued with morning, afternoon and 
evening sessions on the 28th and 
closed with a morning and afternoon 
meeting on the third day. Arrange- 
ments for the program and speakers 
were handled by an Educational Com- 
mittee, consisting of W. D. Roth, Dahl 
Oil Co., Norwich, Conn.; Samuel 
Peral, Peral Oil Co., Rockville; Burt 
Stevens, F & S Oil Co., Waterbury, 
and Larry Edwardson, CPA executive 
secretary. 

Franklin L. Kundahl, association 
president, was chairman of the first ses- 
sion of the conference, an after-dinner 
meeting on September 27. He key- 
noted the over-all theme of the gath- 
ering by characterizing it as a program 
designed to provide ways and means 
to increase efficiency in the operation 
of an oil jobbers’ business. He acknowl- 
edged that the program could not hope 
to cover all phases of jobber activities 
so that it had been formulated “to em- 
brace subjects which our members and 
Educational Committee feel are of 
most immediate benefit.” 

Principal speakers at this evening 
session were Frederick H. Meeder, 
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president, Richfield Oil Corp. and 
Martin H. Heine, president, Pennsyl- 
vania Petroleum Association, who dis- 
cussed in turn what the supplier and 
jobber expect from each other. 

Meeder, having outlined the over-all 
purpose of both suppliers and jobbers 
as providing petroleum products for 
distribution to the public at a rea- 
sonable profit to the producer, refiner 
and all the way down the line to the 
retailer, next advanced five points 
which he felt a supplier should look 
for in his jobbers. 

First, he said, the jobber should pro- 
vide for proper representation of the 
supplier’s brand, coupled with efficient 
and economical operation, plus person- 
alized service. Further, it is becoming 
increasingly important to the supplier 


that the jobber provide for orderly 
perpetuation of the business and, f- 
nally, that he maintain close contact 
with his dealers and pay particular 
attention to heating oil customers. 

Heine explored the jobber’s view- 
point from the standpoint of relation- 
ship, fellowship and attitude. He re- 
ferred to the relationship existing be- 
tween a supplier and jobber as a vir 
tual partnership and felt that it was 
particularly important that the jobber 
be associated with a supplier who be- 
lieves in marketing at the jobber level. 
As a final over-all recommendation, 
Heine felt that the time was ripe for 
all segments of the industry to re- 
examine policies and practices to ob- 
viate the threat of government inter- 
vention. 


Building Fueloil Business 


a OF PARTICULAR INTEREST to 
oilheating men was delivered on 
the morning of the last day of the con- 
ference. The speaker was Donald Love, 
vice-president and sale manager, Mid- 
Hudson Oil Co., Poughkeepsie, N. Y., 
who discussed “Effective Ways of pro- 
ducing retail fueloil Business.” His 
conclusion, generally, was that the best 
way to insure a continuing fueloil busi- 
ness was to be in a position to supply 
the oilburning equipment, the fueloil 
itself and burner service for the equip- 
ment. 

He briefly outlined the history of his 
company, which distributes Esso fuel- 
oil and burners, plus some gasoline. 
However, Love pointed out, “our main 
effort is in the direction of fueloil and 
oilheating, both domestic and commer- 
cial applications.” Mid-Hudson was 
started in 1935 and progressed slowly 
up until the end of World War u. 
Then, taking advantage of the pent- 
up demand for oilheating at that time, 
the company grew rapidly and today 
has sales which total $3 million. 
“We're in a rapidly expanding area,” 


Love explained, “particularly from an 
industrial standpoint and a lot of new 
people have moved in.” 

The most important phase of pro 
ducing retail fueloil business, Love 
went on, is the ability to offer the 
complete heating package. Mid-Hud- 
son calls it a United Responsibility 
Plan. Sale and installation of the oil- 
burner is the first leg of this complete 
plan; the second leg is 24-hour oilburn- 
er service and the third is 24-hour oil 
delivery. 

“One half of our 4,000 customers,” 
Love stated, “represent oilburner in 
stallations that we have made our 
selves.” And, he continued, even 
though money was lost on the burner 
installation department last year, it 
made possible the addition of a large 
number of new fueloil customers, 
which represent a profitable and a con 
tinuing source of income. 

In the matter of training servicemen, 
Love remarked that Mid-Hudson has 
found it better.to do its own training, 
so that “We can train them the way 
we want them trained and can em 
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Some of the head table guests at dinner, which opened the Connecticut Petro- 

leum Association's Oil Marketers’ Management Institute. From left to right are: 

Larry Edwardson, executive secretary of the Association; Burt Stevens, Water- 

bury and a member of the group’s Educational Committee; Martin H. Heine, 

Pennsylvania Petroleum Association; Franklin L. Kundahl, Hartford, presi- 
dent of the cPA and Frederick H. Meeder, Richfield Oil Corp. 


phasize in particular the matter of cus- 
tomer relationship and sales effort. 
And, I would like to emphasize the 
importance of cleanliness in all aspects 
of oilburner servicing. The men should 
be clean, the trucks and tools should 
be clean and the way in which the 
men leave a customer’s basement after 
completing the call is extremely vital. 
The gas companies, as you know, push 
hard on the idea that gas heat is clean 
and we have to keep our entire opera- 
tion clean all the way through 

Most marketers today have solved 
the problem of 24-hour fueloil delivery 
by operating efficient degree-day de- 
livery systems. But, at the same time, 
Love insisted, his company has picked 
up new customers when they run out 
of oil, are unable to get their own 
suppliers and call Mid-Hudson in des- 
peration. Last Christmas, he said, three 
new accounts were added this way and 
on New Year’s another two new cus- 
tomers were obtained because Mid- 
Hudson took care of their fueloil 
needs on the holiday. 

“Thus, we can expect new business 
from customer recommendations and 
direct call-ins from people who have 
heard about our services. This we re- 
gard as a significant way of produc- 
ing new business,” Love declared. 

Cold canvassing for new accounts 
has been most successful in Mid-Hud- 
son’s area. In August 1954 a full-time 
salesman was hired, in addition to the 
company’s four other outside salesmen, 


79 


to canvass for new fueloil customers. 
He followed up every new house from 
time the foundation was started, kept 
in touch with builders and watched 
fueloil locations not being served by 
Mid-Hudson. He still continues to 
function in pretty much the same way, 
Love said, and in the first twelve 
months brought in 177 new accounts, 
at a cost of about $25 per account. 
During the same period he followed 
up some leads furnished him, but his 
primary effort produced that number 
of new accounts. From the company- 
furnished leads the salesman brought 
in an additional 66 customers. 

Next in his discussion Love com- 
mented that a vigorous and effective 
advertising program cannot be over- 


emphasized. Thus, 


He who whispers down the well 
about the things he has to sell 

Will never have as many dollars 
as he who climbs a tree and hollers. 


Mid-Hudson in its advertising pro- 
gram uses newspaper and radio adver- 
tising, principally, allotting about 1% 
of its retail fueloil gross sales volume, 
approximately $10,000 per million dol- 
lars of sales, for this purpose. Other 
advertising efforts have been expended 
for direct mail, some billboards and 
some keyed ads in the yellow pages 
of classified telephone directories. 

Mid-Hudson regards advertising as 
producing results in two ways, Love 
added. First, it brings in direct in- 





quiries and, second, it opens up the 
door for the salesmen when they can- 
vass. 

And, paralleling the advertising is 
a definite program of public relations 
aimed at getting favorable publicity 
in newspapers and radio broadcasts. 
For instance, Love pointed out, when 
Mid-Hudson celebrated its twentieth 
anniversary, a vice-president from 
Esso flew up in the company plane to 
speak at a community dinner. When 
he landed, newspaper photographers 
greeted him and all in all the events 
of the day resulted in good newspaper 
and radio coverage. “This doesn’t pro- 
duce business directly,” Love con- 
ceded, “but it does make the company 
well-known.” 

On another occasion when Mid- 
Hudson built a three million storage 
tank, the riggers left off the last two 
steel plates and the company held open 
house inside the tank. The activities 
included a radio broadcast from inside 
the tank and again considerable pub- 
licity resulted. 

Similar public relations efforts in 
other areas can be equally effective, 
Love continued, particularly partici 
pation in civic events and activities, 
which represents a real contribution to 
the community and can become an in- 
direct source of business. 

Along a little different line, Love 
told of the special effort Mid-Hudson 


exerts to sell community and social 
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Donald Love, Mid-Hudson Oil Co., is 
shown during his talk, which explored 
ways of producing fueloil business. 
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leaders, on the proved theory that, “If 
we get one or two of the leading peo- 
ple signed up in an area, we have 
found that 10 to 20 others come along. 

Summarizing, Love remarked that 
Mid-Hudson concentrates on an inten- 
sive cultivation of the area the com- 
pany serves. Within seven miles of its 
bulk plant, the intent is to get every 
possible customer for fueloil. Drivers, 
for example, are trained to solicit busi- 
ness on their routes and, in fact, all 
employees are sales‘minded, spurred by 
incentive payments of $10 for oilburn- 
er leads that are sold and $4 for new 
oil accounts. “That brings in quite a 
considerable number of extra sales,” 
Love remarked, “‘and last year we 


Oilheating 


HE EVENING session on Wednes- 

day, September 28, was devoted 
to a discussion of ““How to get the most 
from your advertising Dollar” and a 
presentation of the co-operative plan 
for promoting oil heat developed by 
the Better Home Heat Council. 

George L. Cochrane of The Hart- 
ford Times and Ernest Peterson of 
Hartford radio station WTIC outlined 
briefly the advantages of using both 
media for local oilheating advertising 
and then answered questions from the 
floor. 

Thomas J. Scott, Buckley & Scott, 
Watertown, Mass., followed with a 
discussion of sucessful advertising pro- 
motion developed by his company, but 
more specifically suggested ways for 
other oilheating dealers to make effec- 
tive use of their advertising appropria- 
tions. 

He remarked that the dealer must 
maintain a sense of perspective in a 
total merchandising effort in order to 
intelligently determine how advertis- 
ing can supplement the merchandising 
program. For this, facts are needed and 
Scott recommended retirement to a pri- 
vate “Shangri-La” for an undisturbed 
evaluation of the merchandising needs 
for the business. 

Here are some questions that Scott 
presented as pertinent: 

Are we selling the current line of 
burners and what additions to the line, 
if any, are needed? 
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probably got at least 100 of our new 
accounts in this way, through our em- 
ployees.” Additionally, Love recom- 
mended that oilheating dealers keep in 
close contact with builders and inde- 
pendent heating contractors to keep 
them aware of the fact that “you are 
seeking new oil accounts.” Many times, 
he went on, Mid-Hudson has secured 
business because the company assumed 
the first year guarantee on an oilburner 
job, even though it had not made the 
installation. 

In summing up, Love concluded, 
“looking at it from an over-all picture, 
we'll achieve the maximum success if 
we remember that he profits most who 
serves best.” 


Advertising 


What changes do we need in the 
sales force? 

How shall we train men to sell 
equipment? 

Is our advertising program effective? 


“It’s a good idea to develop these 
things,” Scott continued. “Apply the 
same rules to all phases of your busi- 
ness; make the advertising program 
stand on its own feet and treat it as 
an integral part of your organization.” 


Scott stressed the importance of 
testing advertising media with return 
postcards, by keying newspaper ads, 
by tasking for telephone calls during 
radio commercials to be made to a 





specified number or person. Use alj 
these as checks in determining what 
media does the best job and then con- 
centrate your advertising effort there. 
Other determinations to be made in- 
clude what day of the week is best 
for your advertising and what season 
of the year is most productive. Scott 
emphasized that all these determina- 
tions can be made but they have to be 
made fairly and dispassionately. Fur- 
ther, it costs money to run the tests, 
but after they have been made a clear- 
cut decision can be made on advertis- 
ing media. 

Advertising is effective, he con- 
tinued, over a long period of time and 
then cautioned that a well-rounded 
program includes consideration for 
present customers. Rather than go all- 
out for new business, use every means 
to remain in contact with your cus- 
tomers, for example, with promotion 
material sent out each month with the 
statement. 

Scott remarked that this was par- 
ticularly important in the Boston area, 
because “for every three new custom: 
ers we get, we are losing almost two.” 
He explained that this was caused 
mostly by people moving from one lo- 
cation to another within the city and 
that eventually Buckley & Scott gets 
back about half of these customers, 
“but we are turning them over at this 
rate.” 

Other suggestions that Scott made 
included one to augment the one media 
in which advertising is concentrated 


Thomas J. Scott, Buckley & Scott, discusses “How to get the most from your 


advertising dollar’ during the evening session of the conference on September 28. 
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with direct mailing campaigns, “but 
watch costs carefully.” Also, super- 
impose upon your regular program 
special promotions in peak periods. As 
evidence of the effectiveness of such 
a move, Scott described the success 
his company enjoyed last April when 
22 tankless water heaters were sold 
as the result of a special campaign. 
Only three had been sold in the same 
month the previous year, but more 
important, as Scott explained, the in- 
stallation men uncovered a number 
of other leads when they got into the 
basements of the homes and discovered 
boilers and burners that needed re- 
placement or modernization. 

Merwin Sheketoff, American Coal 
Co., Hartford, and chairman of the 
Connecticut Petroleum Association’s 
Natural Gas Committee, was final 
speaker on this program. Leading up 
to an explanation of the purpose and 
aims of the Better Home Heat Coun- 
cil, Sheketoff briefly reviewed the 
progress oilheating has made since its 
early days when he said it “fed on 
the decay of the coal business.” Then, 
he contrasted the situation today when 
oilheating is faced with natural gas 
competition, with the result that “Oil 
not only has to hold the line, but it 
must promote oilheating to retain and 
maintain a rate of growth.” 

Sheketoff advocated the vigorous 
sale of automatic heating with fueloil 


Bulk Plants 


. MORNING and afternoon ses- 
sions on September 28 were de- 
voted to presentations on techniques 
of bulk plant and truck operations. C. 
W. Pease, manager, Wholesale Plant 
Section, Socony Mobil, handled the 
bulk plant talks. The first portion of 
his presentation was devoted to ideal 
bulk plant and terminal facilities, bulk 
plant operation and maintenance. The 
second portion discussed dispatching 
and degree-day procedures. 

He explained his company’s pro- 
gram for reducing the number of its 
bulk plants, rather than building more, 
even though business is growing. The 
first plants were built many years ago 
and because of horse-drawn transpor- 
tation had to be kept close together. 





as more desirable than any other 
source of heat and maintained this can 
be accomplished best by an organized, 
cooperative effort. This would func- 
tion, Sheketoff continued, with a 
nucleus of a group of oilheating deal- 
ers who organized in Hartford and 
later extended their area to include 
the entire Hartford market. The deal- 
ers agreed to contribute to an adver- 
tising fund on the basis of truck gal- 
lonage to raise $25,000 to get under 
way a positive program to sell the 
benefits of oilheating. 

The Better Home Heat Council, 
Sheketoff explained, is a New England 
agency for promoting oilheating, after 
which he presented various items of 
promotion material available to the 
CPA group from the Council for ad- 
vertising purposes. These range all the 
way from envelope stuffers to bill- 
boards, newspaper ads to a variety of 
display pieces, all selling safe, snug, 
comfortable oilheating. 

The package includes, too, a guar- 
antee, backed by Lloyd’s of London. 
Briefly, the dealers who participate 
in the Council’s program, contribute 
50¢ for each oilburner job they install. 
Then, upon completion of the job, if 
the homeowner wants it taken out for 
any reason, it’s removed, the dealer is 
reimbursed for his out-of-pocket cost. 
Thus, he is able to guarantee the job 
and is protected from monetary loss. 


and ‘Trucks 


Today, of course, truck transportation 
makes it possible for one plant to take 
care of a much larger area and Socony 
has found it possible to keep the best- 
located plant in an area and close some 
of the intermediate ones. 
Pease explored the reasons for build- 
ing a new bulk plant—obtaining in- 
creased efficiency to improve profit pos 
sibilities, consolidation of two or more 
plants or perhaps just because business 
has increased and the former plant is 
inadequate or out-moded. His selection 
of five ideal locations, in order of their 
preference, shows deep water termi- 
nals or a location that permits drawing 


from refinery tanks—supertankers to 
refinery to trucks—in the No. 1 spot; 
next is a pipeline location, represent- 


ing a “pretty cheap method of trans- 
portation; third, barge terminal capa- 
ble of handling the 25,000 bbl. vessels; 
fourth is the location served by tank 
car and fifth, the one served by motor 
transport. 

Factors to consider in picking a bulk 
plant location, Pease continued, in- 
clude sufficient water depth for water 
terminals, availability of required acre- 
age and whether initial purchase should 
cover more land than is needed to care 
for future expansion, investigation of 
restrictive ordinances, road and traffic 
conditions, flood possibilities and taxes. 

Then, the size and number of tanks 
must be decided upon and this is re- 
lated directly to existing sales records 
and future potential sales in the area. 
Another important consideration is the 
method and availability of supply, 
such things as closed seasons due to 
icing conditions on water, for instance, 
would dictate different sized tanks for 
the same volume of business in differ- 
ent areas. 


What Kind of Tanks? 


Pease continued by discussing the 
various kinds of tanks that can be used, 
above or below ground, horizontal or 
vertical. He briefly outlined the ad- 
vances that have been made in cutting 
evaporation losses and remarked that 
this was a situation that should be ex- 
amined critically. Other points to be 
studied, he said, were the advisability 
of providing a separate receiving and 
discharge line, addition of a higher suc- 
tion line to be used before settling time 
is completed, sumps and water draw- 
offs, automatic gauging, venting and 
fire protection. 

Getting on with his general coverage 
of bulk plant facilities, Pease stated 
that the pumps should be selected on 
the basis of the job they had to do. For 
instance, how many trucks and how 
many outlets will they have to service? 
Loading racks, wherein Pease believes 
there lies room for much improvement, 
should be designed to get trucks in and 
out quickly. 

Maintenance and safety, Pease said 
in the concluding portion of his pres- 
entation, cannot be over-emphasized, 
and a regular, planned program is es- 
sential. This should include specific in- 
spection procedures, both as to fre- 
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. . . « Connecticut Conference 


Mott E. Nuttila, Cities Service Oil Co., 


quency and extent; a consideration of 
appearance and preservation of facili- 
ties and a regular program for check- 
ing and cleaning tank vents and valves. 

In talking about dispatching, Pease 
stated that the ability of a dispatcher 
to handle people is even more impor- 
tant than his knowledge of the terri- 
tory in which he is to operate trucks. 
In addition to his contact with and su- 
pervision of the truck drivers, the dis- 
patcher also comes into telephone con- 
tact with customers, so that essentially 
he has to be an intelligent, tactful in- 
dividual. 

Pease emphasized that the dispatcher 
should be selected on merit, should be 
a well-paid employee and should be a 
management man. He briefly reviewed 
the general and skilled qualifications 
that a dispatcher requires, explored 
the on-the-job experience he needed 
and listed his responsibilities as fol- 
lows: 

Lays out, assigns and supervises 
work for us to 30 men. 

Relieves terminal 
needed. 

Instructs driver in safe handling and 
delivery of products. 


supervisor, as 


Makes trucks available for mainte- 
nance. 

Assigns work to insure that custom- 
ers receive satisfactory service. 

Handles complaints. 

Instructs drivers on delivery proce- 
dures as regards special requirements 
for some deliveries. 

Responsible for customer's delivery 
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is pictured during his presentation on 
“Truck Operations.” 


card, orders, vehicle and other records. 

Dispatching essentially is a pressure- 
type job, Pease commented, and is best 
accomplished by an individual who has 
the mental ability and willingness to 
cope with the myriad problems with 
which he is confronted. 

On the subject of degree-day deliv- 
ery, Pease observed that its adoption 
has been most beneficial in leveling 
peaks and valleys of delivery schedul- 
ing, has improved efficiency consider- 
ably and insured a continuous supply 
of fueloil for the customer. 

Socony, Pease went on, uses a Tok- 
heim recorder to keep track of degree- 
days and employs a Kardex filing sys- 
tem, using one card, which includes the 
addressing plate. The company’s ac- 
counting department performs the 
paper work, picking cards on one day 
for delivery the next, after it has re- 
ceived a two-day weather forecast and 
an estimate of anticipated degree-days. 


The cards next go to the dispatcher, 
who sorts them by zones or areas and 
pre-tailors the delivery invoice for each 
location to be served. In this way the 
driver has only to insert the quantity 
of fueloil delivered and extend the in- 
voice. After pre-tailoring the invoices, 
the dispatcher files the cards in proper 
bins for the delivery the next day. 
Sorting by zones, Pease pointed out, 
enables the night man to take care of 
any left-over deliveries. 

He said that Socony’s operation of 
this system has been highly satisfactory 
and results regularly in delivery rec- 





ords of 450 to 500 gallons an hour with 
a 2,500 gal. truck. The ideal degree. 
day customer he concluded has to be 
a credit customer, have a tank 
equipped with a fill signal and accept 
absentee deliveries. 

Mott E. Nuttila, superintendent of 
motor vehicles for Cities Service Ojl 
Co., New York, during a discussion on 
truck selection recommended that 
trucks be designed to increase output 
per hour. This means larger tank ca- 
pacity, he continued, and while this in- 
creases the cost of operation, the bigger 
output possible with the larger gallon- 
age offsets the additional expense. 

He reviewed the trend to larger 
trucks and explained in considerable 
detail how the larger truck increases 
operating efficiency. Specifically on 
fueloil trucks, he remarked that truck 
selection would be influenced by such 
factors as whether the truck was to 
work an eight or a ten hour shift. 
Where the trucks were working some 
distance from the plant, the length of 
time they would be away would have 
a direct bearing on the size of the 
truck. If the truck selected were big 
enough, it could leave the bulk plant, 
work a complete shift and not have to 
return for a second or third load dur’ 
ing the shift. 

Specifications are needed, Nuttila 
warned, in order to get equitable and 
uniform estimates from a number of 
truck dealers. For instance, he said, top 
speed should be specified—usually set 
at 5 mph above state speed limits; ex 
tablish low gear grade ability—to be 
sure that truck can negotiate all grades 
it will encounter; top power should be 
stated—ability to pull a 4% to %4% 
grade at 50 mph. 

Also, operating trucks at higher 
speeds for longer periods of time re’ 
quires better brakes, and specifications 
should call for 50 lbs. of load per axle 
for each sq. in. of brake lining. And, 
finally, while the trend today is to the 
cab-over-engine model, Nuttila ex 
plained, that is largely a matter of in 
dividual determination. 

The cab-over-engine trucks are not 
the best for all situations, he con 
tinued, but they do have the advan 
tage of a shorter wheelbase, better 
turning radius and accessibility and 


(Please turn to page 80) 
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You can prevent screen clogging, 
tank rusting and color breakdown with 
Monsanto’s fuel oil additives 


ORDINARY UNINHIBITED FUEL OIL SAME FUEL OIL WITH SANTOLENE H 





Gummy fuel oil sludge and sediment clog screen Screen remains clean after two-hour circulating pump 
after only two-hour circulating pump test. Result: test. Santolene H keeps burner parts working smoothly, 
oil burner parts operate less efficiently, causing more efficiently by preventing progressive polymer- 
eventual breakdown. ization of unstable elements in the oil. 


Santolene J Stabilizes Color 
Good fuel oils are made better with Monsanto’s De ee A 
fuel oil additives. . 


Refiner-distributor cooperation means satisfied 
customers... more profits. 


SANTOLENE H. In addition to alleviating sludge 
and sedimentation, Santolene H also: 
* In test, ordinary untreated fuel oil (left) 
Overcomes screen clogging. and the same fuel oil containing Santo- 
Eliminates fogging and line freeze-up caused lene J (right) were baked at 110° for 12 
b fuel oil t Isi days. Result: Fuel oil with Santolene J 
y fuel oll-water emulsions. held original color and clarity; no sedi- 
Keeps burner parts clean. Surface action pre- ment farmed. Untreated fost of devded 
ts ti 1 f ttli with sediment, and lost color. 
ven particies Irom se ing. For information on Santolene H, J, and 
Inhibits tank rust. Forms protective coat on F, write Organic Chemicals Division, 


MONSANTO CHEMICAL COMPANY, 
tank and other metal surfaces. Box 478-Y-4, St. Louis |, Missouri. 


SANTOLENE J. A fine quality fuel oil additive de- 
signed to: 
e Stabilize color. Prevent formation of color : y 
bodies. ; ¢ 
e Reduce sediment formation. Prevent agglom- s 
“alin of insoluble color bodies. , MONSANTO 
@ Inhibit rust. Prevent formation of water haze "CHEMICALS ~ PLASTICS 
or stable emulsions. 








Santolene: Reg. U.S. Pat. Off. ; E 4 


SERVING INDUSTRY...WHICH SERVES MANKIND 





OHI holds Conference on 
Oilheating for new Homes 
(Begins on page 24) 
same time to know the price of the 
equipment and some indication of pub- 
lic acceptance. Along these same lines, 
manufacturers can build confidence 
with the builder’s architect by furnish- 
ing comprehensive and accurate speci- 

fications. 

In short, York said, the builder and 
his architect need the oilheating dealer 
as much as the dealer needs them. And 
an important contribution that the oil- 
heating industry can make to new 
home design is to glamorize oilheating, 
get it out of the cellar and develop 
it so that it can be installed some place 
where people can see it and be con- 
scious of it. 

During a question and answer pe- 
riod which followed York’s talk, the 
topic of locating the heating unit in 
living areas was discussed. The forum 
panel consisted of all the speakers, plus 
William C. Henwood, Meenan Oil 
Co., who related the experience of his 
company in servicing such units both 
at Levittown, New York and Pennsyl- 


vania. Henwood said that it was not 
unusual to get an excessive number of 
calls complaining of noise the first year. 
But, the difficulty is more a matter of 
education than anything else, because 
the normal noise of the heating unit, 
which is not excessive, eventually be- 
comes like a grandfather’s clock, Hen- 
wood continued, “Which you don’t 
notice when it ticks continually, but 
which you almost immediately become 
aware of if it should stop.” 

In all, it was agreed that noise was 
not a particular factor in this regard. 

On the specific question of how to 
sell oilheating to the builder, the panel 
agreed that it was desirable to publicize 
the fact that gas utilities are subsidiz- 
ing gas heat installations by payments 
to builders and that the public pays for 
these fees since such expense is in- 
cluded in the utility’s rate structure. 

Of a more positive nature, it was 
the consensus that a national advertis- 
ing program, selling the benefits and 
advantages of oilheating, was required, 
coupled closely with local selling aimed 
at builders and home buyers. 

Both of these projects it was felt 


required the concerted efforts of indus 
try associations and could not be up 
dertaken successfully by individuals, 

Jalonack characterized the program 
as vital to the expansion of oilheating 
in the new homes market and described 
it as exerting “big pressure” from on 
high, with sufficient money behind it 
to adequately promote oilheating. 
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VA will not guarantee new 
home Loans near gas Lines 


ACCORDING to a recent story in the 
World-Telegram and Sun, New York 
newspaper, the Veterans Administra- 
tion will not guarantee mortgages on 
new homes within 500 feet of under- 
ground, high-pressure natural gas 
lines. 

Some 60 new homes in a New York 
house project were refused VA clear- 
ance because of their proximity to the 
lines. Houses just across the street are 
good for VA financing. This means 
that a 1,000 foot wide swath of land 
in the project cannot be guaranteed 
by the administration. 





° You Sell the 
Known when 


Here is a thoroughly engineered Package Unit that 
offers the Healthiest and Most Economical Heat 
known—WET HEAT! It provides all the heat a 
person needs to keep his home comfortable in the cold- 
est weather . . . operates economically . . . requires the 
least personal attention and a minimum of service— 





Healthiest Heat 
You Sell 

















Wire or write for full information . . 


FOR YOU TOO! 





that offers everything your customers have been 
looking for in Healthful Heating. BIG PROFITS 


. and get 
started selling this outstanding Package Unit 


AN D—it helps to keep a person healthy too, because 
it radiates WE’ HEAT—the kind of heat proven 
by actual tests to be the Healthiest Heat known! The 
Bethlehem DYNATHERM is completely assembled 
and tested at the factory, thereby reducing installation 
cost, and assuring dependable service. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 WEST SECOND STREET 
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TWO WAYS TO END 


CALL-BACKS 


ON FORCED HOT WATER JOBS 


BaG 
Airtrol 
System 


----———-—————--—-—---+ 


Eliminates air from hot 
water heating systems 


Failure to heat—gurgling in the piping and heating units —water- 
logged compression tanks these common troubles can be 
charged to air in the system! And charged also on your books as the 
reason for profitless call-backs! 


Get rid of air troubles for good—with a B&G Airtrol System 
on every job. Tested and proved in thousands of installations, 
this B&G development eliminates air accumulation in forced hot 
water heating systems—solves a problem never before satisfactorily 
answered. 


The B&G Airtrol System consists of two simple, easily installed 
parts—the Boiler Fitting and the Tank Fitting. Their combined 
function is to trap air in the compression tank and prevent its 
return to the boiler, piping and heat distributing units. All air bub- 
bles are caught where they form—in the boiler! 
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BeG Thermoflo Balancer 


a 


For quick, easy balancing of forced hot water systems 


If you make a little mistake in your pipe sizing calculations, the 
B&G Thermoflo Balancer will take care of everything! 

With one of these units installed in each circuit, the entire system 
can be balanced to meet original design calculations. It not only 
shows you what’s wrong but enables you to do something about 
it—the easy way! With the twist of a scfewdriver you can correct 
pipe sizing errors—reduce power consumption and operating costs. 

There’s nothing like the Thermoflo Balancer on the market! 
Actual water flow is shown in GPM. The built-in thermometer 
permits a check of return water temperature to determine the heat 
output of the circuit. No more call-backs to remedy sluggish 
circulation or noise due to excessive flow rates...the first adjustment 
is the last! 

The B&G Thermoflo Balancer costs only a fraction as much as 
other devices which do not even have the built-in regulating valve 
and thermometer. And it’s noiseless in operation. 


BELL & GOSSETT 


¢c Oo M P A N Y 
Dept. EC-7, Morton Grove, Ill. 
Canadian Licensee: S. A. Armstrong Ltd., 1400 O'Connor Drive, West Toronto 
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Oil Progress Week marked 
by local fueloil Dealers 


FUELOIL DEALERS across the nation 
joined with the petroleum industry in 
the observance of Oil Progress Week, 
October 9-15. Special events were held 
in virtually every community in the 
land. 

The week was begun with an hour- 
long television show on Sunday after- 
noon. More than 140 stations carried 
the special NBC program, “1976,” fea- 
turing Fleet Admiral Chester W. 


Nimitz, Carl Sandburg, and television 
stars Sid Caesar, Nanette Fabray, Ar- 
lene Francis, Wally Cox and Dave 
Garroway. 

Parades, speeches, special meetings, 
contests, special newspaper editions, 
radio and television shows all found 
their place during the week. 

Frank W. Abrams, former chair- 
man of the Board, Standard Oil Co. 
(N. J.), now retired, was the principal 
speaker at a luncheon at the Waldorf- 
Astoria in New York City. Before 


1,300 oilmen, educators and civic lead- 


BUILD GOOD WILL, 
CUT SERVICE CALLS 


---WITH SINCLAIR 
SUPERFLAME™ 


FUEL OIL 


There’s no better way 


to boost your profits than by 


building customer good will. And there’s no 
better way to build good will than by switching now 
to Sinclair SuperFlame Fuel Oil. 


Sinclair SuperFlame builds good will because it offers 
anti-rust protection at no extra cost. SuperFlame contains 
Sinclair’s exclusive rust inhibitor, RD-119®. Used 

regularly, this top-quality fuel oil protects against rust-clogged 


filters and burner nozzles. . 


. assuring greater customer 


satisfaction... and fewer service calls. 


To gain good will and save on service, do yourself a favor. 
Switch to Sinclair SuperFlame Fuel Oil today. 


WITH RD-119® 








SINCLAIR FUEL OIL 


SO DIFFERENT — IT’S PATENTED 
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ers Abrams pointed out that industry’s 
contributions to higher education now 
exceed $100,000,000 annually. 

The theme of the luncheon was “Oj 
Serves Youth” and sponsorship was 
shared by the Empire State Petroleum 
Association, Bronx Oil Trade Asso- 
ciation, New York Oil Heating Asso- 
ciation and the Oil Heat Institute of 
America. Mrs. Betty Hawley Donnel- 
ly, Advisory Board on Vocational and 
Extension Education, also spoke, and 
Henry E. Brandli, chairman, New 
York-New Jersey District Oil Industry 
Information Committee, was the mas- 
ter of ceremonies. 

The Fueloil Council of Western 
Massachusetts helped the local Otic pre- 
pare the program for the monthly 
breakfast meeting of the Springfield 
Chamber of Commerce. Elsewhere in 
New England aApPi’s new film, “Barrel 
Number One,” had wide circulation in 
schools and before service clubs. 

Harold B. Miller, director of infor- 
mation, API, and Fred H. Meeder, 
president, Richfield Oil Corp. of New 
York, were scheduled as speakers at 
several meetings. The Union County 
(N. J.) Oil-Heat Association shared 
sponsorship of an OIC educator's din- 
ner and the Fuel Oil Distributors As 
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During Oil Progress Week literally 
thousands of booklets, prepared by 
ouc, stressing oilheating were given 
away by individual dealers. Many films 
explaining the petroleum industry 
were shown. Perhaps getting widest 
circulation was the api film “Barrel 
Number One,” which was shown over 
many television’ stations and before 
many schools and associations. A scene 
from the picture is shown above. 
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Mack’s carefully-planned, well- 
designed, cab-forward series with 
the Verti-Lift cab holds all the aces 
for efficient hauling of maximum 
standard or specialized cargoes, in 
city delivery services or over the 
road, Take a quick look at all 

their features, and you'll see why: 




















COMPACTNESS. One full foot shorter 


than any other C.O.E. Only 68” from 
bumper to back of cab. Takes 20 
square feet less shop space than 
tilt-cab trucks. 


READY ACCESSIBILITY—EASY 
MAINTENANCE. Revolutionary new 


Verti-Lift cab goes straight up ... in 
seconds ... giving full exposure of 
front of chassis, engine, all accessorie 
Routine servicing is accomplished 
without raising cab. 


“DRIVER’S DREAM” CABS. 


Full-view windshields give unsurpassed 
vision up, down, and to either side; 
improved, easily entered driver's 
position is comfcrtable and roomy. 

This wide-door 3-man cab is fully 
insulated and ventilated, easily heated, 
and fumeproof. 


MANEUVER ABILITY. Shorter turning 


diameter—for instance, with 81/2” 
cab-to-rear axle dimension, turns can 
be made in a 24-ft. diameter circle. 
Easy parking and steering. Simple, 
conventional controls. Proved Mack 
Magnadyne® engine provides ample 
power for the steepest hills, quick 
pick-up in stop-and-go city traffic. 


| | DEPENDABLE, ECONOMICAL. Uses 
Mack-built, Mack-proved components 
with Mack’s consistently powerful, 
fuel-saving engines, rugged, smoothly 
operating transmissions, dependable 
brakes. In every respect, these are real 
Macks—the longest-lived, most 
productive and economical units 
you can operate. 



































































ADAPTABLE. 20,000 Ibs. to 28,000 
Ibs. G.V.W. as platform truck, and as 
a tractor in the 40,000-53,000 Ibs. 
G.C.W. range, four wheel or six wheel, 


this versatile cab-over is adaptable to 
= your specific requirements. 
Come see them—compare them 
against the trucks you now own, 
B §: Ri * 3 against any cther C.O.E. Your 
Mack Factory Branch or 
Authorized Distributor will be glad | 


to give you the complete story. 


3524 


MACK TRUCKS Empire State Building, New York 1, N. Y. 
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sociation of New Jersey planned a 
luncheon. 

Oil Heat Association of Maryland, 
Inc., joined others in the oil industry 
for its regular October meeting when 
Albert J. McIntosh, Socony Mobil Oil 
Co., Inc., discussed atomic energy and 
its relation to the petroleum industry. 

Other outstanding speakers in the 
Middle Atlantic area during the week 
were Douglas McKay, Secretary of the 
Interior; Henderson Supplee, presi- 
dent, Atlantic Refining Co.; Joseph 
Butler, president, Butler Oil Co. 


A series of “Salute to Educators” 
banquets were held below the Mason- 
Dixon line. API films got considerable 
circulation and Magic Barrel presenta- 
tions were held before civic clubs. 

Addressing a dinner meeting spon- 
sored by the Detroit Oil Men’s Club, 
W. R. Huber, Gulf Oil Corp. and 
national omc chairman, said that the 
emergence of industrial statesmanship 
in modern business management was 
one of the key developments of our 
times. 


The Chicago Oil Men’s Club began 








.. . because so many Dealers every- 


where have learned that the in-built 


extra quality of FULFLO Filters 


saves them money . . . protects their 


profits . . . stops costly service calls 


. .. Cuts customers’ heating costs... 


creates good will. 


COMMERCIAL 
MELROSE 76, 


FILTERS CORPORATION 
MASSACHUSETTS 
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its observance of Oil Progress Week 
with a luncheon on Monday. The 
guest speaker was Walter F. Mullady, 
Rogers Cartage Co. H. S. M. Burns, 
president, Shell Oil Co., spoke at the 
Executives Club luncheon in Chicago, 

Other speakers in the mid-west area 
were Dr. Robert E. Wilson, chairman 
of the board, James Patterson, assist- 
ant public relations director, and Cal 
vert R. Dodge, all from Standard Oil 
of Indiana. 

Virtually every radio station, Tv 
station and newspaper in the area was 
contacted by a flying squadron of onc 
representatives. Most were cooperative 
in showing films, reading scripts or 
placing oc copy during the week. 

J. E. Dyer and P. C. Spencer, Sin- 
clair Oil Co., spoke at the Kansas City 
and St. Louis Oil Men’s Clubs, re- 
spectively. Senator Robert S. Kerr, 
Kerr-McGee Oil Industries, Inc., 
talked at Tulsa’s Oil Forum. 

In the far west industry representa- 
tives appeared before many service 
club luncheons and Oil Progress Week 
newspaper editions were issued by 
newspapers in San Jose, Los Angeles, 
Bakersfield, Ventura and Portland. 
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Lion Oil becomes Division 
of Monsanto Chemical Co. 


DIRECTORS and_ shareholders have 
agreed on the merger of Lion Oil Co., 
El Dorado, Ark., into Monsanto 
Chemical Co., St. Louis, Mo. Lion will 
be operated as a Division of Monsanto 
with T. M. Martin continuing as presi’ 
dent. 

Lion officers have been elected to 
serve on Monsanto’s board: Martin 
was named a_ vice-president; Jeff 
Davis, Lion vice president and gen’ 
eral counsel, named assistant secretary; 
and E. W. Atkinson, Lion vice presi 
dent and treasurer, named _ assistant 
treasurer. 
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National Fire Codes 
compiled in Volumes 


THE NATIONAL Fire Protection Asso 
ciation, Boston, Mass., has recently i” 
sued a compilation of 172 fire safety 
standards as developed by the Associa’ 
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Tired of it P 


Ever have the “rug pulled out from under you” on the BIG jobs by factory competition? 
That’s not Perfection’s way of doing business. We respect the dealer’s rights 
to all the jobs in his territory. That’s why Perfection dealers never worry 
about factory competition. Frankly . . . we help you sell the big jobs. And only Perfection offers 
the exclusive Regulaire and the 3-Stage Fire. So, why continue to be a “fall guy”. . . write 
Perfection Industries, Division of Hupp Corp., Dept. 7618-K, Platt Ave., Cleveland 4, Ohio. 


A : 
TALK TO Perfection 


AUTOMATIC HEATING 














tion. Six individual volumes make up 
the National Fire Codes. 

Flammable liquids and gases are dis- 
cussed in Volume 1. Combustible solids, 
dusts, chemicals and explosives—vol- 
ume U. Building construction and 
equipment—volume II. Extinguishing 
equipment — volume Iv. Electrical 
standards—volume v. Transportation 
~-volume VI. 

The National Fire Codes, $6 per 
volume, may be obtained from the Pub- 
lications Department of the Associa- 
tion, 60 Batterymarch St., Boston. 


Valley Oil sponsors Contest 
to get customer Suggestions 


DURING THE MONTH of October, Val- 
ley Oil Co., Portland, Conn., ran a 
contest for its customers. A portable 
radio was the prize to the individual 
suggesting how Valley Oil could get 
its customers to suggest prospects. 
Three impartial judges, one of 
whom was a housewife, selected the 
winner of the portable. The company 
described its contest in the external 
house organ, Sweet Heatin’, which 
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MODEL SR-SH 
AVAILABLE IN TWO SIZES 


-75 to 1.65 GPH 
1.65 to 3.0 GPH 


saves up to 25% on fuel! 
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The Most Advanced Design in 
Combustion Head Oil Burners 





Send for New Low Prices and Your Copy of Complete Catalogue 


ECKHART MFG.CO.,INC. 


© JUST 3 SIMPLE ADJUSTMENTS 
All made externally while the 
burner is operating. 

. Permits easier and more accu- 
rate setting — provides more 
flexibility to meet varying field 
conditions, 


NEW! Now only | simple oil line 
connection—at the rear of the 
burner, 


NEW! Heavy cast iron round ped- 


estals on all shell head Korth 
burners, 


Install one on that next job! 





UNION, NEW JERSEY 





“Seal of @ealtty” Canadian Distributor 
Dragon Heating Co., Ltd.—2110 Rue Clark, Montreal 





goes regularly to all customers. This 
was Volume 2, Number 1 of the house 
organ marking the second year that 
Valley has been distributing it. 
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Seattle fueloil Drivers 
collect Fruit for Home 


FOR 30 YEARS the Children’s Home in 
Seattle, Wash., has sought enough 
canned fruit so that each of the 75 
children might have two servings each 
day. Until last year only one-half of 
this amount was collected. And last 
year the fueloil companies started to 
help out. 

So successful was the collection that 
the companies repeated this year. 
Starting October 9, the fueloil truck 
drivers picked up the fruit, plus jams 
and jellies, from customers on their 
routes for the boys and girls in the 
Home. 

Seo 


E. Robison, Inc., buys 
Armonk fueloil Company 


E. ROBISON, INC., one of the larger in- 
dependent fueloil and oilburner service 
organizations in Westchester County 
(N. Y.), has purchased the fueloil 
business of the Armonk Fuel Oil Serv 
ice, Armonk, N. Y. 

Michael Colucci, former owner, will 
continue to manage the fueloil opera: 
tion from the Armonk location and 
Robison service will be available to his 
customers. He started his business in 
1940. 

Robison’s oilheating division has its 
main office and service headquarters 
in Hartsdale, N. Y., and its bulk plant 
at Hastings-on-Hudson. The company 
was formed 34 years ago. 


.) 
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Test determines Fueloil’s 


sludge-forming Tendencies 


A 20-HOUR TEST that will predict how 
home heating oil will behave in a sea’ 
son’s storage was announced at the 
128th national meeting of the Ameri 
can Chemical Society by Dr. T. S. Tut 
wiler of the Esso Research and Engi 
neering Company, New York, N. Y. 


Purpose of the test is to measure poten’ 


November 


1955 








SE 


co 


be 


Ou 


Sir 











ee ee 
fi 
é ; 


i" 


tty 


WEBSTER’S NEW SERIES 8000 FUEL-UNIT 





SEE THE REASONS FOR:--: POSITIVE PRESSURE REGULATION, EASY ADJUSTMENT with new piston type 


construction and exterior pressure adjusting screw, readily accessible without dismantling - QUICK OPENING 


because of larger diameter piston - SHARP, CLEAN CUT OFF; POSITIVE SEAL with new coined steel 


outlet seat > NO STICKING, LESS WEAR OR CORROSION because of hard chrome finish. 


These are only a few of the features of WEBSTER’S completely redesigned new Series 8000 Units, 


Get the complete story. Write today for Bulletin ASA2. 


Similar fuel-units are made for sale in Canada by Canadian Acme Screw & Gear, Ltd., of Toronto 
under license by Webster Electric Company 


WEBSTER 
ELECTRIC 





W 


ELECTRIC] 





RACINE 
WISCONSIN 


MANUFACTURERS OF FUEL-UNITS, IGNITION TRANSFORMERS AND DELAYTROLS 
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tial formation of sludge which can 
cause oilburner filter plugging and 
flame inefficiency. 

Known as the Accelerated Filter 
Plugging Test, the new technique can 
be used by refiners to control the stor- 
age quality of home heating oil. It can 
also be used for a similar purpose on 
diesel fueloil. 

The sludge which is sometimes 
found in oil is not caused by dirt or 
impurities. Sludge is caused, as pointed 
out in the paper, by chemical reactions 
which take place in the oil during stor- 
age under conditions of changing tem- 
peratures. 

The new test consists of heating a 
sample of oil at a controlled rate for 
16 hours to accelerate the formation of 
the potential sludge. The oil is cooled 
and drawn through a felt filter pad at 
a constant rate. The sludge-forming 
tendency of the oil is determined by 
the pressure drop across the filter, the 
weight of sludge collected and by 
studying the appearance of the filter 
visually. The information is combined 
to give a rating which has proved effec- 
tive in predicting and controlling the 





sludge forming characteristics of heat- 
ing oils under actual storage condi- 
tions. 

W. A. Konrad of the Esso Research 
and Engineering Company and N. L. 
Shipley of the Imperial Oil Company, 
Ltd. of Canada were co-authors of the 
paper with Dr. Tutwiler. Both compa- 
nies are afhliates of the Standard Oil 
Company (New Jersey). 
oe 


Household magazine surveys 
1954 furnace Purchases 


IN A RECENT SURVEY done by the re- 
search department, Capper Publica- 
tions, Inc., Topeka, Kan., it was found 
that 4.4% of the subscribers to House- 
hold magazine had purchased new fur- 
naces last year. All of these were 
equipped with thermostats. 

Warm air furnaces were bought by 
3.1% of the subscribers; steam or hot 
water systems by .8%; floor furnaces 
by .4%; other types, .2%. 

Gas is being used by 2.6% of the 
subscribers in their new furnaces; of 
this amount .2% is LP. Oil is used by 
1.5%; coal or wood, .4%. 





Recessed Heater Standard 
issued by Underwriters’ 


A STANDARD for oilfired recessed heat- 
ers has been issued by Underwriters’ 
Laboratories, Inc. All heater assem- 
blies labeled after August 15, 1956, 
will be expected to conform to this 
standard. 

This is the first edition of this stand- 
ard which includes most of the re- 
quirements which have been in effect 
as published in the preliminary draft 
circulated February 10, 1953. 

Copies of the Standard are avail- 
able upon request to Underwriters, 
P. O. Box 247, Northbrook, Ill. 


4, 
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R. K. Handley has been promoted 
to director of manufacturing of all 
plants for Iron Fireman Manufactur- 
ing Co., Cleveland, O. The new job 
covers five existing plants plus one un- 
der construction at Ligonier, Ind. 
Since 1953, Handley has been man- 
ager of Cleveland plants one and two. 
Prior to that he had been superintend- 


ent of the Electronics Division in Port- 
land, Ore. 











‘See iT) Sect 17) Service 17h PROFIT! 


IT’S BRAND NEW! 


GENERAL “200” HUMIDIFIER 


Unit Type For Warm Air Furnaces 


Easiest of all humidifiers to install — just paste paper tem- 
plate to sheet metal, cut hole indicated on template, and 
slip the assembled unit into the hole. Two wing nuts allow 
leveling in a minute. Exclusive HYDRO-FLOW REGULATOR 
controls water flow. Will not lime, stick, or cause trouble 
in any way. Porosil evaporating plates provide better 
capillary action for greater evaporation. Built-in strainer 


filters out any dirt particles. 


This new addition to the General line enables you to fit the 
humidifier to the job — gives your customer a choice of 
the Model 250 which humidifies without the use of evapo- 
rator plates or the one-piece Model 200. No other humidifier 
line gives you this choice. Use General Humidifiers every 
time for a “long time” satisfied customer. 


ANOTHER 3 
OUTSTANDING 
PRODUCT OF | 
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filter and overflow feature 
are one unitl 

VISUAL CHECK of evapo- 
ration! Rate of ‘drip from 
hydrant into standpipe in- 
dicates rate of evapora- 


SIMPLEST of them all to tion! 


install — No fiddling ad- 


ivstments! 


jobber. 


GENERAL FILTERS, INC. 


IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough (Toronto 16), Ontario 


BUILT-IN diaphragm con- 
trolled nylon valve, water sewers! 


Write for further in- 


formation, prices, and the 
name of your nearest 


STANDPIPE acts as over- 
’ flow! No extra lines to 
install, no tapping into 


You Sell With Assurance 





43800 Grand River Avenue 
Novi, Michigan 
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Model "A"—{for threaded connections}—A one-piece Reducing 
7 Bushing and Vent Signal combined. Each signal designed to fit 

two openings. Made of high grade grey-iron casting, rustproofed 

and attractively finished. Sizes for all requirements. Easy to install. 

Model "C"—(for non-threaded connections}—A leakproof Com- 

pression fitting combined with a one-piece Reducing Bushing and 

Vent Signal. Compression fitting consists of Nut, Oilproofed Rub- 

ber Gasket and dome-shaped Steel Washer. Made of high grade 

grey iron casting, rustproofed and attractively finished. Sizes for 

all requirements. Simple and easy to install . . . use only a wrench. 

SAFE FUEL OIL LEVEL 
PRE-SET PERMANENTLY AT FACTORY 
MODELS FOR EVERY TANK — OLD OR NEW 
"ae MODEL "C’ 
perm el This device whistles while tank is being filled. R prenatal 
‘ae When tank is full whistle automatically shuts off. FITTING 
It is — positively foolproof — unconditionally 
guaranteed against defective workmanship and 
materials. 
j 
| A.B. CARLSON & COMPANY INC. 
| MANUFACTURERS OF THE POPULAR 
eloil 77 
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Setters 


LIONEL L. JACOBS & SONS 


Wayne, Pa. 
Editor: 


I don’t know if I lack a sense of 
humor, but I am quite unhappy about 
the last item in the September Edi- 
torial Leaks. Maybe it is kidding some- 
one, but, unfortunately, many of those 
who read FueLor & Om Heat don't 
see through such subtlety and there is 
another vicious 10% who, understand- 
ing, will deliberately misuse the re- 
marks. 

It may interest you to know that all 
boilers manufactured for the utiliza- 
tion of atomic energy have been steel. 

LIONEL L. JACOBS 


QUIET AUTOMATIC BURNER CORP. 
Montclair, N. J. 
Editor: 

After reading your article (Septem- 
ber issue) giving credit to a major oil 
company for the large tanks used in 
the north Jersey area, I wish to state 
that it was the small independent oil- 
burner dealers and small oil companies 
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FUSIBLE 


every job! 


The Firomatic line includes over 80 different types 
of Valves, as well as Thermal Switches, Fuel Oil 
Filters, Tank Gauges, Fill Boxes and Vent Caps. 





165 Dexter Avenue e 


PRODUCTS 


& NON-FUSIBLE VALVES 
FUEL OIL FILTERS e SAFETY DEVICES 


The famous Firomatic line offers both the jobber 
and the installer every advantage — a substantial 
profit on every product ... trouble-free performance 
... ease of installation... and the right product for 


Watertown, Mass, 


who were responsible for this trend. 

About 30 years ago the only small 
tank available was a round 280 gal. 
tank made by Beckley Perforating Co. 
of Garwood, N. J. Most of the tanks 
1,000 and 1,500 gals.—were made by 
the old Prospect Boiler and Tank Co., 
New Brunswick, N. J. Some 800 gal. 
sizes were available through New York 
jobbers and western manufacturers. 

Oilburner men were interested in 
selling oilburners at a profit; the pub- 
lic wanted oil storage equal to their 
coal storage bins and the few firms 
who sold fueloil wanted only large 
drops. Credit for large tank installa- 
tions should be given to Al Beatty of 
Electrol, Montclair, N. J.; Kaveny 
Bros., Newark and Montclair; all Hud- 
son County dealers; some old timers 
in Paterson, Ridgewood and Passaic 
areas. Also, Fred Merkel, Oil-O-Matic 
distributor in Newark and old timers 
in Orange and East Orange. 

In the Bound Brook and Plainfield 
areas, there was Arnault Eng. Co., plus 
several more firms who also sold large 
tanks exclusively. In some towns only 
550 gal. or larger sized tanks were per- 








mittea, notably in West Orange. And, 
on commercial installations throughout 
northern New Jersey, all specifications 
were written to include 3,000 to 10, 
000 gal. tanks. 

Give the independent oilburner men 
credit for big tank installations in 
northern New Jersey. 

J. G. KAVENY 
fs 


G. V. Parmelee has resigned as 
senior research supervisor at the 
Cleveland Research Laboratory of the 
American Society of Heating and Air 
Conditioning Engineers. Parmelee, 
with the association since 1945, has 
joined the Arabian-American Oil Co, 
He eventually will be stationed in 


Dhahran, Saudi-Arabia. 


Frank Mitchell has been named sales 
manager for airconditioning, Emerson 
Radio and Phonograph Corp., New 
York. He had been general sales man- 
ager of Remington Corp. before join 
ing Emerson. Mitchell also had been 
with FeddersQuiggan Corp. and the 
Appliance Division of Servel, Inc. 


“A WELL-BALANCED LINE’’ 
DESIGNED FOR EVERY OIL HEATING 


SOLD NATIONALLY BY JOBBERS ONLY 
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H. A. THRUSH & COMPANY 
Dept. C-11, Peru, Indiana 


FIRM 


Please send us a free copy of the Thrush Condensed Catalog. 


ADDRESS 





I ORE BET E27 





CITY 





STATE 











request 


Heating men! Here’s a profusely illustrated catalog that shows scores of items that 
will simplify the installation of hot water heating systems and improve their efficiency. 
It pictures and describes not only the complete Thrush Forced Circulating Flow Control 
System for automatically fired hot water heat, but dozens of other specialties that you 
need in your work now. Leaders in the hot water heating industry for more than 25 
years, Thrush has developed many new and better products and methods. You’re safe 
when you specify Thrush. Mail the coupon above today. 


THRUSH SPECIALTIES FOR BETTER HOT WATER HEAT 
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Connecticut Conference 
(Begins on page 62) 


have been found to meet the National 
Safety Council tests for safety and 
maneuverability. 

On the question of maintenance, 
Nuttila said, it was not so significant 
‘as other phases of operation. Preven- 
tive maintenance—or pre-treatment of 
mechanical defects—on the other hand 
has proved to be less costly and more 
effective. In other words, it’s better to 
take precautions against a mechanical 
failure than to repair it after it’s hap- 
pened. 

Cities Service after every 1,500 miles 
subjects each truck to a one-and-a-half 
hour inspection and a more exhaustive 
four hour check after 6,000 miles. Pre- 
ventive maintenance, however, is not 
a cure-all and precautions should be 
taken against over-maintenance. For 
instance, at one time, Nuttila said, 
they found that monthly inspections 
were covering items that did not re- 
quire checking so often and the result 
was that the inspectors became care- 
less. 


Additional inspections can be made 
during lubrication, while the driver's 
daily trouble card provides valuable 
supplementary information on a 
truck’s condition. Under favorable 
conditions, Nuttila advocates chang- 
ing engine oil every 500 miles or 15 
days, but, in any event, at least once 
a month or after 1,000 miles. Lubrica- 
tion should be performed every 2,000 
miles, except under unfavorable condi- 
tions, and transmission and axle lubri- 
cation should be changed every 10,000 
miles or annually, continued Nuttila. 
Maintenance works best, he said, when 
it is started with new vehicles. 


The key to efficient operation of 
truck equipment, he continued, is 
driver output per hour and it is well 
for any truck operator to check con- 
tinually on what elements can be im- 
proved or changed to better driver out- 
put. Nuttila commented that his com- 
pany has been able to effect a 50% 
improvement in driver output, accom- 
panied by a corresponding drop in 
price per gallon delivered. 


Other participants on the program 


were Robert L. Stutz, co-ordinator, 
management program of labor, Man- 
agement Institute, University of Con- 
necticut, who discussed the employers’ 
status under existing labor laws. 
Also, David A. Ivry, associate pro- 
fessor, School of Business Administra- 
tion, University of Connecticut, spoke 
about “Adequate Insurance for Job 
bers.” He surveyed the major cov 
erages that jobbers should be familiar 
with, listing them as: 
Workmen’s compensation insurance. 
Comprehensive liability insurance. 
Physical damage coverage. 
Comprehensive dishonest, disap- 
pearance and destruction insurance. 
Fire insurance and extended cover- 
age. 
Business interruption insurance. 
Water damage policy. 
Comprehensive glass policy. 
Accounts receivable policy. 


The concluding presentation was on 
telephone techniques and selling by 
telephone, conducted by Eugene Pren- 
dergast and Edward Hurley of the 
S.N.E. Telephone Co. 
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MICRO FUEL OIL FILTERS 


e Attractive New Packaging e Lower Prices 
@ Hi-Chrome and Brushed Zinc Plated 














Everything about these new Klemm Micro Fuel 
Oil Filters spells more profits for you. Still tops 
in all-round guaranteed performance; traps water 
and scientifically removes all foreign matter from 
every drop of fuel oil, eliminating nozzle and 
line clogging. 


SEND FOR 1955-56 Catalog and new low prices 


® 

CHEMISTONE Micro ELEMENT (not 
a ceramic). The replaceable Chemistone 
Element offers true depth filtration . . . 
practically no flow resistance. Chemistone 
is NOT interchangeable with any other 
type cartridge. The seasonal element re- 
placement business is YOURS and 
remains YOURS. 





Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPAN 
1722 North Damen Avenue + Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 
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Service Calls 


I remember 


Commercial-industrial Breakdowns can be more complicated than Those of small Jobs 


by 
J. W. Schulz 


 pgiege CALLS can be fun. There’s 
fun in them particularly for a man 
who doesn’t have to work at them 
every day, and who gets a thrill of 
accomplishment and gratification out 
of putting life and fire into a job that 
plays dead dog until it receives his 
expert attention. 

Though he enjoyed servicing com- 
mercial-industrial burners, this certain 
serviceman I know was determined to 
improve his abilities and income. Eve- 
ning college and textbook studies 
helped; his employer, a burner manu- 
facturer, promoted him to engineering 
and development work. After several 
years, the ex-serviceman was decidedly 
unhappy despite his much higher sal- 
ary. 

Analyzing the situation, his boss 
concluded the work he was doing was 
too monotonous—compared to answer- 
ing service calls, at which he had 
worked merrily. The problem was 
solved by putting the ex-serviceman 
to work on service calls again, perhaps 
two days a week during months of peak 
service work. That brought back to 
him his thrills of accomplishment. It 
improved his engineering and develop- 
ment work, as well as his disposition. 


Several experts I know are supposed 
to work primarily at selling oilburner 
controls, but are at their radiant best 
only when on actual installations solv- 
ing difficult service problems. That's 
because their on-the-job efforts prove 
they can actually work on controls. In 
addition to talking about their controls, 
they can buckle down to making them 
work properly under most difficult 
conditions. 

Many of the toughest service prob- 
lems amount to nothing but hard work 
and worry until they’ve been solved 
—then because the efforts to solve them 
proved successful, they turn into pleas- 
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ure and gratification at a level that’s 
infinitely high. 

Servicing this new burner with my 
own hands, in general to keep my hand 
in and for the particular reason of 
gaining on-the-job first hand experi- 
ence with its new kind of electronic 
control set-up, I ran into service trou- 
ble that gave me real headaches until 
it was diagnosed properly. 

Firing No. 6 oil at about 120 gph, 
this burner provided heat and hot wa- 
ter for a 200-family apartment house. 
As carefully installed, carefully serv- 
iced, carefully studied oilburner instal- 
lations usually do, this job presented 
no great problems during its first 15 
months of operation. True, one or two 
fuses did blow during this period. Per- 
haps once every six months, to be spe- 
cific, the superintendent found it nec- 
essary to replace one of the fuses that 





served the oilburner motor. He made 
light of the little chore, and with the 
idea of finding out if fuses would con- 
tinue to blow with the job rigged in 
the usual fashion, I did nothing about 
the blowing fuses. 

Inspecting the burner one Saturday 
morning in December, I noticed its two 
drive belts should be replaced to play 
100% safe, for one belt was doing a 
bit more work than the other. The two 
belts worked side-by-side between the 
motor shaft and the blower-cup shaft 
of this rotary burner. That Saturday 
afternoon I picked up two new V-belts 
at the only place I could, an automo- 
bile supply house. To judge by the sam- 
ple I had, an old discarded belt from 
another burner of the same model that 
heated the 200-family apartment house, 
the new belts were all right though 
just a bit shorter than usually used. 





Without undoing any wiring and with burner motor running, this service ex- 

pert applies a strap-on ammeter to a wire that gives juice to the motor of 4 

rotary cup burner. The ammeter instantly tells the amp rate at which current 

flows through the wire. Instrument in the picture is a voltmeter as well as an 

ammeter. To handle trouble in motors of commercial-industrial burners, you've 
got to read amps and volts! 
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Being awfully considerate of the oc- 
cupants of the apartment house on this 
cold December day, I decided to install 
the new belts at night after eleven 
when day heat no longer was needed. 
Installing them and tending to about 
six other minor chores while I had the 
plant shut down (replacing the seat 
of the cup-line shut-off valve, suspected 
of leaking slightly, for example, and 
checking the electronic controls thor- 
oughly) kept me on the job about three 
hours, so by the time I got home and 
in bed the clock hands were pointing 
to four. But I went to bed greatly com- 
forted by the thought that I'd replaced 
those drive belts before they'd given 
trouble. Also when checked thorough- 
ly after the new belts were installed, 
the burner and its controls had per- 
formed simply beautifully. 

Just one little worry about the job: 
The new belts, ever so slightly shorter 
than the belts supplied by the burner 
manufacturer, of necessity were run- 
ning just slightly tighter than I liked 
to see them. The burner motor could 
not be lowered farther to ease the 
tension on the belts. Within a week, 
though, the tension would be perfect. 
I forgot it and went to sleep. 

The sleep did not last as long as 
planned, however, for at nine-thirty on 
Sunday morning the superintendent 
of the apartment house was hollering 
to me over the phone that his 200 fam- 
ilies had no heat, no hot water, hadn't 
had either since early morning, and 
the outside temperature was 18°F. 

In answer to what-seems-to-be- 
wrong, he explained, “Burner motor 
was due to blow a fuse again, because 
it hasn’t blown one since last fall. 
Blew the fuse, all right, first thing this 
morning. I gave it a new fuse. It blew 
that fuse right away. Now it blows 
every fuse I try. Thirty fuses that I 
tried blew right out when I tried to 
start the burner motor. I’ve got only 
eight fuses left.” 

When I arrived in the boiler room 
an hour later, the super had blown 
the remaining eight fuses. I had not 
anticipated that, but if I had I could 
not have brought fuses with me any- 
how from the house—not the 30-amp 
cartridge fuses used for this burner 
motor circuit. 

Standing there looking at me with 
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for No. 6 OIL 





ROTARY BURNERS 


. . + provide dependable manual, 
semi-automatic, or fully automatic 
operation . . . burning light or heavy 
oils, natural or manufactured gas. 
For new installations and conversions 
in all types of heat receivers; for 
heat, process steam or power. 

Developed primarily to achieve the 
complete combustion which results in 
the highest efficiencies with the great- 
est economy of fuel, these rugged 
burners insure years of dependable 
| trouble-free operation. For complete 
details write for Catalog 260. 


for No. 5 OIL 





for GAS/OIL 


Slots vars SOUND FUNDAMENTALS: 


e@Time-tested horizontal - rotary 
design. 

e@V-Belt Drive for the high cup 
speed essential to efficient atom- 
ization. 

e@Four-Hole Hinge circulates oil 
through oil heater so that hot oil 
is on the pressure side of the 
pump, allowing you to burn oil 
at higher temperatures. 

e Adjustable Air Nozzle provides 
accurate control of flame contour. 


© Dual Pumps and Reservoir com- 
bined with Constant Oil Rate 
Control provide controlled firing 
regardless of viscosity variation. 


@Burn any grade of oil. Also 
available with combined gas 
burner for any type of gas. 


@ Fully automatic insizesto 600bhp 
with dual ignition, and hi-low or 
fully modulating control. 


| for performance you can BA NK on 
SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 


ROTARY BURNERS 
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“200,000 CYCLES eee 


Fireye’s record at Hot Shoppes 
is positive proof of dependability 


“Many of our Fireye installations were made in 1951 and have 
cycled 5 to 7 times per hour — over 200,000 cycles in the last 4 years 


without nuisance shutdown or service interruption” — 
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Chief Engineer, 
Hot Shoppes, Inc. 
Washington, D. C, 
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“I have installed over 500 Fireye Controls 
in the Washington area and 
Hot Shoppes’ experience 
is typical of what my customers tell me 
about Fireye performance.” — 


pL 


Owner, 

Gibson Engineering, 
Fireye Distributor, 
Washington, D. C, 
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ireye FP-2 


The standard for flame failure protection and automatic 
programming of industrial and commercial oil burners 














@ clears combustion chamber of unburnt © constantly supervises main flame 


gases before and after firing 


@ provides precise time-limits for 
trial-for-ignition 


Hot Shoppes, Inc., with a chain of busy restau- 
rants from Boston to Miami, can’t risk failure 
of oil burners. That’s why they chose Fireye 
protection. Fireye safeguards and programs 
every stage of their burner operation — auto- 
matically. And, if a burner flame fails, Fireye 
shuts down the burner in 2 to 4 seconds... 
eliminating the hazard of costly flame failure 
explosions. 

A record of dependable performance under 





@ meets new safety codes — 





while firing 


shuts down burner in 2 to 4 
seconds after flame failure 





severe operating conditions has resulted in 
Fireye being specified for six new “Hot Shoppes” 
opening soon. 

Proved in thousands of installations, and 
the choice of 9 out of 10 packaged burner- 
boiler manufacturers, the Fireye FP-2 Control 
is your safest specification. It’s easy to install, 
easy to service . . . designed and built for long- 
term dependability. Write for descriptive 
bulletin . . . use the coupon below. 


COMBUSTION CONTROL DIVISION ELECTRONICS CORPORATION OF AMERICA 


Dept. C20-11, 718 Beacon Street, Boston 15, Mass. 
In Canada, write Electronics Corporation of America, (Canada) (Ltd.) Box 111, 93 Advance Road, Toronto 18. 


Please send Bulletin CP511 on Fireye FP-2 Flame Failure and Programming Controls. 








, Company... 


Address. 
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his assistant the apartment-house super- 
intendent said flatly, “If you’ve got no 
fuses with you, we are out of luck. 
Because it’s Sunday and every store 
that sells fuses is closed.” 

He made no move when I said we 
had to have fuses, True we might blow 
some, but that might be necessary to 
find out why the job was blowing fuses, 
and what to do about it. The thought 
occurred to me to jump or shunt the 
burner-motor fuse block just-for-try, 
but I discarded the idea because of 
the possibility of blowing out higher 
capacity fuses. I simply wanted to try 
proper-size 30-ampere fuses, and I told 
the super and his assistant that’s what 
I wanted to try first. 

“Tl get 30-amp fuses,” I announced, 
“cartridge fuses or plug-type, screw-in 
fuses.” 

“Where will you get them?” the 
super asked. “No stores that sell them 
are open on a Sunday. And screw-in 
fuses won’t do you any good because 
here we need cartridge fuses.” 

I answered, “Screw-in fuses can be 
used if 1 wire a lamp socket, a pigtail 
socket or any kind of a socket, in paral- 
lel with each cartridge-type fuse hold- 
er. We'll get three lamp sockets right 
out of the lamps in your apartment.” 

“Stores that sell fuses may not be 
open, but places that use fuses are 
open. I'll start at the garage where 
I just parked my car. I'll look for 
spare 30-amp fuses, cartridge or plug, 
around the fuse box in the garage. I'll 
do the same thing in any garage, res- 
taurant, cafeteria, bar-room, I find on 
the avenue. I'll come back with 30- 
amp fuses!” 

After failing to get 30-amp fuses 
at about eight business places I found 
open on the avenue, I found myself 
in front of a big movie theatre! Luck- 
ily several employees including the 
manager were in the theatre. After 
hearing my tale of distress—and telling 
it made me feel as though I were play- 
ing the treasure hunt game—the man- 
ager gave me almost all the 30-amp 
cartridge fuses he had in the place, 
about fifteen, and would not let me pay 
a cent for them. 
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. . . « Big Burner service Calls 
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Burner has been covered carefully here to protect it against dirt and damage 

while its firebox is given a yearly point-up and patch-up job. Protecting the 

burner’s steel front plate from excessive heat is highly important. Any sign of 
overheating on the front plate calls for quick action. 


Back in the boiler room of the apart- 
ment house, I met up with the super- 
intendent, proud because he’d gotten 
more than a dozen 30-amp cartridge 
fuses. After I'd left him in disgust, 
he had decided to use my tactics going 
north on the avenue, whereas I'd gone 
south. His third stop—at a garage 
which had just gotten over some fuse- 
blowing trouble of its own—paid off 
for him. 

By-the-way, he had told me that 
before I got on the job he had blown 
all the fuses he could borrow from 
superintendents of the other apartment 
houses in the neighborhood. 

Had the oilburner motor been dam- 
aged by the overly tight belts I had 
installed the night before? Were the 
motor windings damaged by overheat- 
ing? Is that why the superintendent 
had blown the 38 fuses trying to start 
the burner motor? Was I 100% re- 
sponsible for damage to the burner 
motor windings, expensive damage to- 
be-sure, but more important in that 
it would cause 200 families to be with- 
out heat for more hours than I wanted 
to think about, temperature 18°F. out- 
doors? How about the effect on the 
health of the members of the 200 fam- 
ilies? There are always babies, old 


folks, and sick people to think about 
when a big apartment house is entirely 
without heat for hours and hours dur- 
ing severely cold weather! 

Those and dozens of other questions 
like them had been on my mind every 
minute since I was informed at 9:30 
AM that the motor was blowing fuses. 
True, the instant I arrived on the job, 
I had sniffed the motor and turned 
over its shaft by hand. The shaft 
budged so easily I was surprised . . . 
my nose caught no telltale whiff of 
burned-out insulation. Still, you can’t 
pass on the health of a motor in a mat- 
ter of seconds, without applying juice 
to it. 

Now that I had plenty of fuses, ex- 
cited as I was, I was playing safe. 
After yanking the three fuses from 
the fuse box and throwing them on 
the floor to join dozens of fuses the 
superintendent had discarded, I exam- 
ined the fuse clips thoroughly. No 
signs of discoloration caused by their 
becoming hot. They looked like new! 
Anyhow, I bent the clips carefully to 
make certain of sufficient tension. 
After examing the fuses carefully, ! 
installed three new fuses. 

Tense with both excitement and 
worry, I ran to the burner’s automatic 
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electric fueloil heater, touched it to 
make certain it was hot, then said, 
“Here she goes!” to the superintend- 
ent, and snapped closed two switches 
that started the burner. 

And that burner started, continued 
to run, and ran beautifully! 


Current and motor Checks 


I could do nothing for five minutes 
but just stand there enjoying fully the 
fact that the burner was running. Fi- 
nally I snapped out of it and got going 
with some instruments. You never go 
out on trouble of this kind not 
equipped to check the volts and amps 
of the motor. The amps of the three 
motor input wires checked okay in a 
matter of seconds, thanks to my snap- 
on ammeter. Voltage was 100% all 
right also. 

After running the burner long 
enough to make the boiler steam (give 
the tenants hot water right away, at 
least, and get full good from the un- 
der-the-waterline suction-line fueloil 
heater), I turned it off long enough 
to check the motor windings for 
grounds and_ short-circuits. They 
checked out perfectly! 

The reason I hadn’t checked them 
earlier, when I first arrived on the 
job and had no fuses? I simply had 
not dared to! In the back of my head 
had been the idea that a motor with 
borderline damage or defects often can 
be made to run in an emergency. When 
I arrived on the job, I was wondering 
not if the motor was perfect, but if it 
could run! 

Sunday evening I talked to the own- 
er of the partment house over the 
phone from my home. I'd kept him 
informed . . . had the super’s assistant 
inform him the minute I knew the 
burner was running properly again. 
Over the phone Sunday evening, I 
told him I would not be satisfied until 
I found out the reason the burner had 
blown fuses, had been broken down 
many hours. Without knowing the 
cause of the trouble, we were in danger 
of its occurring again. 

Monday morning I was in the boiler 
room with the superintendent, ready 
to provide the burner motor circuit 
with fuses of a different kind. Fed up 
with fuse-blowing trouble, now I was 
ready to use time-delay 30-amp fuses 
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Mirechanized draft is the great modern 
development in furnace or boiler operation 
today. There is no longer any need for a 
tall, unsightly chimney. A WING motor- 
ized Draft Inducer, easily installed in 
flue or breeching, does the trick—the 
only chimney requirement is a stub stack 
to vent exhaust gases. Write for Bulletin I-55. 


L.J. Wing Mf9.Co. 66 Vreeland Mills Road, Linden, N.J. 


Factories: Linden, N.J. & Montreal, Can. 





L. J. Wing Mfg. Co., Linden, N. J. FO-11 
Please send me Bulletin I-55—Draft Inducers 
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instead of the ordinary 30-amp fuses 
which were good enough for the in- 
staller of the burner. 

The switch in fuses, I knew, defi- 
nitely would end the blowing of a 
motor-circuit fuse once every six 
months. An ordinary fuse gives out 
in time if you nearly blow it every 
time its motor starts—but a time-delay 
fuse does not, for it allows for the in- 
rush of electricity needed to get a mo- 
tor started. As a matter of fact, by 
now it’s been proved that the switch 
to the time-delay fuses ended the fuse- 
blowing trouble on this job. 

That Monday morning, the superin- 
tendent was picking up discarded 
fuses from the boiler room floor for 
me while I was testing them to find 
out if they were blown or good, when 
I said to him, “Hey, the first few fuses 
you handed me are marked 20-amps! 
What's the rating on that fuse in your 
hand, 20-amps or 30-amps?” 

“Haven't my glasses,” he replied. 
“Busted them a few days ago. So I 
can’t see good enough to tell the dif- 
ference.” 

That was it! He'd blown out 38 
fuses, all 20-amp rating—trying to 
start a burner motor that just barely 
got by using an ordinary (not time- 
delay) 30-amp fuse. 

Later I found out he really had not 
gone around the neighborhood borrow- 
ing fuses from other apartment-house 
superintendents. He had just said that 
to ward off chances of my sending him 
on such an errand. He was not on good 
terms with some of the other supers in 
the neighborhood. So he had just used 
up all the cartridge fuses he'd had 
on hand, which happened to be a few 
boxes of 20-amp fuses. 

Another service difficulty, also irri- 
tating and a great worry until it was 
solved, involved a suction line that 
proved to be tight when tested with 
100 pounds air pressure, but which 
gave signs of tremendous air leaks 
when the burner was running. 

I'd been talking with my friend Pete 
about his trouble on this job for two 
days over the phone. Finally I could 
do nothing else but drive the 130 miles 
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to see the job. It was worth seeing. 

After gasping along for months be- 
cause of air coming to its pump from 
the suction line, this burner firing 
about 45 gph of No. 6 fueloil finally 
could not keep on running. The suc- 
tion-line leaks seemingly had become 
that bad. 

Luckily the oil tank was 100% ac- 
cessible—in the old coal bin about 70 
ft. from the burner. The suction line 
was entirely exposed. 

As his supreme effort to end the air- 
binding of the burner’s fueloil pump, 
Pete tested the suction-line piping 
thoroughly using 100 pounds air pres- 
sure. At the oil storage tank, he cut 
a union into the 2” suction line. Re- 
moving the vertical stub from the tank, 
he coupled it to the suction line out- 
side the tank, capped what had been 
the bottom opening of the suction-line 
stub, and applied the air pressure. 

His pressure test showed up four 
suction-line leaks, which he made tight. 
Another air-pressure test proved he 
had made the leaks 100% tight. 

After he put things back together 
again, the burner would not run be- 
cause its pump received excessive air 
from the suction line! 





When I arrived on the job, Pete had 
a 2” valve installed in the suction line, 
over the storage tank and as close as 
possible to the point at which the suc- 
tion line entered the tank. He closed 
this valve, also a valve close to the 
burner in the suction line, and applied 
100 pounds air pressure, for me to see, 
to almost the entire suction line. The 
small part of the suction line not 
tested, in and near the tank, was 100% 
tight according to Pete. It was all made 
up of new piping and had been pres- 
sure tested as an assembly. Pete swore 
that this assembly was as air-tight as 
any electric light bulb. 

After proving the suction line air- 
tight in that manner, Pete opened the 
two suction-line valves and prepared to 
try to fire up the burner. He put back 
in the suction line its vacuum gage. 
Because the great air pressure used for 
testing would have damaged the vacu- 
um gage, Pete had removed it and 
plugged its opening for the suction-line 
air-pressure test. 

“Your vacuum gage shows only 4” 
with the burner trying to draw oil 
from the tank,” I said to Pete as he 
tried to get the burner going. “Close 
that suction-line valve at the tank side 
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Here a ten-year-old firebox, fired at 45 gph rate using No. 6 fueloil, is being 

replaced completely. Design and construction are highly important with respect 

to both efficiency and life expectancy of the new firebox. This expert at building 

commercial-industrial fireboxes places great emphasis on allowing for proper 

expansion of the different walls—he does not tie in the side walls rigidly to 
the back wall, for example. 
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ANTI-SYPHON 
VALVES 


Non-Adjustable—Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114," to 3”. Maximum capacity fo 
1000 G.P.H., with #5 and #6 oil. 

TYPE B—3,” and 1”. Maximum capacity to 
100 G.P.H., for #1 to #5 oil. 

TYPE C—%” and 12”. Maximum capacity 
to 30 G.P.H. of #1 to #3 oil. 






Type B Write for 
Bulletin 1619 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY Dept. OH- 3 NEW YORK 23,N. Y 























SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
* 


Industrial 
Ovens 
a2 


Power 
Gas Burners 








WHAT IT DOES 


The _Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
aboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 





Tycos Drive, Toronto 10, Ont. 
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MORE SALES FOR YOU... BECAUSE 
THERE ARE MORE ADVANTAGES 
FOR YOUR CUSTOMERS: 


@ factory “FIRE-TESTING” insures... “on the job” perform- 
ance. 


Automatic air adjustment...lets you set it—forget it. 


@ Electronic safeguard...responds immediately to flame 
interruption. 


@ Pressure safety control... prevents opening of either fuel 
valve unless air for combustion is proven. 


@ Optional automatic or manual changeover... 
GAS ELECTRIC IGNITION... is automatic on BOTH fuels. 
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SOMETHING @ Less installation time. 3 
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Power combi-matic Gas-Oil burners are but one 
of a complete line of burners. 


FG Series—Power gun t¢ i 

Serie ype burners—ideal for all i 
applications... particularly oil burner replacement. eer 
BFG Series—Heavy duty Power-Flame 


important part 


burners—iarge capacities 





for heating, power or processing. 











100 E. Baltimore Detroit 2, Mich. FREE 
Cnentine Distributor: Ontor Laboratory, Ltd. CIRCULAR 












A Power-Flame Dealership can be 
valuable; write today for complete information 
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A Division of : 
Siemon Manufacturing Company ©@ Grandview, Mo. 
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CFE “Lo-Draft” Cut-Off Switch with Optional 
=) ~3 <a 1 ©) 1 ©) ae Vale ie od Oh ed Oo Co eo re 


SAFE SHUT-DOWN WITH coupition noua DRAFT ORaFT oven 
TIME DELAY ON DRAFT FAILURE 


SAFE START-UP 
WITH TIMED PRE-PURGE 





FOR AUTOMATIC FUEL BURNING SYSTEMS WITH MOTORIZED DRAFT INDUCERS 


GAGE 
The Pre-Purge and “‘Lo-Draft” Cut Off Switch model LD 2T-PPA, 
2 rovides protection from hazards that might occur due to draft |" i © ata e= 
/ pans coe Sitare, yet eliminates nuisance shutdowns caused by puffs or 





for combustion. 


momentary draft interruptions. It guarantees continued safe oper- 
ation of all installations depending on draft to supply air | SAFE oeart e) 


Engineered for easy installation, this compact unit adds safety to a. 
all boiler-burner installations without changes in original wiring peeres rl a {= 


and control circuits. : 
A complete line of switches from single purpose to sequence 


Description of 
FEATURES and OPERATION 





INDUCER 


Te. 





aun! Cc 


(i 








is= 





Brett) intermittently 








Operating types—for complete information write to: 
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Clieveland Fuel Equipment Company 


1111 Brookpark Road, Cleveland 9, Ohio 
in Canada, write to: Ontor Laboratories Ltd., 111 Tycos Drive, Toronto 
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of the gage, and see if the pump is 
good.” 

“That’s the trouble,” Pete said. “On 
the job, because of suction-line leaks 
I can’t find, the pump develops only 
19” as its maximum vacuum with the 
suction line closed off. But it’s a new 
pump and I know it’s good. In the 
shop, it shows 28” maximum vacuum 
when I tested it.” 

“Then on the job you've got air leaks 
between the burner and that valve you 
just closed off, at the tank side of the 
vacuum gage,” I pointed out. 

“But I tested that section of suction 
line under 100 lbs. air pressure a dozen 
times,” Pete replied miserably. “And 
just like the entire suction line, it’s 
got no air leaks what-so-ever.” 

Twenty minutes later after whole- 
sale worrying for both Pete and me, 
I pointed out to Pete that this particu- 


Periodic shutdowns for inspection, 
called for by oilburner servicemen, are 
important in warding off service calls. 
This boiler has been put out of service 
for 48 hours to permit detailed inspec- 
tion of its tubes, direct heating surface, 
and firebox. Keeping clear the second- 
ary dir passages under the firebox is 
important on a job of this type. 


lar section of suction line had been 
tested for air leaks only with its vacu- 
um gage removed. The one thing in 
the line that had not been tested under 
100 Ibs. air pressure wsa the vacuum 
gage ... for you can’t test a vacuum 
gage under great air pressure without 
ruining it. 

Just removing the vacuum gage 
from the line and blowing into it 
proved it permitted plenty of air to 
enter the suction line! All this job 
needed was a new vacuum gage in its 
suction line! 

Sometimes we wonder if we used 
the most inexpensive way out of trou- 
ble. What would you have done in a 
case like this, which I will describe? 

This factory owner employs two 
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maintenance men well schooled in 
commercial-industrial burners; one of 
them really is an expert at service 
work. Thus the owner says his factory 
oilburners need no help from local 
burner dealers or their servicemen. 
In the middle of last winter, I re: 
ceived an urgent phone call from the 
factory owner. His big burner, firing 
70 to 80 gph, is located 120 ft. from 
his 5,000-gallon oil tank. His other 
burner, firing 35 to 40 gph, is only 











“The Mixing Valve Pioneers" 


330 BRYANT AVENUE 





Automatic, 
Thermostatic 


MIXING 
VALVES 


Ideal for Domestic Water Control 


YULA WATER HEATERS, INC. 
NEW YORK 59, N. Y. 
















oe 








92 


ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


Boiler sizes for all industries. Write for name and 


STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 





address of your nearest Gabriel Boiler dealer. 


BOILER ¢éstea 


1428 H.W. 14th AVENUE © PORTLAND 9, ORE. 


—, 





BUILDERS OF FINE BOILERS 


November 





1955 

















kee 





1 in 
e of 
rvice 


tory 
local 


I re 
1 the 
ring 
from 
ther 
only 








35 ft. from the tank, in another boiler 
room. Both use No. 6 fueloil. 


The trouble was, he said over the 
phone, that the suction-line vacuum of 
the big burner, usually no higher than 
8” to 10”, had been building up all 
during this very cold day. At the time 
he phoned, 3:00 PM, the suction-line 
vacuum of this burner was up to 24”. 
Asa result, the burner could no longer 
produce its full-size flame, it was limp- 
ing along, and no hot oil was return- 
ing to the storage tank from the burn- 
er. The return line, usually hot, had 
become cold. The trouble was getting 
worse by the hour. 


Again I wanted to see this one. Who 
wouldnt? The suction-line vacuum of 
the big burner was 241/47” and still ris- 
ing when I arrived on the job. The 
largest flame the burner could give 
was half the size the boiler needed 
to develop steam pressure and fill the 
radiation with steam. The two burners 
had independent suction and return 
lines but were connected to the same 
tank bell in the storage tank (tank 
bell had no steam or hot-water heater 
coil, however). 

The maintenance men had kept the 
smaller burner running continuously 
in an effort to have it help the big 
burner—perhaps provide some hot oil 
for the suction line of the big burner 
—but that had not helped a bit. The 
small burner ran well, developing a 
suction-line vacuum of only 6”. But the 
operation of the big burner became 
worse and worse—as the outside tem- 
perature dropped and the part of the 
factory heated by the big burner be- 
came colder and colder. 

The pump of the big burner was 
excellent in that it could develop a 
maximum reading of 28!/2”. Suction 
line air leaks never had been a trouble 
on this job; the suction lines of both 
burners were known to be air-tight. 

The 5,000-gallon fueloil storage tank 
had 2,000 gallons of No. 6 oil in it. 
Among the possibilities for causing the 
trouble were (a) delivery of a load of 
fueloil much heavier than ever deliv- 
ered before to this installation, and 
(b) some kind of mysterious clogging 
of the suction line serving the big 
burner, or perhaps clogging of the foot 
valve in the tank and serving the suc- 
tion line of the big burner. 


e « « « Unusual service Calls 


Personally I don’t like suction-line 
foot valves, located in fueloil storage 
tanks. But they were used on this job 
and never had given any trouble. Prob- 
ably the designer of the oilburner in- 
stallation had provided them because 
the oil tank was located considerably 
below the level of the burners. 


In any event there was a foot valve 
in the tank, in the bottom of the suc- 
tion-line stub serving the big burner. 
The presence of this foot valve killed 
any possibilities of clearing the suction 
line by pumping hot No. 6 oil, or light 








fueloil, or compressed air, backwards 
through this suction line to clear it. 
(Which incidentally brings out an im- 
portant disadvantage of installing a 
suction-line foot valve in a storage 


tank.) 

What would you have done as the 
reading of the suction-line vacuum 
gage became higher and higher, and 
the flame given by the big burner be- 
came smaller and smaller? The fac- 
tory, not being heated, was becoming 
colder and colder. The outside tem- 
perature was dropping. The anxious 
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ITH natural sales angles like 
W these — why limit your selling 
to the highly competitive light oil 
burner markets. It’s no wonder alert 
dealers are cashing in with Hev-E-Oil 
Burners in the less competitive heavy 
oil burner field. 

Hev-E-Oil Burners are the prod- 
uct of Cleaver-Brooks Company, 
America’s leading builder of pack- 
aged boilers and oil-fired equipment. 


WRITE FOR COMPLETE DATA on deal- 
er franchises now open. Get all the in- 
p>. \ formation on this low-pressure, air- 
Or) atomizing type burner that burns No. 
“fly, 4 of 5 oils without pre-heating! 
CLEAVER-BROOKS COMPANY, 
Dept. E. Keefe Avenue, 
Milwaukee 12, Wisconsin 


Cleaver 





HEV-E-OIL BURNER 










BIG WAYS 


BURNS LOW-COST No. 4 
or No. 5 HEAVY OILS 


ee 


Saves customers from 3 to 
6¢ per gal. over standard 
light oils. No. 4 or 5 com- 
mercial oils also contain 
7% more heat per gallon. 
Cuts heating bills up to 

30%! Builds long-range 
savings. 


ATTRACTS BIG FUEL ( 
USERS ] 


This includes apartments, 
churches, stores, laundries, 
| hospitals, factories, insti- 





tutions, etc. who regularly 
use more than 6,000 gal- 

lons of light oil or 45 tons 

of coal. 


\ PROFITABLE, FAST 
INSTALLATION 


In a typical! locality, fig- 
ures show that for every 
$100 profit on light oil job 
—you make $400 to $500 on | 
Hev-E-Oil installation. Re- 
placement parts always | 





available. Installs as easily 
as domestic burner on any 
standard heating boiler. 


FOR COMMERCIAL, INDUSTRIAL, AND 
INSTITUTIONAL INSTALLATIONS 








A QUALITY PRODUCT THAT BUILDS YOUR BUSINESS 
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owner was calling attention to possible 
freeze-ups of water lines and sprinkler 
systems, and to the need to have the 
place well heated next morning when 
hundreds of workers arrived. By now 
it was five o'clock in the afternoon. 

I must admit I may have wasted 
some of the factory owner’s money. 
For my way out of the trouble, defi- 
nitely and without further worrying, 
was to order 2,000 gallons of No. 2 
fueloil delivered to the tank. This was 
not poured into the tank in the usual 
way. It was forced down through an 
14%” pipe, fitted at the bottom with 
an elbow and nipple (as long as could 
be passed through the 6” fill opening) 
in such a way as to send all the No. 2 
oil along the bottom of the tank, in the 
direction of the tank bell in which the 
suction lines terminated. 

Not 15 minutes after the completion 
of the delivery of the light fueloil, the 
big burner’s troubles started to be 
lightened. Over a period of an hour, 
the suction-line vacuum of this burner 
dropped from 25” to 12”. At the end of 
the hour, the return line was extremely 
hot, up to 155°F., and as the result the 
suction-line thermometer showed 110° 
F. for the incoming oil. 

The situation is not 100% satisfac- 
tory in this case because in desperation 
a costly, shotgun, cure-all remedy was 
used to end the trouble for the mo- 
ment. The exact cause of the trouble 
never was ascertained. 

On the bright side, however, the 
trouble was ended quickly to the com- 
plete satisfaction of the owner of the 
factory, and in subsequent months the 
trouble did not return even during 
colder and colder weather and while 
only No. 6 fueloil from the same sup- 
plier was delivered to the tank. 

The owner’s reasoning runs like this. 
Since that one time when he had trou- 
ble, his burners have used 65,000 gal- 
lons of No. 6 fueloil without giving 
a trace of similar trouble. He hasn’t 
any suction-line trouble now, so he’s 
not planning to put money into ending 
trouble he hasn’t got. Should the trou- 
ble return (which he thinks is unlikely, 


but which I’m not sure-of because we 
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don’t know what caused it), he can 
end it speedily and positively. 

The foregoing case histories of trou- 
ble on commercial-industrial installa- 
tions bring out important differences 
between servicing small burners and 
servicing big burners. 

Big jobs are different from small 
jobs in an important aspect not cov- 
ered by the preceding case histories— 
the combustion chambers or fireboxes 


are far more important on big jobs, 
and need far more periodic attention, 
To prolong their life, commercial. 
industrial fireboxes need “pointing up” 
and minor repairs regularly. Once-a- 
year or twice-a-year is proper for many 
installations. Even then, the fireboxes 
in many coal-designed boilers need 
complete replacement at regular in 
tervals—many can be expected to last 
five to seven years. 


Aur pollution Control explored 
by the OHI Comm.-Ind. Div. 


T THE DIRECTORS MEETING of the 
Oil-Heat Institute at Atlantic 
City, September 29 and 30, the prin- 
cipal discussion brought before the 
board by the heavy equipment manu- 
facturers was air pollution control. 

Reporting for the Commercial-In- 
dustrial Division, Chairman Verne 
Resek first cred- 
ited Charles Pes- 
terfield with hav- 
ing effectively 
steered the Divi- 
sion through the 
past year. Pester- 
field is an engi- 
neering professor » 
at Michigan State Resek 
University but is 
able to devote a share of his time to 
being secretary of the C-I Division. 

Resek mentioned that a special com- 
mittee has completed a revision of the 
Industrial Oilburning Section of the 
ASHAE Guide. He also credited the di- 
vision for a lot of time spent with Un- 
derwriters Laboratories in the develop- 
ment of Standard No. 296, which es- 
tablishes yardsticks for performance of 
both heavy and light oilburners. 

The most important activity now 
facing the C-1 Division is that of coop- 
eration with the Air Pollution Control 
Association. A special meeting was 
held with H. C. Ballman of the Air 
Pollution group in which he outlined 
to the manufacturers of heavy oilburn- 
ers and accessories some of the think- 
ing of his organization. 

Ballman pointed out that everyone 
is in favor of air pollution control for 
the other fellow, just as he is in favor 





a 


\ 


of limiting speed on the highways for 
someone else. He emphasized that each 
responsible group must think of con- 
trol for its own industry. There are 
not too many known facts about the 
whole subject, according to Ballman, 
but he is convinced that most of the 
trouble is caused by fringe operators. 

He urged the oilburner manufactur- 
ers to encourage public acceptance of 
air pollution control and to help the 
government agencies concerned with 
it. He asked them to promote the de- 
velopment of equipment to prevent 
pollution economically, also to pro 
mote research and establish a set of 
workable standards. 

Ballman explained that the Associa- 
tion has 1,200 members representing 
private individuals, Federal and state 
government agencies, manufacturers 
of air pollution control devices and re- 
search organizations. He mentioned 
that we have national legislation on the 
control of pollution just because three 
states wanted it; these were New 
York, Pennsylvania and California. 

Ballman asked Secretary Pesterfield 
to help put together a committee to 
develop an oilburning manual for 
pollution control. He mentioned that 
any industry can help the Association 
a lot and at the same time help itself, 
if it will. The alternative is that the 
Air Pollution Control Association will 
make up its own rules for our industry. 

Robert Johnston, vice president of 
S. T. Johnson Co., was made chairman 
of the ont Air Pollution Control Com 
mittee and was authorized to meet with 
representatives of other industries to 
explore the over-all subject. 


November 
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Readers’ Problems 


Q. I've worked on many makes and 
models of rotary cup burners for more 
than 20 years, but only after I studied 
your article starting on p. 86 of the 
October issue did I understand the 
electric control and oil-handling char- 
acteristics of Petro burners using fuel- 
oil that needs heating. Thanks to the 
article, I can now start up and adjust 
such Petro burners with complete con- 
fidence. 

I have just one question still on my 
mind. Starting with ignition control 
“F” cool because the fueloil in the oil- 
burner lines is cool, the switch of this 
ignition control is open. The burner 
motor starts. It runs, say, five to ten 
minutes. Then the switch of the igni- 
tion control ““F” closes because hot oil 
is flowing through the burner’s oil 
lines. The M-H R-161 Protectorelay is 
put to work. It turns on the gas-electric 
ignition system of the burner. Thirty 
seconds later, and this is my important 
point, the Protectorelay causes the cup- 
line solenoid oil valve to open, thus 
causes the fire to start. 

What's gained by delaying opening 
of the solenoid oil valve another 30 
seconds, after the burner motor has al- 
ready been running a number of min- 
utes? Why not open the oil valve simul- 
taneously with turning on the gas-elec- 
tric ignition system? Is it just that you 
might as well use the 30-second delayed 
oil-valve feature of the MH R-161 
Protectorelay, since it’s there, and even 
though it gains you nothing? 

C. M. G., Bronx, N. Y. 


A. An excellent question that can 
be answered to your satisfaction! True, 
when the burner starts while the switch 
of ignition control “F” is open (cool 
fueloil in burner lines), the burner 
motor runs for a number of minutes 
before the ignition system is turned on 


(by closing of switch in ignition con- 
trol “F”) and there’s no importance in 
delaying opening of the magnetic oil 
valve “E” by an additional 30 seconds. 
You are correct that under these con- 
ditions delaying the opening of the 
oil valve by another 30 seconds gains 
you little or nothing. 


But consider that a burner has been 
running continuously for an hour or | 


two, resulting in ignition control 
reaching a temperature of, say, soi 


as | 


| 


Remember, you adjust this control so | 


that its switch closes at about 135°F. 
(Step 14 on p. 90 of the article). The 


switch then opens at a temperature | 
about 5°F. or 10°F. lower; say it opens | 


at 125°F. 


The burner stopped with the control | 


(“F”) at 155°F. The burner remains 
idle only ten minutes, then starts again. 
The switch of control “F 
closed because in ten minutes the tem- 


> remains 


perature of the control does not drop 


to 125°F. from 155°F. When the 


burner now starts again with the switch | 


oe F” 


of control still closed, the 30-sec- 
ond sesh delay of the R-161 Pro- 
tectorelay is needed. Without it, the 
solenoid oil valve would open the in- 
stant the burner motor receives cur- 
rent. Petro burner designers want the 
burner motor up to speed before the 


cup-line solenoid valve opens—even on | 


hot starts during which the switch is 
closed in ignition control “F 


Q. I have been reading your maga- 
zine for years and have found it to be 
an important part of my work, which 
includes servicing light oil equipment. 

Recently my work has brought me 
into contact with heavy oil equipment 


and voltages other than 110. I would | 


like to know more about 220 and 550 
volts. 


Would you have any literature that | 


would cover different voltages and 
how to test various loads? 

Your help in this matter would be 
appreciated greatly. 


C. E., Providence, R. I. | 


A. We know of no book devoted en- 
tirely or mainly to the topic of differ- 


ent voltages and how to test various | 


loads. However, you can help yourself 
by taking several steps. 

First, try to obtain wiring diagrams 
of the commercial-industrial installa- 


Frieloil - 


oilh 





eat, 
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SEPARATORS 


for oil burner service 


Virect Drive for 


#1 to #5 oils inclusive 
Ask for bulletin A-1330 
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Reduction Drive 













for heavy oil 
Ask fer Bulletin No. A-1193 
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Single and Duplex 


Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 


Ask for Bulletin 
No, A-1214 














for bulk station service 


Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No, A-1267 


















Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1366 
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New Scully 
= FASLITE > 


Patents Pending 


Gas Pilot Torch 


Provides Sure, Fast Light-Off 
Every Time for Commercial— 
Industrial Oil Burners. 


Torch operates with manufactured, natural or LP gas. 





Write for price and literature. 


SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 





— 


New Flame Reach 


Flame shoots out even 5 
times as far as some 
atmospheric-type gas pilot 
flames. Virtually eliminates 
delayed ignition. 


New Flame Stability 


Jet-like flame highly re- 
sistant to air turbulence. 
More reliable in conjunction 
with pilot flame super- 
vision. 





Features Hard Hot Flame up to 25” Long 


flames. Assures fast light- 







New Flame Heat 


Several hundred degrees 
hotter than other pilot 


New Flame Reliability 


Torch utilizes an air in- 
jection system (forced 
air). Flame is unaffected 


off even with cold oil. by atmospheric variables. 








. Readers’ Brehiacii 


tions you encountered recently. If you 
cannot obtain wiring diagrams of pre- 
cisely these installations, the manufac- 
turers of the burners and controls may 
be able to provide you with wiring 
diagrams of installations of the general 
types that interest you. Study thor- 
oughly any wiring diagrams you can 
obtain; learn the function of each con- 
trol and component part of the wiring 
system. 

Second, obtain instructive literature 
on motor installation and servicing 
from manufacturers of polyphase 
motors and manufacturers of magnetic 
starters and overload protectors for 
such motors. Write for information to 
the manufacturers of the motors and 
starters you find on the commercial- 
industrial jobs you now visit. 

Third, learn about voltmeters and 
ammeters made for on-the-job testing 
of electric motors, for as you enter the 
field of commercial-industrial burners 
you will find you can’t go far in check- 
ing big motors if you are not equipped 
to check volts and amps. As just one 


example of the type of instrument you 
should consider using, there’s the Am- 
probe snap-around volt-amp tester. 
This permits you to diagnose service 
troubles without shutting down 
motors. You can obtain several pieces 
of valuable, instructive literature from 
the manufacturer of the Amprobe, in- 
cluding instructions on seven easily 
made tests that check the condition of 
any electric motor; to obtain this litera- 
ture, write to Pyramid Instrument 
Corp., 630 Merrick Rd., Lynbrook, 
N. Y. 

Fourth, try to attend lectures and 
schools which cover what you want to 
learn. Manufacturers of commercial- 
industrial oilburner controls may help 
you. As you are not far from Boston, 
write to the Combustion Control Di- 
vision, ECA, 718 Beacon St., Boston, 
Mass., for information on a commer- 
cial-industrial oilburner control course 
you can attend for one week at no 
charge. This course covers modern, 
rapid-acting electronic control systems, 
which you certainly should learn about, 
as well as other types of boiler room 
controls. 


Fifth, study the National Electrical 
Code. Learn the full-load current of 
different kinds of polyphase motors, 
points about overload protection and 
wire sizes for large motors, etc. Unless 
you know much about the National 
Electrical Code, you don’t know 
whether or not the details of a motor 
installation are correct for safe, de- 
pendable, and efficient motor opera 
tion. 

é 


“ 


Thomas F. Hally, Jr., has been desig- 
nated West Coast sales representative 
for petroleum and industrial meters 
made by Neptune Meter Co., New 
York. He had formerly managed the 
Hally Equipment Co., Topeka, Kans. 


C. L. Peterson has been appointed 
vice-president and general manager, 
Brown Instruments Div., Minneapolis 
Honeywell Regulator Co., Philadel 
phia. He has been with the firm for 
28 years and was named divisional 
vice-president in 1954. 





NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 
No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn No, 5 heavy fuel oil. 
all electric. Self-lubricating. Many new ex- 
— features. 








Craper . 


2066 CANALPORT AVENUE 
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. there’s a able Ray- 
fie d- Staffco Oil Burner to handle your heat- 
ing job. Write for full details. 


RAYFIELD-STAFFCO BURNER CO. 


CHICAGO 8, 





Self-contained, 


bungalow to a 


43-22 Tenth St. 





ILLINOIS 


PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


e Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


e Easy to install—on tanks above or below the 
ground and up to 4% of a mile away. 


© For tanks 20” to 50 ft. deep. 


SEND TODAY FOR BULLETIN PF. 
LIQUIDEPTH INDICATORS, INC. 


Long Island City 1, N. Y. 
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‘56 Ford valve advancements for 


extra-long truck engine life! 


Sodium-cooled valves that operate 
up to 225° cooler among the many 
new durability features 


Every 1956 Ford Heavy Duty Y-8 engine brings 
you a combination of long-life features available in 
no other trucks. 


The long life of these new engines (offered in all 
Series 600 and larger trucks) begins right with the 
basic engine structure—the block. 


Compared with ordinary V-8’s, Ford’s Y-8 
engines have a deeper, more rigid block. This extra 
depth holds main bearings in more precise align- 
ment and gives the crankshaft better support. 


Stress-relieved cylinder heads are specially heat 
treated to resist warping. As a result, the heads 
remain “true’”’ and valves retain their precise fit. 
Also, there’s less chance of compression leaks 
around the heads. Gaskets stay on the job much 
longer—reducing truck down-time. 


Sodium-cooled exhaust valves play a major part 
in slashing upkeep costs. Instead of having solid 
stems as ordinary valves do, the stems are hollow 
and partially filled with powdered sodium. Under 
heat, the sodium turns into a liquid. This liquid 
carries heat away from the valve heads far faster 
than solid stems do. Valves run up to 225° cooler, 
last far longer. 


But even the best valve won’t do its job right 
unless it closes against an equally durable seat. 
That’s why Ford sodium-cooled exhaust valves 
have superhard alloy seat inserts. 


New Ford Big Job—the 56 F-750. Choice 
of two Heavy Duty engines: new 175-h.p. 
Y-8...or new 186-h.p. Special Y-8 with ex- 
clusive hood air scoop, 4 barrel carbure- 
tion and twin exhausts. New tubeless tires, 
tachometer and new 16,000-lb. rear axle 
standard. New 21,000-lb. 
GVW rating... new 
42,000-lb. GCW. 





1— Sodium-cooled exhaust valve 2—Stress-relieved cylinder 
head 3—Tungsten-cobalt alloy valve facing 4—Tungsten- 
cobalt alloy seat insert. 


Solid tungsten-cobalt alloy seat inserts. These 
special inserts are highly resistant to heat and 
wear. And, for still greater mileage before valve 
regrinding, exhaust valve heads also are faced 
with tungsten-cobalt alloy. 


Other Ford Heavy Duty features include self- 
sealing, dish-shaped intake valves that seat tightly 
under extreme heat conditions . . . full-flow oil 
filter to clean all the oil and cut engine wear... 
and special long-life copper-lead bearings. 


These and still other Ford features help keep 
engine efficiency at its peak for many more 
miles. They extend engine life and cut maintenance 
costs. All told, it’s a combination you can get 
only from your Ford Dealer. Be sure and see him 
before you buy your next truck. 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to the editor by the Sth. 


Committee starts hot water 
heating equipment Study 


THE COMMITTEE named by the Build- 
ing Research Advisory Board, Wash- 
ington, D. C., has begun work study- 
ing existing data, and defining prob- 
lems relating to hot water heating 
equipment. 

Headed by Dean F. M. Dawson, 
College of Engineering, State Uni- 
versity of Iowa, the group has set up 
a list of priorities. First, the establish- 
ment of criteria which will insure a 
reasonable (eight to ten years) service 
life of hot water equipment. Second, 
the study and recommendation on 
safety devices that should be required 
and how they should be installed, and 
the study of data on hot water con- 
sumption and determination of equip- 
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ment capacities which must be pro- 
vided for adequate service. 

The third priority is the study of 
the clearance that should be provided 
between hot water heating equipment 
and adjacent construction to permit 
service to the installation and replace- 
ment of equipment, and the study of 
manufacturers’ guarantees and war- 
ranties to determine if they can pro- 
vide an acceptable means of assuring 
a reasonable service life. 

After completing its study the com- 
mittee will make a report to the Fed- 
eral Housing Administration. The re- 
port may be used as a guide in the 
revision of minimum property require- 
ments. 


Long Island OHI co-sponsors 
Oilburner refresher Course 


A BASIC REFRESHER oilburner service 
course is being sponsored by the Oil 
Heat Institute of Long Island in co- 
operation with the Long Island Agri- 
cultural and Technical Institute, Farm- 
ingdale, N. Y. 

The course, which meets each Tues- 


nother 





day night at the Institute, began 
October 11 and will continue through 
November 29. A commencement din- 
ner is planned for December 7. 


Topics included in the series are 
procedures in combustion and analy- 
sis, how to make a proper installation 
and how to sell it, trouble-shooting 
with fueloil pumps, fueloils, trouble- 
shooting in controls, annual tune-up 
calls, and trouble-shooting in chimney 
work. 

Among the lecturers for the course 
are Louis Ehrich and Tom Wolf, chief 
engineer and eastern education direc 
tor, respectively, Webster Electric 
Co.; I. M. Nelson, Boston Machine 
Works Co.; John M. Sibarium, manu- 
facturers’ representative; and Tom 
Kenny, Socony Mobil Oil Co. Four 
representatives from the field engineer- 
ing and lecture staff of Minneapolis 
Honeywell Co. also will make presen 
tations. 

A $5 is being 
charged for the course. Students will 
be awarded a certificate of attendance 
if they attend six of the eight sessions. 


registration fee 


STEINEN PRODUCT... 


IGNITION ELECTRODE ASSEMBLIES 


for nearly 300 makes of oil burners 


PRECISION MANUFACTURED 
using only the highest quality materials 


Oil burner manufacturers and jobbers of heating accessories 
can now turn to Steinen as a complete source of supply of 
accessories for the heating industry. 


Prompt attention will be given to all catalog requests. 


WM. STEINEN MFG. CO. 
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43 Bruen Street - Newark 5, New Jersey 
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A New 125,000 Btu Input, 
Avan ana= 3 uy VE a Ove) alolhanelal-va 
(Gas- or Oil-Fired) |. 


Aes 


me 


rehearse s 


Ieee 


...a competitively priced unit 
with important features to boost your sales 


Look Over These 
Quality Features 


1%. CABINET — heavy steel, square cased. Has Mountain 
Spring Green smooth finish. Controls are enclosed. 


2. FLUE OUTLET — in front to minimize occupied floor space 
and simplify connection to chimney. 


3. BURNER — For Type 117 (gas) cast iron, deep drilled raised 
ports; preassembled manifold. For Type 217 (oil) quiet, 
efficient pressure-atomizing type. 


4. BLOWER — suspended from division panel. Centrifugal type 
with multi-blade wheel. Large size (13”), permitting slower, 
quieter operation. 


5. INSULATION — corrosion-resistant panels lined with heavy 
spun glass which is aluminum foil faced. 


6. HEAT EXCHANGER — heavy welded steel, up-draft design, 
cleanable. insures even heat distribution, fuel-thrifty operation. 


= 


This latest addition to Mueller Climatrol’s 
Suburbanaire line, the Type 117-125, is a 
versatile multi-application unit. It meets the 
requirements of either a lowboy or a highboy 
unit in basements, utility rooms, closets — 
for perimeter, conventional small-pipe or 
other installations. But here are the important 
features that make it a sales booster: 
Eye-Appeal — has enclosed burners and 
controls. Compactly styled, only 64” high, 
2514” wide, and 2814” deep — requires 
minimum floor space — gives maximum 
installation versatility. Oil model 35144” deep. 
Efficient, fuel-thrifty — incorporates out- 
standing design features that insure 
fuel-thrifty, quiet, clean operation — long 

life and owner satisfaction. 

Buy-appeal!l — carries the strongly adver- 
tised, nationally-known Mueller Climatrol 
name that spells “quality” to your prospects, 
yet at the same time it’s budget-priced for 
volume sales — lets you meet competition 

on project homes. 

Get acquainted with the profit-building 
Mueller Climatrol line. For specifications, 
write Mueller Climatrol, Dept. 195, 
2115W. Oklahoma Ave., Milwaukee 15, Wis. 



























. ... Industry Groups 


John W. James is nominated 
1956 President of ASHAE 
THE VICE PRESIDENT of research for 
McDonnell & Miller, Inc., John W. 
James, has been nominated for presi- 
dent of the American Society of Heat- 
ing and Air-Conditioning Engineers. 
Members will vote by mail in De- 
cember and new officers will be in- 
stalled at the 62nd annual meeting 
scheduled for January 23-25 at the 
Sheraton-Gibson Hotel, Cincinnati, O. 
Other officers suggested by the nom- 
inating committee are as follows: Peter 
B. Gordon, Wolff & Munier, Inc., 
New York, first vice-president; Elmer 
R. Queer, The Pennsylvania State 
University, second vice-president; 
Ralph A. Sherman, Battelle Memorial 
Institute, Columbus, O., treasurer. 


Nominees for three-year terms on 
the Society’s Council are A. B. Al- 
gren, John Everetts, Jr., James N. 
Livermore, and John H. Ross. Sug: 
gested for the committee on research 
are Frank. H. Faust, Ford K. Hick, 
M.D., Richard C. Jordan, Harold ‘A. 
Lockhart and Arthur Nutting. 
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Percolating Progress Brings 


You Stimulating Profits! 


Classes on kerosene burner 
Techniques set in Baltimore 


ACCORDING to a bulletin from the Oil 
Heat Association of Maryland, Inc., 
Ross Avera will conduct a school in 
kerosene burner techniques at Mer- 
genthaler Voc-Tech in Baltimore. 

The classes are open to all resi- 
dents of the state and will be held on 
Monday nights. The first session is 
underway and will continue through 
November; another session will be 


held during March and April. 


Schurman re-elected President 
of Burning Oil Distributors 


AT THE 24TH ANNUAL dinner meet- 
ing of the Burning Oil Distributors’ 
Association, Chicago, I. L. Schurman, 
Consumers Petroleum Co., was re- 
elected president for the next year. 
Other officers who also were re- 
elected were R. F. Doepel, Braun Bros. 
Oil Co., vice-president; Paul J. Ander- 
son, Petroleum Heat & Power Co., 
secretary; and Harry A. Baldwin, 
Arrow Petroleum Co., treasurer. 





Directors of the association are j. E, 
Anderson, Racine Fuel Co.; H. J, 
Curran, Suburban Oil Co.; J. E. Guil- 
bault, South Side Petroleum Co.: J, 
Loeffler, Commerce Petroleum Co,: 
C. E. Lund, Lunoil Co.:; James Lupori, 
Bell Oil Co.; and R., J. Thompson, 
Apex Motor Fuel Co. 

Lee R. Wolfe is executive secretary 
of the organization. 


oH! Management Conference 


scheduled at Fordham, Nov. 2 


THE SECOND of the Oilheating Man- 
agement Institute Conferences, spon- 
sored by the Oil-Heat Institute of 
America, Inc., New York, will be held 
on November 2, at Fordham Univer- 
sity, Bronx, N. Y. 

The all-day conference will deal with 
labor relations and is sponsored jointly 
by the New York Oil Heating Asso- 
ciation. The clinic will begin at 9:30 
A.M. and continue until 4:15 at Bishops 
Hall on the campus. 

Dean Lawrence Ackerman, Univer- 
sity of Connecticut, will discuss health 
and welfare programs. Benjamin 














Boilers have 2 inch 
wool insulation. 
FURTHER DETAILS 
FURNISHED ON 
REQUEST. 


951 SYCAMORE AVE. 


SHEPHARD 


Percolating Action 


HOT WATER HEATERS 
AND BOILERS 


} Your Answer to the Small Home Market 


Be two steps ahead of competition. Sell a heater and a heat- 
ing principle that is two steps ahead of the ordinary fire-to- 
boiler contact-type. Sell The SHEPHARD Percolating Ac- 
tion for instant heat pick-up ... a definite step ahead in 
heating economy and efficiency. Prevents lime, scale and 
sediment collection. Keeps boiler continually clean. Sturdy, 
are welded construction from heavy boiler plate and tubes. 
Thoroughly galvanized inside and out. Furnished with any 
desired color (blue is standard) with chromium trim. 
Can be furnished with gas or oil burners. 


Shephard HEATER COMPANY 


TERRE HAUTE,IND. 
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uses Delavan Nozzles as 


Original Equipment 





Delavan nozzles are one of the important reasons why the 
Century Engineering Corporation, Cedar Rapids, is justly 
proud of the economical, trouble-free performance estab- 
lished by their Model IP conversion oil burner. Century 
engineers looked for a nozzle requiring little or no main- 
tenance, and they found what they sought in Delavan 
Nozzles. 


al 











More than 120 other manufactur- 
ers have assured top performance 
in their burners by installing Dela- 
van Nozzles as original equipment. 
But whether they are used as origi- 
nal equipment or as replacements, 
Delavan Nozzles can be depended 
upon to deliver the same soft, quiet 
fires time after time. So, demand 
the best, the nozzle that will stand 
the test. That’s Delavan. 





Write for Catalog No. 148B 


DELA 


Mlanudactwendg Co. 


WEST DES MOINES, IOWA 
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. . « « Industry Groups 


Werne, management consultant, will 
be the chairman of the day’s program. 

Some of the topics on the program 
are the impact of competition and its 
effect on labor demands; resolving dis 
putes growing out of labor negotia- 
tions; conduct of labor negotiations; 
fringe benefits; supplementary employ- 
ment payments and sick leaves. All 
topics will be specifically related to the 
fueloil industry. 

Lawrence Murphy, chairman of the 
Labor Committee for the New York 
Oil Heating Association, will partici- 
pate in a question and answer panel 
in the afternoon. 


Constitution, By-laws changed 
by Maine Dealers’ Association 


IT WAS AGREED at a recent meeting of 
directors of the Maine Oil & Heating 
Equipment Dealers’ Association to 
change the group’s constitution and 
by-laws. Basic changes will have to do 
with the election of officers to give 
greater continuity to the organization. 

Following a vote by the member- 


ship, officers will be elected yearly, 
with one-third of the directors elected 
for a three-year term, one-third for 
a two-year term and one-third for a 
one-year term. 

The Governor of Maine has named 
to the Oilburner Licensing Board Prof. 
Harry Watson, University of Maine; 
Gordon Clark, heating engineer and 
Joe Flynn, State Fire Director. The 
Board is now setting up. rules and 
regulations for issuance of installers’ 
licenses. 


Displays readied for Cooling 
Show in Atlantic City, Nov. 28 


EQUIPMENT AND PARTS valued at 
almost three million dollars will be on 
display at the ninth Airconditioning & 
Refrigeration Industry Exposition at 
the Auditorium, Atlantic City, N. J., 
Nov. 28 to Dec. 1. 

Sponsored by the Air Conditioning 
and Refrigeration Institute, the show 
will be the first held in the East since 
1949 and some 20,000 visitors are ex- 
pected to attend. 

Five industry associations will hold 


sessions during the exposition. The Re- 
frigeration & Air Conditioning Con- 
tractors’ Association and the Refrig- 
eration Service Engineers’ Society will 
headquarter at the Ambassador Hotel, 
The American Society of Refrigera- 
tion Engineers and the National Com- 
mercial Refrigerator Sales Association 
will meet at the Traymore Hotel. The 
Claridge Hotel will be the headquar- 
ters for the Air Conditioning & Re- 
frigeration Wholesalers. 


API marketing Handbook 
for personnel Training 


AT THE API CONVENTION in San Fran- 
cisco, Nov. 14-17, a new handbook 
will be distributed to the industry by 
the API Marketing Training Person- 
nel Committee. This is the result of 
several months’ study by the group 
and will be available for free distribu 
tion to the members of the Marketing 
Division. 

At the same time, the committee 
will have available a complete. tran- 
scription of the Petroleum Marketing 





- THE RIGHT PUMP FOR THE JOB 


TUTHILL TYPE SU 
for Industrial Heating 


Designed to han- 
dle heavy fuel 
oils, the Tuthill 


Lae SU multiple 

V-belt unit pro- 

vides flexibility 

never before 

available. Typical 

advancements in- 

clude one-point belt-tension 

adjustment; motors up to 5 h.p. mounted for 

easy adjustment or replacement without drill- 

ing or tapping; jack shaft supported by ball- 

bearing pillow blocks, carries weight of pulley 

and absorbs belt tension. For the complete 
story, write for Catalog No. 107. 





For original equipment or replacement, Model 
30A5G FUELSTAT offers many important 


advantages beyond traditional Tuthill quiet 
operation, leakfree performance and low 
power consumption. It is reversible in the 
field. It has a one-position vertical valve chat 
can be piped from either side and serviced 
easily. Its mechanical seal is replaceable in the 
field. It is universally interchangeable with 
standard commercial models. It reduces pump 
inventory because the same pump can be used 
for both rotations and both valve positions. 
Write for Model 30A5G bulletin. 











Canadian Affiliate: 


TUTHILL PUMP COMPANY 


Dependable Pumps since 1927 


939 East 95th Street, Chicago 


Ingersoll, Ontario, Canada 


19, IIlingis 


Ingersoll Machine & Tool Co., Ltd. 
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PEERLESS Flowing Hot Water Heating Units provide the proper 
proportions of Radiant and Convected Heat for Steady auto- 
matically controlled heating comfort within the home. 


Engineered and Designed for ease of installation, Economy and 
Long life. Ultra Modern in style. Finished in a smooth two- 
toned baked green enamel for customer appeal and ease of 
cleaning. Available in De Luxe Extended or Flush jacket. 


Built-in Tankless Hot Water Coil (optional) Supplies an abun- 
dance of domestic hot water the year round. 


Peerless in addition to Oil Boilers also offers a complete line of 
Gas Fired Units from 70,000 B.T.U. to 5,520,000 B.T.U input. 
Packaged Series . . . Year ‘round series . . . Multiple Com- 
mercial and Industrial Series 




































eye (=) 
“TO” Series 


CAST IRON 
BOILER 


omes of all Sizes 


PEERLESS 


Super Water 
Tube Section 


Each section is single cored 
casting made of special 
analysis grey cast iron 
water filled tubes. These 
tubes have an engineered 
offset to force a twisting 
and turning of the hot 
gases. The design incor- 
porates 10 gas passages 
per section which break up 
the boiler water into small 
quantities for maximum 
heat absorption and 
economy. 


Our expanding program still requires the appointment of a few select dealers. 





Write for complete information. 


THE PEERLESS HEATER CO. 





BOYERTOWN, PENNSYLVANIA 
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Management Conferences at the Uni- Astoria Hotel in New York City, 
versities of Georgia and South Caro-g September 17-21. It was the fourth 
lina. These will be distributed only to ‘national convention of the Institute. 
the memtbers of the committee because Member associations of the Insti- 
of their costly nature. They will be — tute are the Middle Atlantic Whole- 
available for study by other market salers’ Association, New York State 
members. Plumbing and Heating Wholesalers, 
Inc., Northern California Suppliers’ 
Association, Plumbing and Heating 
Wholesalers of New England, Inc.. 
Southern Wholesalers’ Association and 
THE AMERICAN Institute of Wholesale Wholesale Distributors’ Association. 

Plumbing and Heating Supply Asso- An interesting aspect of the conven- 


Plumbing, Heating Wholesalers 
have Convention in New York 


ciations, Inc.. met at the Waldorf — tion was the business conference pro- 
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BURNERS FOR EVERY JOB! 


iL acy sR 9 














A Profitable Lines — all Guaranteed 


4 Model GS-1 for quick servicing, quiet 
performance. New—low cost—wide 
range (.65 to 2.25 gph). Nine other 
sizes Herco high pressure burners— 
.75 to 20 gph. All equipped with 
Thrifti-Fier, individually fire tested. 








“Garden Spot” Boilerd 
Burner Unit. Low priced, 
tankless coil, packaged unit 
to furnish both heating and 
hot water needs for small, 
medium sized homes. Two 
sizes—510 and 640 sq. ft. 
of hot water radiation. 
Units ready to set in place 
and connect. Also: Com- 
mercial Hot Water Heaters. 
Four sizes—107 to 240 gph 
delivery. 





“Stainless Heat” Warm Air 
Furnaces—60 to 150,000 BTU. 
For most any home, small 
building. Hides away in 6-7 
sq. ft. floor space. 5 models 
Lowboy Series; 3 models High- 
boy; 3 models Counterflow. 
Factory assembled. 


















4 Model HLP-1 Low Pressure Burner. 
s Burns only minimum amounts of oil 
required by small heating systems. 
No nozzle clog. Firing “dialed” 
(0.4-1.5 gph). 


HERCO OIL BURNER CORP., LANCASTER, PA., U.S.A. 











gram on Tuesday. The grand ballroom 
of the hotel was divided into booths 
where manufacturers met with those 
attending the meeting. No equipment 
was shown or on display, but com- 


pany representatives were available to 
discuss products and answer questions, 

Business sessions were held on the 
other days of the meeting. Among the 
speakers at the meeting were Dr. 
Kenneth McFarland, General Motors 
Corp.; E. Carl Sorby. George D. 
Roper Corp.; Frank F. Elliot, Crane 
Co.; and Arthur S. Flemming, Office 
of Defense Mobilization. 


Officers of the Institute are Joe W. 
Pitts, president; M. W. Dennison, vice 
president; Roger Slakey, second vice 
president; E. L. Pugh, treasurer; and 
George T. Underwood, executive sec- 
retary. Harrison Somerville was gen- 
eral chairman of the convention. 


t: 


Indiana Heating Contractors 
have Muncie District Meeting 


THE SHEET METAL and Warm Air 
Heating Contractors’ Association of 
Indiana had a district meeting at 
Muncie, Sept. 30. Hosts for the eve- 
ning were the Knapp Supply Co. and 
the Treaty Co., both of Muncie. 

William E. Garber, Jr., spoke on 
gross income tax amendments and John 
Di Matteo discussed time payment 
selling of heating and airconditioning 
installations. 

T. B. Speaker was the moderator of 
a panel on airconditioning. On the 
panel were Robert Leas, J. W. Ridg: 
way and John E. Schillings. 

Committees have been named and 
are planning the association’s 38th an- 
nual convention scheduled for Feb. 
2-3, in Indianapolis. 


Union County Dealers sponsor 
Booth at do-it-yourself Show 


UNION COUNTY (N. J.) Oil Heat Asso- 
ciation had an oilheating display at 
the Town and Country Home Show, 
October 11 through 16. Dealers dis: 
tributed the API booklet, 40 Ways to 
Save Money with your Oilburner, at 
the do-it-yourself show. 

The first fall-meeting of the group 
was held Sept. 15, when plans for the 
show were made. 
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SURE WAY 


TO CLINCH 











SPACE HEATER 































SALES 








“A 
4 


Oe 


{ aa 
AUTOMATIC OIL 
CLEANING EFFICIENCY 


Automatically traps dirt and 
condensation in oil before it can 
reach burner and choke flame. A 
perfect water trap, too. Lifetime 
strainer cleans in hot water in 
three easy steps. A-P Trap-lt 

is a “must” for heaters or 
furnaces with remote tanks. 





AUTOMATIC COMFORT 


Model 240 MT-YS Thermomatic 
Comfort Control assures 
“round-the-clock” luxury of 
even, healthful heat. Once set, 
operates automatically. Installs 
in only three minutes. Fits 
most space heaters equipped 
with an A-P manual 

control valve. 


Betore you close your next space heater sale, 
be sure to mention this trio of A-P accessories. 
Each is a specialist in providing your customers the 
ultimate in automatic comfort and efficiency 

from oil-burning appliances. Remember. ..the 

sure way to clinch space heater sales is to make 
certain you sell more than a space heater. 


Order these fast-selling accessories from your 
wholesaler or write: 








AUTOMATIC OIL 
LIFTING EFFICIENCY 


Automatically lifts oil from storage 
tank to burner. Eliminates a// 

oil handling in the home. Pumps 
fuel from outside or basement tank 
to heater above, as high as 25 
feet. There’s no worry, no mess, 
no effort. A-P Oilifter is ideal for 
central heating systems, too. 





A-D CONTROLS CORPORATION 


@Dy DEPENDABLE (oxc:of: J 


For Air * Gases * Liquids * Refrigerants 

2458 N. 32nd Street, MILWAUKEE 45, Wisconsin 
COOKSVILLE, Ontario NIJMEGEN, Moliand | 
For Export: 13 E. 40th St., New York 16, N. Y., U.S.A, 
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Conference set by Institute 

of Appliance Manufacturers 

A YEAR-END conference is being 
planned by the Institute of Appliance 
Manufacturers at the Netherland 
Plaza, Cincinnati, O., for December 
5 and 6. 

Among those scheduled to speak are 
Elisha Gray, Whirlpool-Seeger Corp.; 
Fred A. Kaiser, Michigan Consoli- 
dated Gas Co.; Richard Harkness, Na- 
tional Broadcasting Co.; and James 
M. Dawson, National City Bank of 
Cleveland. 


There are no hidden contacts 
You can 


tell at a glance whether switch 


ae ee 


in Mercoid Controls 


“TON 


Circullr 1s 


MERCOID PYRATHERM: 


SAFETY 


Visible “On-Off” \ 
Sealed Mercury 
Contacts 


| 
ELIMINATE GUESSWORK 


SAFETY SWITCH | 
2. IGNITION SWITCH 
3. MOTOR SWITCH 


Mercoid 
Pyratherm 
provides 


Low line voltage protection 
Power failure protection 
Protection against flame or ignition failure 


Built-in low voltage thermostat circuit 
Positive ignition circuit control 





Advance registration may be made 
by writing the Institute, Shoreham 
Hotel, Washington 8, D. C. 


Pennsylvania Petro. Jobbers 
have Convention, Oct. 23-25 


THE FALL CONVENTION and annual 
meeting of the Pennsylvania Petroleum 
Association, Inc., was held at the 
Pocono Manor Inn, Pocono Manor, 
Pa., October 23-25. 

The meeting combined business with 
pleasure. Leavening the business ses- 








AND IGNITION 


lefe} ba dels 


FOR INTERMITTENT OR CONSTANT 
IGNITION BURNERS 





THE MERCOID CORPORATION 


4219 BELMONT AVENUE 
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sions were a golf contest, banquet and 
various luncheons. Kerryn King, The 
Texas Co., made the principal address 
at the banquet. 


North Carolina Oil Jobber 
Group becomes ont Chapter 


DURING THE RECENT annual meeting 
of the North Carolina Oil Jobbers’ 
Association it was voted by the mem- 
bership to join the Oil Heat Institute. 

OHI directors’ meeting Sept. 29-30) 
in Atlantic City approved of the 
groups’ membership as a Distribution 
Division member-chapter. 


Mechanical Engineers to meet 
in Chicago during Power Show 


MEMBERS of the American Society of 
Mechanical Engineers will have their 
Diamond Jubilee annual meeting in 
Chicago, November 13-18. During the 
same week the Exposition of Power 
and Mechanical Engineering will be 
held at the Chicago Coliseum. 

Some 350 technical papers will be 
presented. Among those of particular 
interest to the oilheating industry are 
papers on boiler feedwater studies, 
fluid meters, fuels, heat transfer, and 
petroleum. 


Hunter elected NPA President 
at Meeting in Atlantic City 


G. B. HUNTER, president, Quaker State 
Refining Corp., was elected president 
of the National Petroleum Association 
at the annual meeting held recently 
in Atlantic City, N. J. He also was 
re-elected treasurer. 

Paul R. Beck, Pennsylvania Refin- 
ing Co., was elected first vice presi 
dent; Rex S. Blazer, Ashland Oil & 
Refining Co., was named second vice 
president. 


Chicago Oil Men’s Club has 
Oil Progress Week Luncheon 


WALTER F. MULLADY, Rogers Cartage 
Co., was the guest speaker at the kick- 
off luncheon of Oil Progress Week. 
October 10, jointly sponsored by the 
Chicago Oil Men’s Club and the Oil 
Industry Information Committee. 
Members of the club also attended 
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= BIG'PLUC’ 
NOW BACKED BY A 


10 YEAR WARRANTY MUU.@OS oe 


GAS-FIRED 

MODELS There is no substitute for QUALITY in home heating 
le ah le ea equipment...and that is why so many top builders 
every type of residential install Kaustine Gas and Oil-fired Furnaces. 
installation delivering from They know they can rely on Kaustine’s most 


64,000 to 90,000 B.T.U.’s at 
the bonnet. High Boy, Low 
Boy and Counterflo models 
all fully tested and approved a minimum of fuel consumption. 


unique development, the “Tear- Drop” Designed Heat 
Exchanger System, to deliver quick, even heat with 


by A.G.A. They know they can depend on Kaustine warranty 
OIL-FIRED backed furnaces for efficient trouble-free operation 


MODELS and long years of service. 


P : They know that Kaustine Engineering and Factory 
A complete line of warm air ‘ ; ; 
units for every type of instal- Assembly cuts their construction and _ installation 


lation delivering from 75,000 costs to a minimum and that Kaustine Design saves 
to 250,000 B.T.U.'s at the valuable floor space. 
bonnet. All models equipped 


with high pressure burners to j : 
burn No. 2 fuel oil. ... let Kaustine solve your heating problems. 


So, whether you build modest homes or mansions 





GET THE FACTS ...WRITE DEPT. F-11 






MAUSTINE 
Quality 


+) Giotets TOPS IN QUALITY 


There is a Kaustine Furnace or Winter 





Air Conditioner for every type of home 
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an Executives Club luncheon, October 
14, when H. S. M. Burns, president, 
Shell Oil Co., spoke. Cliff Wells, 
Standard Oil of Indiana, 
speaker at a meeting on October 20. 


was the 


Dean Herr speaks at Meeting 
of South Jersey Fuel Dealers 


GUEST SPEAKER at the October 11th 
meeting of the South Jersey Fuel Mer- 
chants’ Association in Clementon, 
N. J., was Dean Herr, Union Oil Co. 
of California. 


Super 
Cleaned 
Plants 
Insure 
Healthful 





The first requirement of ‘*bet- 
ter health through better heat- 
ing” is a clean plant. No plant 
can deliver the performance 


Super Model SH—For 
both wet and dry, hot and 
cold cleaning. May be equipped with 
Supertex Filter Bag at slight extra cost. 
Note that Supertex bag is not over-size 
but of standard compact size. 


Carl Williams, chairman of the fuel- 
oil committee, commented on the cur’ 
rent situation in the area. Joe Sypherd 
discussed the coal market. 


Bursaw, head of Massachusetts 
OHA, calls first fall Meeting 


WILLIAM J. BURSAW, JR., Bursaw Oil 
Corp., Salem, Mass., presided over his 
first meeting as president of the Massa- 
chusetts Oil Heating Association on 
October 11. 

A review and analysis of natural 





built into it unless it is clean. Plant failure and service troubles can 
often be avoided by keeping the furnace and pipes free of dust 


and dirt. 


The Super Model SH is powered and equipped to do a thorough 
cleaning job on all kinds of heating plants. Easy to operate, the 
Super cleans furnaces hot or cold, without disturbing the household. 
Chimney cleaning tools which operate from the basement up are 


standard equipment. 


The Super Model SH is light in weight, handles easily. Super 
cleaning provides you with a rewarding all year business. It in- 
creases the number of satisfied, steady customers who come back 
again and again for repairs, replacements and new plants. Also, 
they tell their friends about your service. Ask your local Super 
dealer. Write for complete specification data. 


THE NATIONAL SUPER SERVICE COMPANY 


1951 N. 12th Street 


Sales and Service in Principal Cities 










Toledo 2, Ohio 


In Canada: Plant Maintenance Equipment Co. 
Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 


SINCE 191) 


® 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 











gas competition was the subject of the 
meeting. 

Serving with Bursaw during the 
year will be the recently elected 
Charles McAlpine, vice-president and 
the reelected Mrs. Catherine Wood. 
bury, secretary; Fred Brehm, treas- 
urer; and Fred N. Beckwith. honorary 
secretary. 


Atlantic City public School 
has Burner service Course 


AN OILBURNER service course covering 
installations, service and controls, hot 
water and warm air systems, began 
October 5 at the Illinois Avenue Cen- 
ter, Atlantic City, N. J. 

Meeting on Tuesday and Thursday 
evenings, the course will continue 
through the second week in March. 
The classes are open to those who have 
wage-earning experience in the in- 
dustry. 

The school is being offered by the 
Board of Education under its vocation 
and adult education program. 


Lincoln Tech schedules 
new oilburner Courses 


TWO NEW OILBURNER classes are un’ 
derway at the Lincoln Technical In- 
stitute, Newark, N. J. The courses be- 
gan last month and will be held from 
7 to 11 p.m. every Friday evening 
for 15 consecutive weeks. 

One course is on domestic oilburner 
trouble shooting and the other covers 
the service and maintenance of com’ 
mercial and industrial burners. The 
classes consist of lectures, demonstra’ 
tions and practical shop projects. Tui 
tion for either course is $75. 


Three Jersey Organizations 
combine to hear Herb Spade 


THREE COUNTY organizations in New 
Jersey combined October 20 in Moun: 
tainside, N. J., to hear Herb Spade, 
national chairman, OHI Distribution 
Division. The sponsoring Oil-Heat ax 
sociations were from Essex, Morris and 
Union counties. 

Spade is also general manager, E. 
Robison, Inc., Hartsdale, N. Y., and 
discussed oilheating promotion at the 
dealer get-together. 
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Jalonack is speaker at Western 
Massachusetts Council Meeting 
THE FUELOIL Council of Western 
Massachusetts met with the Greater 
Springfield Homebuilders’ Association 
at the Hotel Shelton, Springfield, 
Mass.. 
Jalonack, former vice president, Levitt 
& Sons. 

A special fund was raised by the 


October 20. to hear Irwin G. 


group in order to underwrite the 
speaker's expense. Oilheating men were 


able to make contacts with the home 


builders and to get ideas for their own 
use. 


Philadelphia service Managers 
have first Meeting of Season 


THE FIRST FALL MEETING of the Phila- 
delphia Oil Heating Service Managers’ 
Association was held September 21 in 
Philadelphia. 

During the meeting the service rate 
chart was brought up to date by mak- 
ing corrections where needed. 


DEALER 
OPPORTUNITY! 


MAIL THIS TODAY! 





Res ee ee Ce ee 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


SEND THIS COUPON—ACT NOW! 


Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 





Address. 





City. 


(STREET ) 


State 





ccc------ 


deiilanaiishareantindinreneinmnemndin 


GET ALL THE FACTS ON 


GILBARCO 


SPECIAL LOW PRICES 





FOR ITS COMPLETE LINE OF HEATING EQUIPMENT 


Meet and beat your competition with no narrowing of your 
profit margin! Now you can sell the famous Gilbarco line of 
heating equipment at special low prices. Gilbarco decentralized 
distribution facilities now in operation, complementing ex- 
panded production facilities, make this possible. For a wider 
market with more sales and profits — investigate this great 


opportunity today! 
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Calendar of coming Events 


NOVEMBER 


2—oH! Management Institute Con 
ference. Fordham University 


Bronx, N. Y. 


National Oil Jobbers 
Sherman Hotel, Chicago. II]. 


OHI of Long Island, Inc. (Dinner 
meeting), La Grange Inn. Mon 


tauk Hwy., Babylon, N. Y, 


American Society of Mechanical 
Engineers, (Exposition of Pow- 
er and Mechanical Engineering 
in conjunction with Diamond 
Jubilee meeting), Chicago Colj- 
seum, Hilton and Blackstone 
Hotels, Chicago, Ill. 


American Petroleum _ Institute, 
(35th Annual convention), 
Mark Hopkins, Fairmont, St. 
Francis and Palace Hotels, San 
Francisco, Calif. 

—Refrigeration @ Air Conditioning 
Contractors Assn., (Annual 
convention), Atlantic City, N. J. 
National Heating and Aircondi- 
tioning Wholesalers, Inc.. (Na 
tional convention), Governor 
Clinton Hotel. New York, N. Y. 
~Air Conditioning @ Refrigera- 
tion Institute. (9th Air Condi- 
tioning and Refrigerating Ex- 
position), Atlantic City, N. ] 
30-Dec. 1—National Warm Air Heating 
and Air Conditioning Assn.. 
(42nd Annual convention), Ho- 
tel Statler. New York. N. Y. 





to 
2 i 


ty 


14-17 


DECEMBER 
5— 6—Institute of Appliance Manufactur- 
ers, (Year End Conference), 
Netherland Plaza, Cincinnati, O. 


8- 9—-American Petroleum Institute. orc 
meeting. Biltmore Hotel. New 
York.wN.. Y. 

JANUARY 

10-12 Kentucky Petroleum Marketers 
Assn.. (Annual Meeting), 


Brown Hotel. Louisville, Ky. 


12 South Carolina Oil Jobbers Assn., 
(Annual Meeting). Hotel Co 
lumbia, Columbia, S. C. 

Northwest Petroleum Assn., (An- 
nual Convention), Nicollette 
Hotel. Minneapolis. Minn. 


25-26 


FEBRUARY 

2— 3~-Sheet Metal @& Warm Air Con: 
tractors’ Assn. (Convention), 
Indianapolis, Ind 


Iowa Independent Oil Jobbers 
Assn., Inc., (Convention), Fort 
Des Moines Hotel, Des Moines, 


Ta. 
>, 
%,° 


Emory Lamb and Werner K. Hafer 
named regional managers, Toridheet 
Division, Cleveland Steel Products 
Corp., Cleveland. Lamb, formerly 
with White-Rodgers, will cover north’ 
eastern Ohio and eastern New York 
State. Hafer will cover northeastern 


Illinois, northern Indiana and the 


western half of Michigan. 
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INSTALLING DEALER'S HANDBOOK 
. 1 ot CONTROL OF UNUSUALLY HIGH 
bi ee Be, $e DRAFTS AND VERY LOW DRAFTS 
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ouncih REGULATING DRAFT ON LARGE PERFORMANCE TESTS ON 
Dine GAS BURNERS IS A_ NECESSITY FIELD "SNA" INCINERATOR 
Mon 7 DRAFT CONTROLS 
Y. 
1anical 
f Pow- 
leering ee Be 
amond 
» Coli- FTE si a 
kstone a ti i 
| 1e0ld cE FIELD CONTROL DIVISION OF H.D. CONKEY & COMPANY 
stitute, “ = se = 
ntion), se ia ey i / h | e PP 4 
% Sn BAROMETRIC “DRAFT CONTROLS ~“shlenceta., 4 linet 
tioning rat y 
NT LONG BREECHINGS 
rom TO OUR CUSTOMERS: 
- a aaa 
yvernor , rs 
, Another important reason why Field Controls 
Pic 3 are first is the constant flow of technical and 
~ ie engineering data coming from our laboratories to 
NJ assist the manufacturer, jobber and dealer in the 
— proper installation of draft controls. 
1), Ho- 
v. Y. Bulletins are available covering all the Oe ee 
various needs and problems in draft regulation. 
ifactur’ Over 110,000 copies of one brochure alone, "The 
eee Field Handbook for Installing Dealers", have been 
1 om distributed --—- an example of the assistance given 
I. New dealers by our laboratory. 
Constant research is being carried on to 
hen provide you not only with the finest draft controls 
>eting ), ° SELF SUPPORTING STEEL STACKS 
Ky. but to keep you abreast of the newest requirements, 
i the newest techniques. 
te 0" 
(Aw If you have a draft control problem write us. 
icollette The solution is probably available in one of our 
many research bulletins. One of the originators of 
today's barometric draft control still heads our 
— research department. If your problem is new it will 
— have his attention. VENTILATION OF BOILER ROOMS 
Jobbers 
), Fort 
Moines Very truly yours, 
FIELD CONTROL DIVISION 
Hee eC SQetie 
ridheet By < 
roducts OFF PERIOD LOSSES 
yrmerly 
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eastern 
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AUBRATED ADJUSTMENT WEIGHTS DEMONSTRATIONS OF DRAFT o SPECIFICATIONS AND INFORMATIO 
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The PENN Chiller 


Most Advanced Type... Forced Water 
Central Heating and Cooling System 


Pioneered by Penn, this modern combination 

. . . Penn Air-rad, Penn Boiler and Penn Chiller 

. offers top heating-cooling efficiency and 

value for new homes, motels, and all types of 
commercial and public buildings. 

Don’t delay . . . get the facts today about the 


Penn heating-cooling package. You'll find it easy 
and profitable to install. 


For complete information, write to Dept. FO-6 


PENN 


BOILER & BURNER 
MFG. CORP. 


Lancaster, Pennsylvania 
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New Prods ucts 


Each New Products item has an identifying number. 





If you want more information on any equipment described 
here send the coupon on page 128 to FUELoW & On 
HEAT, 2 West 45th St., New York 36, N. Y., and iden- 


tify the product by circling its number on the coupon. 


Decker decreases weight of Truck 
and increases carrying Gallonage 


THE OPTIMUM is the name of the new Decker truck which 
has been designed with less dead weight and an increased 
capacity. Conven- 
tional tires were 
discarded for high 
capacity nylon 
Without 
sacrificing 
strength or safety 
other modifica- 


tires. 


tions were made 
to increase gross 
vehicular weight ratings. 

Meters have been installed inside cabs thus protecting 
them from the elements. The comfort of the driver has 
been considered by this move. In addition the Decker truck 
is equipped with a Bostrom level ride, torsion spring sus 
pended seat. Power steering is standard equipment. 

Made by: Decker Bros., 300 Lincoln Ave., Hawthorne, 


N. J. 





Circle El on coupon, page | 28 


Flame-Master low pressure Burners _ 
in Models up to 13 gph Capacity 


FLAME-MASTER’S low pressure burner line is offered in four 
models with capacity range extending from !/2 to 13 gph. 
The burners oe 

corporate a flame {4 Conn 
shape _ control, on 
provided by the 
combustion head, 
whose adjustable 
spacing permits 
shaping the flame 
to the combustion 
chamber. 


in- 
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a properly balanced 









and controlled 
hot water heating 


system demands 


TACO 


From top, left to right: 


TACO FLOW REGULATOR * TACO-VENT * TACO VENTURI 
FITTING * TACO REDUCING VALVE * TACO AIR-SCOOP 
TACO UNIVERSAL FLO CHECK * TACO CIRCULATOR 


TACO HEATERS, INC. 
1160 Cranston Street * Cranston 9, R. J. 
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‘VENTALARM °GAUGE 


Underwriters’ Approved 









install instead of three. 

Specify tank depth and opening 
| when ordering. 
“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 





or the SOULLY ° GAUGE 


Underwriters’ Approved 


| 


rr 


: 
* 


et 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 
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Specify tank depth when ordering. 





The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 



























and the famous 


VENTALARM 


Tm GEG US PAT OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 





A variety of models for 
new and old tanks. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 









See your regular Supply House. 


SCULLY SIGNAL COMPANY — 





Just fill while 
the whistle blows.” 


nadian Branch: CULLY SIGNAL LTD. 286 King St. w.. 
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A feature is the fuel meter, which is pre-set at the fac 
tory, while the air compressor and fuel pump are one 
integral unit. Air and oil are mixed at the nozzle by means 
of a double tube—fueloil is supplied through the inside 
tubing and air through the outside. Adjustable spacing 
between air cone and head allows setting for correct air 
pressure within the blast tube. 


Made by: Flame-Master Co., 3118 No. Milwaukee Ave., 
Chicago 18, Ill. 


Circle E2 on coupon, page 128 





Petrometer remote reading liquid 
depth Gauges come in four Models 


SERIES 1400 Petrometer remote reading liquid depth gauges 
are available in four models. They can be installed on tanks 
50 ft. deep, lo- 
cated above or be- 
low the ground 
and up to a quar- 
ter mile away. 
Models A, B and 
F are used where 
compressed air 
supply is avail- 
able. model M 
where it is not. 

All models are equipped with a push-button aerator 
valve for transmission line purging. Model B has in addi- 
tion a bubbler to indicate constant aeration. Model F uses 
a flowmeter instead of a bubbler. Model M is equipped with 
a manual compressor and air storage tank. 

Made by: Liquidepth Indicators, Inc., 43-22 Tenth St., 
Long Island City 1, N. Y. 


Circle E3 on coupon, page |28 

















M-H announces combination 
electronic-pneumatic Relay 


HONEYWELL’S electronic-pneumatic relay combines elec’ 
tronic temperature sensing with conventional pneumatic 
valve and motor 
operation. The 
control, RO7900, 
is used with a con- 
ventional 500- 
ohm _ electronic 
thermostat 
mounted in place 
of existing pneu- ae 
matic instruments, while conventional pneumatic valves, 
relays, switches, motors and industrial operators are used 
in the system. In addition to its ability to provide tempera 
ture control for the small building or skyscraper, the new 
control also may be used with fan systems, pneumatic com 
pressor unloading devices and hot water converters on 
pneumatic installations. 

The relay consists of a bridge assembly, amplifier and 
relay-actuated valve unit, all inter-connected. Bridge and 
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Anything Less is an 
Old-Fashioned Truck! 





If you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, 
you’re bound to be farther ahead at trade-in 
time. Now look at the way Chevrolet fills the 
bill. Even so-called new trucks are old fash- 
ioned without all these Task-Force advantages! 


Shortest stroke V8’s* of any leading truck—the most 
modern truck engines money can buy! Their 
compact, short-stroke design means longer life, 
because of less friction and wear. Chevrolet’s 
extra-rugged and dependable high-compression 
valve-in-head Sixes are ultra economical to 


keep humming. They squeeze more power out 
of a tankful of gas! 


The latest in cab comfort and safety—High-Level ven- 
tilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 


Most modern chassis features—new suspension, more 
rigid ladder-type frames, Power Brakes stand- 
ard equipment on 2-ton jobs! 


Work Styling—Here’s heavy-duty styling that’s 
matched to the job; modern styling that calls 
attention to your business! Your Chevrolet 
dealer has complete details. See him soon... . 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 


NEW CHEVROLET 
mer Jask-Force trucks 
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Saving ON-THE-J0B Time 


Brings BIGGER ON-THE-JOB PROFITS 
with a QUICKLY INSTALLED 






COMPLETELY EQUIPPED FOR 
FAST INSTALLATION 


tions means loss of valuable man- 
hours. Completely equipped for 
immediate installation, the 
VENKO Packaged Unit saves time 
...eliminates wiring problems and 
delays caused by missing parts. 
VENKO attracts customers, too, 
because it’s space-saving ... pro- 
vides uniform heat and piping hot 
water fast at unusually low cost. 
So why not give your profits a 
boost? Feature the popular boiler 
... ordered ... reordered... by 
leading builders throughout the 


country. 
Quick Sf 


Helio and 


on 


PLENTY OF HEAT AND 
HOT WATER 


FUEL-SAVER — economical 
to operate 


FULLY WIRED AND 
ASSEMBLED (as illustrated) 


FITS THROUGH A 30-INCH 
DOOR in easy one-man 
handling crate 


BUILT TO FIT THE MODERN 
HOME 


NATIONALLY ADVERTISED 





@rime wasted in difficult installa- 
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amplifier assemblies mounted on a hinged panel provide 


_ easy access to the valve unit and vacuum tubes. Printed 
| wiring circuits are used in the electronic portions of the 





panel. 
Made by: Minneapolis-Honeywell Regulator Co., Min- 
neapolis, Minn. 


Circle E4 on coupon, page 128 


OPW has utility Hose swivel check 
Valve that will not pull apart 


OPW’S HEAVY DUTY utility No. 9 hose swivel check valve 
combines an inlet check valve and a hose swivel in one 
compact unit. —— 
Constructed of 
wear - resistant 
bronze it is sealed 
with a modern 
“O” ring for no- 
leak operation. 

Swivel tail and 
body are held to- 
gether with lock 
wire. Will not pull apart. Eliminates twisting, kinking and 
undesirable tension resulting from rotary motion. Poppet 
spring-loaded approximately 1)/2 psi. 

Made by: opw Corp., 2735 Colerain Ave., Cincinnati, O. 





Circle E5 on coupon, page 128 


Crise Control's new round Thermostat 
can be matched to customer's Walls 


THE NEW MODEL TR-125 Crise round Thermostat has an 
enclosed precision snap action switch to make or break 
the circuit. No leveling is necessary. 
Separate scales are provided for room 
temperature and temperature setting. 

An adjustable heater covers a range 
of .35 to 1.2 amps. Cover is removw 
able and may be painted to match sur- 
roundings. Two models are available: 
the TR-125 for low voltage circuits, the TR-125M for milli- 
volt circuits. 

Made by: Crise Controls Div., Acro Mfg. Co., Colum 
bus 16, O. 





Circle E6 on coupon, page !28 


Flexline, seamless metal Hose, 
corrects Expansion in Piping 


FLEXLINE expansion connector compensates for expansion 
and contraction in steam and hot water lines and is de: 


_ signed to correct 


misalign- 









a css 
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ment, dampen 
noise and prevent 
leaks. . 
It is of all brass construction seamless flexible metal hose 
with high tensile bronze braid and male fittings. Standard 
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‘skin-heat-in-seconds’ 
always gets you on the 
job in a hurry and 


saves fuel!” 


—, 
“Soot 


“I'm a prize winner at 


» *@ 
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heating up faster... 
thanks to J-M 
Insulating Fire 
Brick!” 


a 






J-M Insulating Fire Brick build fireboxes 
easier, faster—and save up to 10% on fuel 





Building an oil burner firebox quickly and 
easily with J-M Insulating Fire Brick. Labora- 
tory tests prove that these brick lower fuel con- 
sumption as much as 10%. That’s because they 
provide “skin-heat-in-seconds.” Within sec- 
onds after the burner goes on, the entire inside 
surface of the firebox is white-hot. 





Here’s a sure way to transform any 
oil burner into a champion at heating 
up fast and saving fuel. Build its fire- 
box with J-M Insulating Fire Brick. 
They provide a skin-deep curtain of 
white-heat intensity within seconds 
after the burner goes on! 


They will make the burner cleaner 
and quieter, too. They not only retard 
soot, smoke and odor .. . but their 
lightweight cellular construction 
holds operating noise to a minimum. 


You’ll find J-M Insulating Fire 
Brick easy to install. They can be cut 
quickly with a hacksaw blade to build 
any shape or size firebox specified by 
the oil burner manufacturer. Recom- 
mended brick for domestic oil burner 
fireboxes are JM-20, JM-23, and 


Johns-Manville INSULATING FIRE BRICK 


JM-26. For industrial use . . . JM-28 
and JM-3000. 

See your J-M Distributor for further 
information about these easy-to-use 
brick that heat up faster, save more 
fuel. Or write to Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 










For sealing against gas 
and air leaks, use J-M 
FIREITE* Asbestos Furnace 
Cement. For lining 
hearths of rotary burn- 
ers, use J-M STAND- 
ARD FIRECRETE*—a 
hydraulic setting re- 
fractory —- ready for 
use in 24 hours. 
*Reg. U.S. Pat. Off. 








JM 
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For “Skin-Heat-in-Seconds” in Fireboxes 



















VAG URE LTS 


AT-A-GLANCE 


% 
ODF" rank GauceE 
gives exact reading level 
of oil in tank 


at point of delivery! 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose . . . Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


TYPE ODF-11/. Fits 
14%.” tank opening 


TYPE ODF-2 Fits 2” 
tank opening. 


*OIL DEALERS’ 
FRIEND 





TELLS WHEN OIL 
1S NEEDED 


Seats 
9 i as 5 es 


Lee Pessoa) 2. | 











eeeHOW MUCH 
1S NEEDED 


Tag 
yak 
KRUEGER: SenZiy GAUGES 


GREEN BAY + WISCONSIN 


> 2 
“as 


ed © Weather-tight plastic dome 
calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
at all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction, 

@ No complicated mechanism. 

@ Simple and quick to install. 

@ Lowest cost remote reading 
gauge on market. 





































On guard—24 hours a day 
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sizes V4" and 14%” I.D., with larger sizes furnished on 
request. 


Made by: Packless Metal Hose, Inc., 31 Winthrop Ave,, 


" New Rochelle, N. Y. 


Circle E7 on coupon, page 128 


Fueloil Filter made by Auto-Flo 


uses economical zinc die Castings 


AUTO-FLO’S new fueloil filter uses zinc die castings because 
of the corrosion resistance of zinc and the over-all resultant 
economy. The fil- 
ter bowl is of one- 
piece construction 
and the top has 
inlet and outlet 
ports to divert oil 
through filtering 
element. 

Oil coming 
through the inlet 
port must pass through felt discs and wire screen before 
it can flow to the outlet port into the burner supply lines. 
Available in two sizes: standard, Model F300 and King 
Size F400. 

Made by: Auto-Flo Corp., 14590 Schaefer Highway, 
Detroit 27, Mich. 


Circle E8 on coupon, page 128 





Tankit widens Application of its 
Neutroda deodorant Preparation 


NEW APPLICATIONS for Neutroda have been suggested by 
Tankit Co. A change in the product’s formula has per- 
mitted inclusion of an additional feature so that it now 
not only destroys fueloil odors, but is effective in warm 
air systems to kill mildew odors which may build up dur- 
ing the off heating season. At the same time, when sprinkled 
on air filters, Neutroda helps to dispel other disagreeable 
odors in any part of the house. 

Neutroda powder from one container can be diluted 
with water to make approximately 3 gals. of odor neu 
tralizer, if a liquid is desired. 

Made by: The Tankit Co., 174 Goldsmith Ave., New’ 
ark, N. J. 

Circle E9 on coupon, page 128 


Gerwin adds baseboard Diffuser 


for perimeter Heating or Cooling 


THERMO-30” DIFFUSER announced by Gerwin was designed 
for perimeter heating and cooling, but can be used in place 
of a standard reg- 
ister or as a return 
air register. This 
baseboard diffuser 
has over 37 sq. 
ins. of free area 
and features low 
resistance and 
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These six exclusive features have 
made Purolator PF-2002 Oil 
Burner Fuel Line Filter the most 
widely used by original equipment 
manufacturers in the combustion 
industry. Here’s why: 


Purolator’s element is water- 
proof and acid-resistant, hold- 
ing back sludge-forming water 
that clogs nozzles. 


The Purolator element is uni- 
formly dense. It is the only 
medium to provide micronic 
filtration to .0002. 


This uniform density prevents 
channeling. There are no “soft 
spots” for oil to break through 
easily and thereby minimize 
filtration. 


Purolator’s micronic element 
will not shrink, distort,‘stretch, 
flake, or deteriorate when oil 
passes through. It will not 
wear. 


Purolator elements fit most 
popular filter housings. The 
necessary gaskets for installa- 
tion in other housings are 
included in the Purolator 
package, for the cost of the 
element. 


Purolator offers a standard 
one-sized unit which is physi- 
cally among the smallest 
elements available, yet has a 
capacity three times the larg- 
est element sold for domestic 
burners. This reduces stock 
and inventory problems. 


The Purolator PF-2002 prevents 
nozzle clogging . . . cuts down fuel 
pump wear...lowers fuel consump- 
tion by improving combustion. 
Write us for further information 
and prices. Address Purolator 
Products, Inc., Rahway, New 
Jersey, Dept.. OB3-1112. 


A FEW ATTRACTIVE DEALER 
AND JOBBER TERRITORIES 
ARE STILL AVAILABLE 


Remember, the Purolator PF-2002 
element fits most popular housings. 
Stock and inventory problems are 
reduced—this one Purolator ele- 
ment with adapters is widely inter- 
changeable. 








popular housings 


6. One size fits all jobs 


1. Waterproof 
and acidproof 


2. .0002" 
Titiaelatelal 


3. No channeling 





:4. No distortion 


One of them may be in your area. But please send requests for confidential jobber and dealer informa- 
tion on your company letterhead. 

































The Modern Draft Control 








Trigger-ready for the slightest change in 
draft, the Windmaster vane is mounted for 
action! Starting at the important 45° angle, 
it doesn’t have to make that nervous, ineffec- 
tive trip from zero to 45 degrees. 

At the slightest movement of the Wind- 
master vane, prompt relief is provided. 
Whether the split-second need is to open or 
close, Windmaster is “guicker on the draw.” 
This can mean the difference between an effi- 
cient, smooth running installation and one 
that has the j-i-t-t-e-r-s. 


You benefit by these Windmaster Features 


B 45° Vane—no nervousness M Large Square Vane—more 


—faster response effective area 


@ Permanently Silent Non- M@ Sloping Pipe Installations 


Rusting Nylon Bearings @ E-Z 'Dapter — quick, easy 


@ Calibrated Counterweight installation 


It pays to say 
‘‘Windmaster’”’ to your jobber 


ll ' nl dm a stor Corporation 


43 Vine St. Columbus 15, Ohio 
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high capacity—up to 12,000 Btu for heating, 5,000 Btu 
for cooling. 

For ease of installation, the bottom is scored at the rear 
edge and breaks off to size of boot after two cuts with 
straight snips. 

Made by: Gerwin Industries, Inc., 200 Spring St., Michi- 
gan City, Ind. 


Circle E10 on coupon, page 128 


Steamaster Tablets by Stewart-Hall 
provide Boilers with water Treatment 


A CONCENTRATED form of boiler water treatment called 
steamaster tablets has been developed by Stewart-Hall. Each 
tablet is compounded and weighed to provide rust proof- 
ing and conditioning for 100 sq. ft. of radiation. Two 
tablets are used for each 100 feet when cleaning a dirty 
boiler. 

Can be used in all types of boilers and in steam and hot 
water heating systems. Each tablet contains some tint to 
indicate to consumer that his boiler has been treated. 

Made by: Stewart-Hall Chemical Corp., P. O. Box 66, 
Fleetwood Station, Mt. Vernon, N. TY. 


Circle El! on coupon, page 128 


Rayfield-Staffco gun-type Burner 
is designed for large Apartments 


AN IMPROVED GUN-TYPE automatic oilburner using No. 5 
oil has been designed by Rayfield-Staffco Burner Co., Inc. 
A dual piston, self- 
lubricating air com- 
pressor main 
tains high pressure 
for burning heavy 
oil, Oil is pumped at 
a rate of 2 to 20 gph. 

Especially suited 
for large apartment 
dwellings, the burner 
has a_ self-cleaning 
nozzle and a non- 
pulsating adjustable flame, shaped to fit the boiler. Burner 
is electrically controlled and automatically pre-heats. 

Made by: Rayfield-Staffco Burner Co., Inc., 2066 S. 
Canalport, Chicago 8, Ill. 


Circle E12 on coupon, page 128 





Soot-a-Way to clean oil Furnaces 
is made by Amber-Rose Industries 


A HARMLESS and odorless soot remover has been developed 
by Amber-Rose Industries. Sprayed into furnace or boiler 
it is said to remove soot right down to the metal. 
Soot-a-Way requires no machinery for application, and 
will carry on into chimney. Available in 1142 and 3 Ib. cans. 
Made by: Amber-Rose Industries, 3118 Milwaukee Ave., 
Chicago 13, Ill. 


Circle E13 on coupon, page 128 
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FAST-ACTION AIR RELEASE: FIL-O-MATIC’S exclusive by- 
pass design positively eliminates any danger of pressure 
shocking tanks—even at the fastest pumping rates! 
FIL-O-MATIC is a new improved design, LOW COST whistling 
vent signal,engineered for years of trouble-free performance. 
UNCONDITIONALLY GUARANTEED against defects. 
FIL-O-MATIC whistles while tank is being filled: when tank 
is full, whistle stops automatically. 


Made of high-grade gray cast iron. Universal design— 
ee for 1%” and 2” tank openings—and 1%" vent pipe. Fits. 

all tanks. Easily adjusted float for both horizontal and 

vertical position tanks. 


e/ 
y. 


) 
lid WW 


Fil-O-Matic stops 
ne eee See your local jobber or write for literature. 


acetic Territories aré available to qualified dis- 
tributors. Get all the facts. Your immedi- 
ate inquiry invited. 





Bonded against patent infringements. 


A.C.E. ACCESSORIES 


Division of Kresno-Stamm Manufacturing Co. 


Palisades Park, N. J. 


PS: JOBBERS—HAVE YOU INVESTIGATED OUR SPECIAL $$$$ SAVING INTRODUCTORY OFFER— 
VALID UNTIL DECEMBER 1, 1955. 


Lin 
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with 
HEAT- RESISTING 
STEELS 


SHEARED 
TO SIZE 


for your COMBUSTION CHAMBE 


In more ways than one, it pays to specify 
Ingersoll heat-resisting stainless steel for 
your oil burner combustion chambers. 


Ingersoll heat-resisting stainless has ex- 
ceptional forming qualities—so it’s easy to 
fabricate. Its analysis is correct—to with- 
stand high temperatures. It’s made by spe- 
cialists—so you know it’s made right. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer ex- 
ceptional service by custom shearing to your 
own specified combustion chamber blanks, 
or multiples thereof. 


 Hdbeanteges 


OF HEAT-RESISTING STEELS 
% No breakage in shipment or handling 
% Lighter weight lowers freight costs 


% Quicker heating—greater efficiency 


Write, wire or ‘" for details 


ndersoll 
a, DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois . 
Plant: New Castle, Indiana 


ENGINEERING 
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Vitroliner prefabricated Chimneys 
made for one or two story Homes 


A TAILOR-MADE Vitroliner chimney is ready for installation 
without cutting or fitting for either ranch type homes or 
two-story homes 
with basements. 
Chimneys come 
in 6”, 7”, 8”, 10” 
and 12” sizes for 
residential 
or commer- 
cial buildings. 

A standard flue 
housing and top : 
(19” x 19”) is plain grey or brick aoet The diiine flue 
is 19” x 34” for massive appearance. All are class “A” 
chimneys. 

Made by: Condensation Engineering Corp., 3511 W. 
Potomac Ave., Chicago 51, Ill. 


Circle E14 on coupon, page 128 





Electresteem Units are 
portable, steam Radiators 


PORTABLE, plug-in electric steam radiators, light enough 
to be carried from room to 
room, are called Electresteem 
and are available in 8 or 10 
section models, in walnut or 
ivory finish. They heat by a 
combination of convection 
and radiation and can be used 
with a plug-in thermostat for 
automatic operation. 

The radiators run for 200 
heating hours without atten- 
tion and need not be drained 
when stored in freezing tem- 
perature. 


Made by: Electric Steam Radiator Corp., Paris, in 
Circle E15 on coupon, page |28 








Thermo-Vent provides controlled 
air Supply for Ducts or Basement 


THERMO-VENT, an automatic control for fresh air ventila- 
tion, can be used in heating appliances to provide fresh 
air to basements 
for combustion or 

CLEEOER 
to supply fresh a 
air for cold air 
ducts. It is made ceran semeen 

LUG FOR FASTENING 

of aluminum and BineraL THERMOSTAT 
. > SEALEO IN HOUSING 
incorporates a bi- 
metal thermostat sealed in the housing. This closes auto- 
matically to prevent intake of air at lower temperatures. 
An adjustable cover sets the thermostat. 


J | —4°| 
TAPERED to FIT 


ger 4° st1anpaan PIPE 
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Built for fast, 
accurate, economical 


“DEGREE DAY” 
RECORDS CONTROL 


BURROUGHS SENSIMATIC 
accounting machine 


SYSTEMS ADVANTAGES 


Eliminates Rehandling of Figures. Each amount 
or reference is indexed on the keyboard 


_only once. Sensimatic automatically prints 


the figures in the proper position in each 
column on the form. 


Eliminates Duplicate Records. Automatic 
printing of “‘next day delivery” on the 
customer’s ledger supplies all cross 
indexing for fast, efficient reference. 


Automatic Computation of Next Delivery Day. 
This is where you make impressive 
savings in clerical time and reduce the 
chance of error. Your Burroughs Man will 
be glad to show you efficient methods. 


Accumulated Delivery Quantities. The Sensimatic 
automatically accumulates the quantity of 
fuel delivered by each driver. 


The advantages of Sensimatic in “Degree 
Day’’ systems applications are impressive. 
Phone our local office for a demonstration, 
or write direct to Burroughs Corporation, 
Detroit 32, Michigan. 


eloil,’ 
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WHEREVER THERE’S BUSINESS. THERE’S 









FEATURE ADVANTAGES 


Complete Automatic Control. Sensimatic’s 
“Stop and Go” sense is built right in so 
that it automatically moves from column 
to column, printing the data you need and 
computing totals. 


Various Width Forms Accommodated. Various 
width forms and columnar arrangements 
can be accommodated on the Sensimatic 
for systems flexibility. 


Easy Form Alignment. Form insertion and 
alignment is one fast motion. Forms ride in 
chutes. They are aligned simply by drop- 
ping them to the proper depth, where all 
posting is visible. 


Job-To-Job Versatility. The control unit gives 
you fingertip change. Just turn the knob, 
and your Sensimatic is ready to go to work 
on another posting job. 


“BURROUGHS” AND “‘SENSIMATIC’’ ARE TRADE-MARKS 






















WEATHER-PROOF 
FUME-PROOF 
LEAK-PROOF 







FOOL-PROOF , 


* Rochester Universal 


Oi, TANK GAUGES 


DON’T... 


TAKE THE CHANCE 
OF RUINING A 


GOOD INSTALLATION... 


INSIST UPON HAVING 
THE BEST... YOU'LL 
BE GLAD YOU USED A 
ROCHESTER UNIVERSAL 
OIL TANK GAUGE. 


SOLD AT LEADING 
WHOLESALERS 
EVERYWHERE 





> ax C» ACCURACY 


‘ MANUFACTURING COMPANY, INC. 


i DIAL THERMOMETERS 





i) 





GAUGES 





The pressure tight head is sealed 
and weatherproofed so it can be 
used indoors or outdoors. Only 
one type gauge needed for any 
installation. 


Head is hermetically sealed mak- 
ing it leakproof, dustproof, and 
absolutely shockproof. 


There is no opening of any kind 
into the tank. The dial indicator 
works on a magnetic DRIVE, giv- 
ing perfect reading at all times. 


Safety factor far exceeds the 
requirements of the Underwrit- 
ers. The model 3175 Gauge 
withstands tank pressure of 200 
pounds per square inch. 


AMMETERS 





Rockwood Street, Rochester 10, N. Y., U. S. A. 


126 





. . » « New Products 


Installation of Thermo-Vent requires a 4” hole through 
a wall or basement window pane, with a standard 4” Pipe 
slipped over the tapered end of the Thermo-Vent to make 
connections. 


Made by: Damp-Vent Co., Bettendorf, Iowa. 
Circle E16 on coupon, page 128 


New Heil conversion Burner 
is a low pressure, gun Type 


HEIL’S LB-1 conversion oilburner is a low pressure gun type, 
designed for firing ranges between 0.5 and 1.5 gph. It 
incorporates a si- 
lent, low pressure 
fuel pump which 
can be adjusted 
accurately to vary 
the firing rate, as 
required, without 
changing nozzles. 

Atomization of 
oil within the 
burner’s firing 
head permits the z 
use of a large orifice nozzle to prevent clogging. Air supply 
also is regulated with an exterior knob. 


Made by: The Heil Co., Milwaukee 1, Wis. 
Circle E17 on coupon, page 128 





Dole Valve introduces relief Valves 
to protect domestic hot water Tanks 


PRESSURE RELIEF is provided by a precision-calibrated 
heavy duty spring which opens the line when pressure 
exceeds the setting and closes when 
pressure is relieved in the new line of 
relief valves by Dole. Temperature re- 
lief is assured by a fusible plug 
mounted below the main outlet. 

Valves have been designed to as- 
sure protection for all types of domes’ 
tic hot water tanks. 

Made by: Plumbing and Heating 
Division, The Dole Valve Co., 1933 
W. Carroll Ave., Chicago 12, Ill. 


Circle E18 on coupon, page 128 





Quiet Automatic adds copper-lined 
oilfired water Heater to its Line 


AN ADDITION to Quiet Automatic Burner Corp.'s line of 
galvanized units is the new copper-lined, oilfired water 
heater. The model 30T has a 30 gal. capacity. 

The outside casing is heavy steel. Recovery rate is 196 
gals, at 60°F. rise, 148 at 80°F. rise and 118 at 100°F. 
rise. Burner uses No. 2 oil with nozzle rated at 1 gph. 

Made by: Quiet Automatic Burner Corp., 33-35 Bloom: 


field Ave., Newark, N. J. 
Circle E19 on coupon, page 128 
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Winter’s coldest extremes won’t 
affect this rugged Quaprene-Fuel 
King oil hose. It will give you long 
use under severe service condi- 
tions for conveying fuel oil or dis 
tillates from tank wagons to home 
storage tanks. It is equally efficient 
for conveying paints, turpentine 
and other solvents. Can also be 
used for conveying high octane 
gas for refueling aircraft. Its syn- 
thetic rubber tube is unharmed by 

’those materials that would attack 
ordinary hose. 


Zero Temperatures Mean Nothing 
to This Hose 


This hose resumes its normal 
shape even if it is flattened... 
that’s because of its extra-tough, 
moulded braided construction. 
Reinforcement consists of multi- 
ple braids of high tensile cotton 
yarn, with a built-in, spirally- 
braided copper wire for constant 
static bond. The cover is of a Neo- 
prene compound that offers max- 
imum resistance to oils, abrasion, 
sunlight and weather. 

Quaprene-Fuel King is avail- 
able in I.D. sizes 1”, 144” and 





142”, with reattachable or non- 
reattachable, full-flow couplings. 

We also manufacture a com- 
plete line of industrial rubber 
products: belting, hose, packing 
and moulded rubber of every con- 
struction for every need. Through 
your Quaker and Quaker Pioneer 
distributor our research and en- 
gineering services are always 
available to help you solve any 
industrial rubber problem. Write 
for free folder and name of near- 
est distributor. 


QUAKER RUBBER CORPORATION 


Philadelphia 24, Pennsylvania 


9 
< 
S 
& 
g 


H.K. PORTER COMPANY, INC. 


aloil 


QUAKER PIONEER RUBBER MILLS 


San Francisco 7, California 
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NOW! 


Make a balancing valve 
from any standard tee! 





MAID-0°-MIST 
ADAPTER UNITS 


Phantom view above shows how Maid-O’-Mist 
Adapter Unit makes any copper, bronze or cast 
iron tee an efficient balancing valve. These units 
regulate the flow of hot or chilled water... 
through radiators, convectors, baseboard panels, 
radiant coils, return mains or branches. Because 
there is no reduction in pipe diameter, these 
Adapter Units permit full free flow through the 
tee ... with no restriction except for the balanc- 
ing required. Precision-made of non-ferrous 
metals; packed stem construction. Balancing is 
easily adjusted by a screwdriver. 


3 TYPES FILL ALL BALANCING NEEDS: 


"i @ No. 14 units for 

ae %”, Y,”, ¥,” or 4” 
nominal copper or 
bronze tees. 






4 No. 15 units for 
Vp", -*. 1” or 1- 
Y,” cast iron tees. 


No. 16 unit for > 
¥%,” and 1” cast 
brass tees to com- 
plete angle balanc- 
ing valves. 


MAI D-O’-MIST, Inc. | 


3217 NORTH PULASKI ROAD MA D-O-MI 
CHICAGO 4I, ILLINOIS REINS 


SPECIALTIES 
paar 










. . . « New Products 


Majestic makes metal chimney top 
Housing resembling wire-cut Brick 


THULMAN prefabricated metal chimneys have a new hous 
ing which looks like wire-cut brick. The housing also fea- 
tures an extension resembling 
a flue tile to add realism, and 
give rain protection and in- 
creased draft. 

New housings are avail- 
able in three sizes: a standard, 
single-chimney housing 18” x 
18” square; a deluxe rectangu- 
lar housing, 18” x 36” for a 
single chimney, and a double 
housing with two chimneys. No change in the basic design 
has been made. 

Made by: The Majestic Co., Inc., Huntington, Ind. 


Circle E20 on coupon below 
Pipe joint Compound now is packaged 
in Tubes by John Sunshine Chemical 


A PIPE JOINT COMPOUND which can be used for all pipe 
connections on air pressure, steam and hot or cold water 
lines is now packaged in convenient tubes by John Sun- 
shine Chemical Co. The compound makes joints leak-proof 
and prevents corrosion. It also makes connections easy to 
take apart, if necessary. Twelve tubes are packed in a box. 

Made by: John Sunshine Chemical Co., Inc., 600-606 
W. Lake St., Chicago 6, IIl. 


Circle E21 on coupon below 

















READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD NOVEMBER 
Mail Now—Card Expires January 31, 1956 





Circle numbers of new product items on which you 
want more information: 
NEW PRODUCTS 


pb eeoerKes& b&b & BB 
EI0 Ell E12 E13 E14 EIS E16 EI7 E18 
E19 E20 E21 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Check Classification of principal dollar volume: 

( Fueloil Dealer (] Parts and Equipment Jobber (] Manufacturer 
0) Manufacturer Employee () Manufacturers Rep. [] Ollhentiog 
Decier (] Other 
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Watch Your Oil Sales Grow 


When You Sell 
Fuel Savings 








Quickdraft 





Commercial models for smoke 
outlet diameters 12, 14, 16, 
18, 20, 22, 24 and 30 inches 





cal Word gets around fast. When you sell an oil 
burner installation with a firebox of B&W 
pipe Insulating Firebrick, it saves the homeowner THE POWER DRAFT 
ater as much as 25% on fuel . . . a saving he’s 
sun’ only too happy to proclaim to all his friends THAT ASSURES 
roof and neighbors. Word-of-mouth advertising HEATING PLANT EFFICIENCY 
t . ° ry . 
digs like this can’t do you a bit of harm. In fact, Increasing concentration of CO: in the atmosphere makes it 
DOK. it means more oil burner sales — and, even all but impossible for ordinary chimneys to produce enough 
606 draft over the fire for proper combustion. In addition, cur- 


more important, more oil accounts. 

The extra few dollars your customer pays 
for the benefits of a B&W firebox come back 
to him multiplied many times over. For light- 
weight B&W Insulating Firebrick have mil- 
lions of tiny, insulating air cells that bounce 
the heat back into the firebox. Result: fuel 
savings and more complete combustion—clean, 
odorless heat. And quieter operation, too, 
thanks to those millions of insulating air cells. 
They absorb sound in much the same way 
acoustic tiles do. 


rent industry trends demand even more draft... (1) new 
fuels that require more oxygen... (2) longer flue travel in 
furnaces and boilers... (3) tighter construction that causes 
boiler room air-locks. As a result, more and more heating 
plants are sooting flue passages and chimneys, and operating 
at low efficiency. 

Quickdraft power draft stops sooting, eliminates chattering, 
drys wet chimneys and greatly increases combustion effi- 
ciency. It assures top per- 
formance from old and 
new heating plants. All 
models are approved by 
Board of Standards and 
Appeals, New York City. 
Write today for details. 
















Every time you sell fuel economy plus all 
the other full-comfort advantages of a B&W 
Firebox, you sell yourself more strongly as 
the man in your community to see about oil | 







Residential models 
for smoke outlet di- 
ameters 6, 7, 8, ? 
and 10 inches. 
























heating. ; : 
: yi ; 
) Send today for the Ps IREBoy | 0 RF tkdr. att 
B&W FIREBOX HANDBOOK [i =a. 600K mem PA N.Y 
le doesn frog Canton 1, Ohio 
| a valuable guide 7 | 


for every installer QUICKDRAFT COMPANY 
wy yg ng Building 
Canton 1, Ohio 








Please send complete infermation about Quickdraft for: 
() Commercial heating plants 


Firm 





Individual Title 





Street 
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Manufacturers 
Letivities 


Hanson-Gates becomes Division 
of Metromatic Oil Burner Co. 


METROMATIC OIL BURNER CO., Everett, 
Mass., has purchased the name, pat- 
ents, and copyrights of the Hanson- 
Gates Oilfired Division, Reading, Mass. 
The division will continue to operate 
under the Hanson-Gates name. 

The line has been expanded and 
boiler-burner units for domestic hot 


water heat will be made in 30, 5v, 300 
and 600 gal. sizes. The units will be 
fired with power burners and vaporiz- 
ing burners, will be equipped with sin- 
gle or twin coils in boiler-burner units 
and will feature galvanized and glass 
lined tanks in the self contained units. 


Construction starts on Bryant 
Headquarters in Indianapolis 


NATIONAL HEADQUARTERS of the Bry- 
ant Division, Carrier Corp., will be 
housed in an administration and engi- 
neering research building at 2020 





SO MUCH VALUE at 
SO LITTLE COST! 


THE 








| DY=Yol i =¥4 
Brothers 
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The base prices include 2 compartments, full skirting, 
top shrouding, electric or "Fluid Drive" reel, 125 
feet of I'/," hose. Rear or side installed equip- 
ment and variations in basic specifications available 
in all sizes on different make chassis. Other tank 
sizes and prices on request. Consideration given 
to all state and local requirements. 


300 LINCOLN AVE. 

















TRADES ACCEPTED and TERMS ARRANGED 


*Includes chassis, tank, pumping 
and metering equipment 
All prices include Fed. Tax. Tank prices on 


other make chassis and trailer prices with 
specifications on request. 


Send for FREE CATALOG FO 


HAWTHORNE, N. J. 
HAwthorne 7-2100 - 01 - 02 
















Montcalm St., Indianapolis, Ind., dur- 
ing July 1956. 

Bryant is now located at 48 Monu- 
ment Circle in Indianapolis. 


Heating Division Staff named 


by National-U. S. Radiator Corp, 


ORGANIZATION of the Heating and Air 
Conditioning Division of the recently- 
formed National-U.S. Radiator Corp., 
Johnstown, Pa., has been completed, 
according to J. Roy Knox, divisional 
vice president for sales. 

C. H. Austin has been appointed 
assistant to the divisional vice-presi- 
dent at the headquarters of the sales 
organization. Departmental sales man- 
agers are as follows: 

R. S. Doherty is manager of Packet 
and Super-Pak sales. H. J. Muhlitner 
is manager of heating accessories, 
assisted by W. C. Callihan. S$. Moroh 
is manager of the airconditioning and 
warm air section; W. H. Schanhite 
is in charge of distribution. 

R. O. Shelkey is manager of finned 
surface heating products. 


Reif heads Reif-Rexoil Board 


Sanderson elected President 


CHARLES A. REIF has been elected chair- 
man of the board of directors, and 
Robert C. Sanderson named president 
and general manager of Reif-Rexoil 
Inc., Buffalo, N. Y. Norman Penney 
was named secretary and elected to 
the board. 

Reif founded the firm 32 years ago 
and since that time the company has 
been active in the manufacture of oil- 
burners, furnaces, boilers and heaters 
for domestic and commercial heating. 





Sanderson 


Reif 
Additional capitalization was ap- 
proved at the recent board meeting, 
and a long range expansion program 
is to be inaugurated in the next three 
months. Sales force will be increased 
and factory production doubled. 
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TANK 
KONTROL 





- 






















or MORE 
EAD HEATERS 





Unit--there are no limits to mounting height 


heater can be fed from the feed tank 
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Until now, you have been limited by the use of 
wall pumps--to a maximum suction lift of 25 ft. And, this was 
usually greatly reduced by long horizontal runs and elbows 
Not only that but pump capacity dropped enormously at near- 
maximum lifts. With the N-E Hite PUMP and TANK-N-KONTROL 


or...distance from 


oil storage tank for overhead heaters and other oil 
consuming devices. In addition--more than one 






NV. £. Hite MANUFACTURING CO. 


TO Suz 
m bes 
SUN 303 NORTH ELIZABETH STREET © « « © e CHICAGO 7,.ALLINOIS 





Tuonary, UL listed 


“N-KONTROL Unit 


it’s true! At last you can forget about suction-lift 
tions. Now, you can mount overhead heaters--at ANY 
ghi you want. And, you can be sure of steady, automatic 
action...positive control of oil level in feed tank...and...safe, 
trouble-free operation day after day for years to come. 


M// COSTS DECREASE...PROFITS INCREASE--with the N-E Hite Unit 


Surprising low unit cost 

1/2 usual installation expense 

Reduced power consumption 

Four exclusive safety features 
“=p Listed by Underwriters’ Laboratories, Inc. 






Operation of the N-E Hite PUMP and TANK-N-KON- 
TROL Unit is automatically governed by two heavy 
duty mercury switches. The main set of floats moin- — 
tains the level of oil in feed tank...and.,.automatically _ 
stops pump if oil feed line to heater is broken or the 


N-E HITE PUMP X< tank runs dry. A separate safety float stops ss 
sna ney the ; the pump in case the main set fails to cut it wg 
ee off at. high level. ” 
15’ N nett eas _ 
No return line is required from the pump to the oil 
storage tank. The pump is self-priming: And, neither 
is an overflow line necessary from the TANK-N-KON- 
TROL. Obviously, this elimination of the usual piping 
drastically reduces the installation time...and..like- 
wise cuts installation costs 
ys 3 _ 
- With the N-E Hite PUMP and TANK-N-KONTROL Unit you can quickly show 
RAISE your customers how you can save them money by installing this single 
line, new but tested and proven unit. To boost your sales...and...increase 
Olt ; your profits--write or wire today for full details. 
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. . . « Manufacturers’ Activities 


Perfex completes integration 
as General Controls Division 
INTEGRATION of the Perfex Division, 
Skokie, Ill., into overall operations of 
General Controls Co., Glendale, 
Calif., has been accomplished, accord- 
ing to J. F. Ray, General’s vice-presi 
dent of sales. 

Executive appointments for the Di- 
vision have been completed. Maurice 
Eastin has been appointed manager of 
sales and will be based in Skokie as 
will Ray Horan, merchandising man- 
ager of field engineering, and Harold 


Welnitz, assistant manager of service 
engineering. 

Hugh Cameron will be regional 
manager in Cleveland; James McGuire 
will manage the New York regional 
office. George Hobby, Belleville, N. J.; 
Richard Gallagher, Boston; George 
Williams, Detroit; Warren Edwards 
and Elmer Szabo, Cleveland; Erwin 
Wiese, Milwaukee; George Schuck, 
Baltimore; Hugh Hackett, Philadel- 
phia; and Irving Parri, Portland, Ore.; 
have been named sales representatives. 


Walter F. Quade will manage the 


























A GOOD TIP 


"24" & "48" Nozzle Boxes 








y in these sturdy, 
compact steel] boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can’t teil 
whether or not a 


ner is_ firing 
rly! With a 
onarch Flame 


rror you can 
see to check that 


dh oh Mh Mh ML OL 





1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 
accurate capacity control. 


4. Will handle any domestic oils currently being 
supplied in the United States or Canada. 


5. Tip, Dise and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through eensheds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ‘'O"' 


DEALERS: Boy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd 


2679 Danforth Ave 
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Toronto 13, Canada 
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former Perfex plant in Iron Moun- 
tain, Mich., and Alexander Massa- 
poust will head the sales order depart- 
ment. Engineering and development 
activities for the division will remain 
in Milwaukee. 

E. G. Spall is executive vice-presi- 
dent and George Crothers is director 
of sales for the General Controls Co, 
Ltd. of Canada—also acquired in the 
purchase of Perfex. 


Perfection Industries moving 
to new Cleveland Location 


THE PLATT AVENUE manufacturing 
plant has been sold by Perfection In- 
dustries Division, Hupp Corp., and 
records, facilities and personnel are be- 
ing moved to the company’s large, 
modern plant on Ivanhoe Road. 

According to William H. Haag, 
vice-president and director of manu- 
facturing, the move has been planned 
for some time. In addition to the Ivan- 
hoe Road Plant, the company has a 
newly-purchased facility in Waynes 
boro, Ga. 


Portland, Me., Salesman wins 
Buick in Coleman Contest 


A SALESMAN for Nelson & Small, Inc., 
Portland, Me., Kenneth A. Bradley 
has won a Buick hard-top in the na- 
tional dealer training and sales con- 
test sponsored by The Coleman Co., 
Inc., Wichita, Kans. 

Bradley competed with 300 other 
distributor salesmen. Second prize, a 
$500 Government bond, went to Laur 
ence Felker, vice-president, Robert 
Barclay, Inc., Chicago. 

Five $100 cash prizes went to Rich- 
ard Collins, Robert Barclay, Inc., Chi 
cago; Maurice Cloutier, Lenz-Knight 
Co., Providence; Thero Pantaze, Radio 
City Distributing Co., Dallas; Ray 
Copenhaven, W. C. Hinkle Supply 
Co., St. Paul; and Earl Nehl, Western 
Utilities Supply Co., Seattle. 


Lonergan shows Airconditioners 
at sales Meeting in Michigan 


TWO DIVISIONS of the McGraw Electric 
Co., Albion, Mich., the Lonergan 
Mfg. Division and the Bersted Mfg. 
Division, had a joint general sales 
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New: 


, Factory | Assembled 
GUN TYPE 


Oil Fired FLOOR FURNACE 





































Can Be Installed in 3 or 4 Hours 
BURNS NO. 2 FUEL OIL 


Equipped with Mineapolis 
Safety (+ aaa 







A compact steel floor furnace, efficl- 
ently designed with a pressure atomiz- 
ing oil burner. Do not confuse this unit 
with kerosene burning floor furnaces. 






QUIET AUTOMATIC BURNER CORP. 


33-35 BLOOMFIELD AVE. 


NEWARK 4, N. J 











Use “CRESCENT PARTS” Service 


Serving St. Losis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 











conrzors |Grescent Parts and 
Swnavetever" Equipment Co., Inc. 


White- Rodgers 


OIL—GAS—STOKER 
Parts & Controls 








825 wnt ae A nstallations Materiais 

etroit am . Boyle ve. 

. re St. Louis 10, Mo. & Accessories 
BRANCH 


Heating Specialties 





1140 St. Louis Ave. 


Mereoid © General East St. Louis, lil. 

















RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


qs or al 
wm 


Code Ne. C/T #11 





Code Ne. 3-308 211 





THE RAJAH CO., 35 Verona Ave., Newark, N.J. 
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COMBUSTION 


A CHAMBERS 





... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they‘re “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers s fications are our specialty. Inquiries are 
invited for prompt free estimates. 














GE CLAY FORMING CO. 





Sebring, Ohio ¢ Phone: 8-6141 
Mifg’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS ¢« INSULATING BRICK ¢ ELEMENTS 

















. . QUALITY INSTRUMENTS 
that Pay for Themselves 


The FYRITE Service Kit provides a complete set of accurate, 

quality-built combustion-testing instruments at the lowest cost. 

It includes the FYRITE CO? Indicator which is unsurpassed for 

fast, accurate flue gas analysis; and also contains the popular 
RAFTRITE Draft Gauge and the 950° F. 

mercury Stack Thermometer, all packed in 

a sturdy steel instrument chest. 













The chest is ee with brackets for the mercury 
thermometer, and the TEMPOINT 200°- 1000° F. Dial 
ee, eco at ee Ge ae ee 
stituted for the mercury thermometer at slight extra cost. 


Ask your Jobber or Write for Bulletin 730 


BACHARACH industrial Instrument Co. 


7301 PENN AVENUE 3 PITTSBURGH 8, PA. 
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. . . « Manufacturers’ Activities 


meeting in Albion, October 7 and 8. 

At the meeting the new 1956 Cool- 
erator airconditioners were presented. 
Rowland B. Greenway has been re- 
cently appointed product sales man- 
ager for the new line. 


Worthington will emphasize 
residential Cooling in °56 


AT A SERIES of meetings in New York 
in early October, Worthington Corp., 
Harrison, N. J., introduced its new 
packaged products, 


central station 









vapor instead of pounds of pressure. 


By installing correctly sized GORTON VALVES, 
air is quickly vented, permitting radiators to 
heat properly. Available in 5 sizes for proper 
venting and balancing of each radiator, and 
two sizes for venting mains. There is a GORTON 
VALVE that’s just right for every radiator. 







HEATING 
ote) fe) -7-Wsle),| 


ASK YOUR 
WHOLESALER 
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RASS 


Fast venting GORTON VALVES make radia- 
tors heat quickly and evenly with ounces of 


equipment, merchandising and promo- 
tion programs. 

According to Matt Lawler, vice 
president, Worthington will go after 
more of the residential airconditioning 
market while still maintaining its posi- 


tion as a commercial-industrial sup- 
plier of cooling. He foresees that 1956 
will be a good airconditioning year 
and predicted that Worthington will 
increase its engineering staffs to keep 
pace with the expanded volume of 
business and with product develop- 
ments. 


fy Waves 


%, 





i $ mBhits: prea 


ESTABLISHED 
1887 





SEND TODAY FOR 


Literature and free handy ruler 
giving actual sizes of air out- 
lets of fast venting GORTON 
VALVES for every steam heating 
system. 












To accommodate the Air Condition 
ing and Refrigeration Division's ex 
pansion program the Division will 
move into a new home office and plant 
recently purchased in East Orange, 
N. J. Known as the Ampere Works, 
the new Jersey plant is the fifth 
Worthington plant in the United 
States producing cooling equipment. 

In addition to the domestic expan- 
sion the company is also enlarging its 
export operation. 


Industrial Products Division 
reorganized by Johns-Manville 


THE INDUSTRIAL Products Division, 
Johns-Manville Corp., New York, is 
being reorganized into three new op 
erating divisions. 

Don L. Hinmon, vice-president. 
Johns-Manville Sales Corp., will man 
age the Industrial Insulations Division 
and will have production and sales re- 
sponsibility for thermal insulations, in- 
sulating brick and refractories. His 
staff will include Thomas H. Eaton, 
production manager, who has been 
elected vice-president of Johns-Man- 
ville Products Corp.; and J. B. Jobe, 
merchandise manager and Edward D. 
Flavin, general sales manager, both re- 
cently elected vice-presidents of Johns: 
Manville Sales Corp. 

Other division general managers are 
Francis J. Wakem, Packings and Fric- 
tion Materials Division, and Robert 
F. Orth, Pipe Division. These changes 
continue the decentralization of com: 
pany operations begun in 1946. 


Electrode Assemblies Subject 
of new Wm. Steinen Brochure 


A NEW CATALOG on ignition electrode 
assemblies for oilburners has been is 
sued by the Wm. Steinen Mfg. Co.., 
Newark, N. J. Containing data and 
drawings on electrode assemblies for 
most makes of oilburners, including 
those that may be modified, the cata: 
log is 20 pages in length. 

Representing another 
Steinen’s program to supply accessory 
components needed in the operation of 
heating equipment, the new electrode 
catalog is available on request from 
the company at 43 Bruen St., Newark 
5,N. J. 
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. . « « Manufacturers’ Activities 


Rockwell to construct Plant 
and Warehouse in California 


EXECUTIVES, H. Boezinger (standing), 
western regional manager, and L. A. 
Dixon, Jr., vice-president, Meter and 
Valve Division, are shown examining 
the architect’s visualization of the pro- 
posed west coast installation of Rock- 
well Manufacturing Co., Pittsburgh. 
The new 100,000 sq. ft. warehouse, 
assembly and repair plant will be lo- 
cated at Porterville, Calif. The facility 
will be located on a 32-acre site and 
is Rockwell’s second in California. Its 



























Unrestricted 


Flow 


PHILADELPHIA 


HOSE REEL 


proves 
leakproof 

after 
1% million 
revolutions 





Hand-wound reel for rear 


box installation 
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Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
wn gases and chemicals. Will never wear out. Ex- 
austively tested. 
No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 
A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 
Features include light weight (85 lb.) ; holds 100 ft. of 1%” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 
his hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE e¢ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Supply Co., 5425 Santa Fe Avenue, Los Angeles 11, Calif. 











completion in early 1956 will bring 
to 16 the number of communities in 
which the company has manufacturing 
operations. 


GE heating Department has 
distributor sales Meetings 


A SERIES of sales meetings with dis- 
tributors is being held by the Home 
Heating and Cooling Department, 
General Electric, Bloomfield, N. J. 
The meetings are being held at Litch- 
field Park, Ariz., and Hot Springs, Va. 


Attending the Arizona meeting dur’ 
ing October were distributors from 
California, Utah, Washington, Louisi- 
ana, Texas, Tennessee, Illinois and 
Missouri. Meeting during November 
at Virginia will be personnel from 
Georgia, North Carolina, Virginia, 
Ohio, Michigan, Pennsylvania, Ken- 
tucky, New Jersey, New York and 
New England states. 

Besides top management from 
Bloomfield, field regional managers, 
representatives and engineers are at- 
tending the meetings. Plans for 1956 
are being explained. 


Econo Products will enlarge 
Plant at East Haddam, Conn. 


PLANT AND PRODUCTICN FACILITIES of 
the Econo Products Co., division of 
Viking Instruments, Inc., will be 
doubled at East Haddam, Conn., ac’ 
cording to Alan Davis, president of 
Viking. 

The new facilities will be built on 
the company’s present site where hot 
water circulators, low water cut-offs, 
and other heating specialties are man: 
ufactured. 
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(Whistleproof) 


MODEL R — High Velocity, High 
Efficiency Return Air Grille. 
89% Free Area. Any Size Desired. 


SIZES: 
10x4 $2x4 144 
(0x5 §2x5 14x8 
10x6 2x6 [4x6 
Model D-1 
(Baseboard) 
Diffuser Register 
Also Model D-2 (Wall 


Type) and Model D-3 
(Out-of-Wall Type) 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
and grilles. Write for Catalog. 

















AUTOMATIC HUMIDIFIER 


OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 








SERIES 577 


Stainless steel construction. Drip-feed puts just enough 
water in pan for fastest vaporization. Eliminates 
scum... no stagnant water pan. 


Pre-assembly cuts labor time and costs. To install 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Get complete information. Write FO-i1 


Automatic Humidifier Co. 
CEDAR FALLS, IOWA 


eloil 
june 














OIL HEATING MEN— 
BE AN EXPERT IN YOUR FIELD! 


& The oil heating industry has great need for men 
with specialized training. 


& The Boston School of Advanced Oil Heat Train- 
img offers a 3-day course covering: proper firing 
rates—combustion chamber design—baffling of boil- 
ers—draft control—mating of air and oil patterns 
—nozzle application tests. 


® For men with one or more years experience in 
the installation and service field only. 


® This course is cffered every other week during 
most months of the year. 


Write for complete details 


BOSTON SCHOOL of ADVANCED 
OIL HEAT TRAINING, INC. 


Manufacturers—Centra! National Bank Bidg. 
Lynn, Massachusetts 












Never Guesses Wrong 


To secure the health advantages and fuel savings of 
night or week-end heat setback, it-is necessary to have 
heat turned on again early enough to restore tempera- 
tures to the comfort level at the desired time. With 
the ordinary time switch, it is necessary to guess what 
the weather will be like in the morning, or at close of 
week-end, and to set time switch accordingly. Often 
the guess is wrong. The Weather-Chron is always 
right because it is always measuring the outdoor 
weather as it occurs. You always have heat when — 
and only when needed. Available in 24-hour and new 
7-day program models. 

] Fully described in new bulletin $1055. 
4 Write for it coday. 


The WEATHER-CHRON 
Product of 


AUTOMATIC DEVICES CO., INC. 


714 Hillgrove Avenue, 
Western Springs, Illinois 


‘ 
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NEED NOZZLES? 


be sure to say 


Note the new hexagon style dust proof canister designed to protect the 
small orifice of Eddington oil burner nozzles. Tip of nozzle is held away 
from bottom of canister. Each canister identified on top-Hollow Cone, 
red—Semi-Hollow, green—Solid Spray, blue. Another Eddington first! 


(align 


... the new Oil Burner Nozzle that you can depend on to keep your 
customers happy, and save time for you, too. 
































Write for latest price sheets and information 


EDDINGTON METAL SPECIALTY CO. 


EDDINGTON, PA. 
STRAINERS—SPRAY NOZZLES—VALVES—FILTERS—AIR CONES—STABILIZERS—INSPECTION MIRRORS—COMBUSTION HEADS 














Nelson Co., St. Louis Wholesaler 
acquired: by Bellanca Aircraft 


ONE OF THE COUNTRY’S largest whole- 
salers of plumbing, heating and air- 
conditioning equipment, the N. O. 
Nelson Co., St. Louis, Mo., has been 
acquired by Bellanca Aircraft Corp., 
New Castle, Dela. 

The purchase includes 20 branches 
in Utah, Colorado, Tennessee, Texas, 
Mississippi, Arkansas, Illinois, Mis- 
souri and Kansas. Leo J. Bachle re- 
mains as president of Nelson which 
will be operated as a wholly-owned 
subsidiary. 


Automatic Switch Co. moves 
sales Office; names new Rep 


SALES REPRESENTATIVES of the Auto- 
matic Switch Co., Orange, N. J., in 
Pittsburgh, Pa., the Continental Sales 





and Engineering Co., have moved to 
another address. 

Formerly the company was located 
at 610 Smithfield St. Solenoid valve 
and electromagnetic control require- 
ments now will be filled at the new 
address 211 Nelbon Ave., Pittsburgh. 

Automatic Switch also announced 
the appointment of Pierre Lenmark 
Co., 2295 University Ave., St. Paul, 
Minn., as Asco representative in Min- 
nesota, North and South Dakota, and 
western Wisconsin. 


Honeywell opens New England 
office Building in Boston 


A MODERN ONE’STORY office building 
has been opened by Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn., to serve the New England 
area. Located in the Boston area at the 


corner of Soldiers Field Road and 


Everett Street, the office replaces the 
108 Cummington St. location. 

The new building has a specially- 
designed control system and double- 
duct heating and cooling equipment. 
Offices, conference room, engineering 
and drafting section and stockroom fa- 
cilities are included in the building. 


Lin Bowman wins most Points 
in Eureka Williams Contest 


TOP SCORE in the “Point-A-Minute” 
sales contest sponsored by the Wil- 
liams Division, Eureka Williams Co., 
Bloomington, IIl., was made by Lin 
Bowman, Bowman Heating Systems, 
Portland, Ore. 

Merchandise prizes totaling $25,000 
have been awarded to more than 500 
dealers. Williams’ sales during the 
nationwide contest ran more than 20% 
over quota. 














SOOT A WAY 


CLEANS ALL OIL & GAS FIRED 
FURNACES — BOILERS 


Harmless to A Heating Plant 
Removes Soot Down to Metal 
AVAILABLE—1%, 3, & 25 LB. SIZES 


DEALERS—JOBBERS INQUIRE 
AMBER-ROSE INDUSTRIES 


3118 NO. MILWAUKEE AVE. 
CHICAGO 18, ILLINOIS 




















138 





GREATER PROFITS 
_with less effort 
when you insta 


REXOIL OIL BURNERS 


pty statement 


em 
.. not an n fact 


but a prove 





Why don’t you increase your pro- 
fits by selling and installing REXOIL 
- + « the finest oil burner made! 


JOBBER AND DEALER INQUIRIES INVITED! 


REIF-REXOIL, INC. sonao's x 


November 


1955 
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Distributors pay flying Visit 
to Weil-McLain Indiana Plant 


crouPs of distributors are paying fly- 
ing visits to the Weil-McLain Co. 
plant in Michigan City, Ind. The first 
group from eastern Pennsylvania were 
greeted by E. R. Westphal, president. 

After a tour of the plant N. E. 
Westphal, director of research and en- 
gineering, gave a preview of engineer- 
ing advances. R. M. Stockwell, gen- 
eral sales manager, presented new 
products, and Marvin E. Mitchell, vice 
president in charge of sales, discussed 
the future of hot water heating and 
summer cooling. 


Young Radiator Co. opens 
district Office in Chicago 


THE YOUNG RADIATOR CO., Racine, 
Wisc., has opened a new district office 
at 205 W. Wacker Dr., Chicago. John 
J. Sidwell will manage the office. 

He was formerly a sales engineer 
at the home office. He has been with 
the company for more than ten years. 


Boiler safety controls Book 


issued by McDonnell & Miller 


ARTICLES which originally appeared in 
the Journal, published by the United 
Association of Journeymen and Ap- 
prentices of the Plumbing and Pipe 
Fitting Industry, have been reprinted 
by McDonnell & Miller, Inc., Chicago. 
Joseph P. Corcoran, pipe fitting co- 
ordinator, wrote the articles on boiler 
safety controls. The reprint booklet 
contains standards of installation, 
drawings and cutaway models. 


Penn holds All-Organization 
four-day sales Conference 


A FOUR-DAY CONFERENCE of the entire 
sales organization at the main office 
and factory was held recently by Penn 
Controls, Inc., Goshen, Ind. Taking 
part in the meeting were district man- 
agers, sales engineers and representa- 
tives from sales offices throughout the 
United States and Canada. 

Subjects discussed included present 
and new markets, new engineering and 
research developments, industry trends 
and increased customer service. Also as 
part of the conference, there was a 
Special tour through the company’s 


ol 


new engineering and research build- 
ing, devoting time to scheduled lab- 
oratory demonstrations. 


Meyer Furnace publishes new 
dealer pocket sales Manual 


A NEW POCKET sales manual for use by 
Weir-Meyer dealers has been an- 
nounced by the Meyer Furnace Co., 
Peoria, Ill. 

Designed to fit easily in a shirt 
pocket, the latest in Meyer’s line of 
dealer aids includes an accordion-fold 
of six transparent pockets to hold pic- 
tures in color of the company’s heat- 
ing and cooling units. On the reverse 
side of each card appear condensed 
specifications of the unit illustrated. 

In addition, the new manual has an 
identification card and a memo pad. 
Distribution is being made by Meyer 
district managers and Weir-Meyer 
wholesalers. 


Harv-O-Metric Co. is formed 
to handle Harvill Equipment 


A NEW COMPANY, Harv-O-Metric Co., 
Los Angeles, has been formed to han- 
dle sales of the hermetic compressor 
made by the Harvill Corp., Los An- 
geles. 

Principal officers of the new com- 
pany are Robert E. Northey, presi- 
dent, and William M. Stewart, vice- 
president. The Harv-O-Matic com- 
pressor will be shown for the first time 
at the Air Conditioning and Refrigera- 
tion show in Atlantic City, November 
28. 


National-U. S. Radiator will 
build New Jersey Warehouse 


A TEN-THOUSAND square foot ware- 
house will be constructed by the Na- 
tional-U. S. Radiator Co., Johnstown, 
Pa., at Harrison, New Jersey. 

The new storage building scheduled 
for completion in September, will be 
erected on Davis and Central Ave- 
nues, Harrison, and will consist of an 
aluminum-covered steel framework 
measuring 60 x 140 feet, plus a 20 x 
80-foot lean-to. 

Named to build the warehouse is the 
Luria Engineering Co., Bethlehem, 
Pa., and Walter D. Binger of New 
York City is consulting engineer on 
the project. 








GOODRICH REEL HOSE 


Goodrich special oil-resistant 
rubber hose eliminates swelling, 
shrinkage, and kinking. Stays 
flexible—facilitates deliveries. 
Consult us now ebout your plant 
or truck cquipment problems, 
or write for catalog. 


Get dependable SERVICE 


RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 


Complete Equipment 
for the Oil Trade 


SERVICE 


Proved by USE! 
i | Sa 

nuts, screws,"frozen'parts 
4...» without breakage! 


LIQUID. 
WRENCH 


A powerful blend of quick- 










acting solvents that frees 
“frozen” parts without 
breakege. Safe for all 
metals and alloys. 


Makes joints 7 ws : | f 


LEAKPROOF! 







GASKET & JOINT AOE ¢ 
1) | Tikes 
SEALING COMPOUND | > 
Tae © 
Makes all assemblies | Liouy 
D 
leakproof and pressure- NON- HARDENING 
tight. Easy to apply with cf Asker & JOINT 
brush-in-handle. “*ALING COMPOUK! 
—_ ‘ 






@ NON-SOLVENT—WILL NOT HARDEN 
@ WILL NOT SHRINK, CRACK OR CRUMBLE 
@ HEATPROOF AND VIBRATION-PROOF 


Get them from your Automotive, 
Hardware or Plumbing Wholesaler! 


RADIATOR SPECIALTY CO. 
Charlotte, North Carolina 





























Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a 
record of 18 years of dependable 
service. Dealers endorse them, because 
their rugged simple construction reduces 
service calls to a minimum. Customers 
appreciate them for their dependable, 


WicCORKIE CC 


for Vaporizing Oil Burners 















Write today for literature 
and specifications to cover 
your particular requirements. 





accurate operation. 


Box E, Station A + Berkeley, California 
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Mueller separates heating 
and cooling Engineering 


MUELLER CLIMATROL DIVISION, Worth- 
ington Corp., Milwaukee, Wisc., has 
designated separate heating and cool- 
ing sections in the firm’s engineering 
department. 

Heading the new sections are N. E. 
Hill, manager of heating engineering, 
and Richard Signorelli, manager of 
cooling engineering. 


Nationwide Program introduces 
Carrier’s self-contained Unit 


AN ESTIMATED 150 showings across the 
country will introduce the new self- 
contained Weathermaker, made by 
Carrier Corp., Syracuse, N. Y. The 
airconditioner is designed for the cool- 
ing of stores, suites of offices and other 
large areas. 


The unit has a cooling capacity in 
excess of 1% hp. The company told 
distributors that the industry will pro- 
duce and install nearly 100,000 pack- 
aged units for commercial and indus- 
trial applications during the coming 
year. 


Thrall Car Mfg. Co. buys Stock 
of Farrell Manufacturing Co. 


Thrall Car 
recently pur- 
Manufacturing 


STOCKHOLDERS of the 
Manufacturing Co., 
chased the Farrell 
Co., Joliet, Ill. 


For the past 48 years, Farrell has 
manufactured truck tanks and semi- 
trailers. Thrall and its associated com- 
panies have been in the transportation 
field for the past 40 years, manufac- 
turing and leasing railroad freight 
cars. 


Tickets to college Games are 
Prizes in Crane’s Contest 


MORE THAN 800 TICKETS to college 
football games will be awarded to the 
heating sales force of Crane Co., Chi- 
cago, as contest prizes. The top men 
in each of the company’s eight sales 
districts as over-all winners will get 
pairs of tickets and expense money to 
New Year’s Day bowl games. 

Salesmen will earn points by lining 
up new dealers, selling furnaces and 
boilers for display, selling baseboard 
displays, and other point of sales media. 
According to George L. Erwin, Jr., 
vice president, each of the promotional 
items is designed to help Crane dealers 
build up their business, with the entire 
campaign keyed to make available to 
the dealers the professional selling tools 
they need to compete in today’s mar- 
ket. 








@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U.S. A. Normal discounts in dozen lots. 


Send the coupon today! 
EXPORT DIVISION—OCEANIC EXPORT COMPANY 





400 MONTGOMERY ST. 
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Profitable Sales! 


SELL AND INSTALL 





Fewer Sewice Calls! 


Microstone® Element 


FILTERS 














(NAME 
y ADDRESS. 
I CITY STATE 





| MARQUART MANUFACTURING COMPANY | 

1 1241 High Street > Oakland 1, California j 

I Please send the following, postpaid. | 

1 __ oz. *Model F-10B—List Price $2.80 each. ___Doz. *Model MS-3—List Price $3.95 each. | 

| For small to medium installations. Fits For medium to large installations. 4 

I ee ___Doz. Model KS-3—List Price $7.80 each. 
| __Doz. *Model Z-1—List Price $2.80 each. Features Pre-Screening. Designed for the 

i For small to medium installations. Fits largest, dirtiest jobs. : i 

A ALL control valves. UL Approved i 

1 

| 

1 

| 

a 
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SEVERAL 
MAN HOURS 
LOST DAILY 











...until a 
OIL PROBLEM: It was impossible for loaders 


at this open warehouse plat- 
UNIT form to work more than short shifts in cold 
HEATER 


weather. 
Wieldtalete, 


















A Delta Oil-Fired Unit 

Heater was installed. It was 
selected because heat output is high while fuel 
costs afe extremely low. Installed fast and 


easily moved wherever else needed as the 
weather gets warmer. 


Loaders can now work a full 
day comfortably in any 
weather. Number of trucks loaded per day has 





up this 
loading 
platform! 






Send for 
complete new doubled. Operating costs of the Delta Unit 


catalog Heater are negligible. 


This is only one of hundreds of jobs that a Delta 
OIL Unit Heater can do better and more economically. 


DELTA HEATING CORPORATION 


TRENTON 8, NEW JERSEY 


CURE DRAFT TROUBLES 


TJERNLUND ro 
"Auto Draft" Inducer | 


No smokepipe obstruction, jus! | 
cut a rectangular slot in smoke: | 

pipe and band on. 

Can be mounted horizontally 
or vertically. 











Save Fuel, Service Calls, 
Customer Goodwill 


TJERNLUND MFG. CO. 
2140 Kasota, St. Paul 14, Minn. 
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HAYWARD 


Rotary Atomizing Burners 
% to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥%, to 10 Gph 


Boiler-Burner Units 














200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
86 Kirkland Street, Combridge, Mess. 
Factories in Brooklyn, 

N.Y. end Taunton, Mass, 
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KINGSLEY Oil Burner Ignition Kit 


Contains: 
12 Electrode Assem- 
blies — 2 Each of 


6x9/16 Stand. Male Electrode 
5x9/16 Stand. Male Electrode 
4x9/16 Stand “ig = 
4Vax7/16 | aaa 

Electro 
5x9/16 Stond. Female 


Electrode 
6x9/16 Stand. Female 
Electrode 


2 Each of 
5x9/16 Stand. Male 
Porcelains 
4x9/16 Stand. Male 


Vest AG Stond. Male Complete Kit 
orceiains 
Plus Only $21 95 


242 Reloh toe Kit, Less Rajah Tool 
Only $16.95 


12—A/C/T Rajah Terminals 
12—-10/32 Rajah Studs 
Kit Only, Less 
Contents ... $3.95 

















20 Ft. 7mm Ignition Cable 
— Hand Crimping 
00 


1 KINGSLEY Metal Contain- 
er, 112°" wide x 102°" 
deep x 1%"* high 


Send All Orders Direct to 


A. R. WEBBER CO. INC. 


424 HOWARD AVE., DEPT. 211, NEW HAVEN, CONN, 

















save your customers money and 


Make EXTRA PROFITS Yourself with 






) ey A SOOT tie 





For Fuel Oil Soot Only 


Turns a long, dirty 
job into a 5 minute 
chore that pays 


Extra PrRorits 


ONE APPLICATION of E-Z Soot Destroyer couplet removes fuel 
oil soot. No cleaning equipment is needed . the job is done 
quickly, without fuss or muss. Your customers are happy and you 
make an EXTRA PROFIT. Se!] cleaning jobs and keep a supply on 
every service truck. Sell one pound cans to your customers, too. Lib- 
eral discount to dealers and service men gives you addi tional profit. 
Get E-Z Soot Destroyer from i distributor or use the coupon 
below to order a one pound trial can. 
ao : Pkg. (1 Ib.) Retail Price — $1.50 
5 Pkg. (5 Ib.) Retail Price — $6.25 
Special ae to distributors on quantity purchases, 


Mail coupon and $1.00 TODAY for a 
ONE POUND INTRODUCTORY CAN POST 


| NORMAN CHEMICAL Co. 
| 1700 Roblyn Ave., St. Paul 4W, Minnesota 


| 
Please send one pound introductory can of E-Z, postage paid, 
for which $1.00 is enclosed. | 

| 


| 
| 
Please send us the name of the nearest E-Z distributor. 


[NAME 20.00. .cccecceeceeceecceecereescenccscesceeseescaeceens | 
p ADDRESS «2.22... esses eeeeeeeeeeeeeeeneesseeeneserseneeseess | 
GIGE Si Sucdkigisicccuseceeoveoennan WEN es iscvk da ccaccees | 


































. . . « Manufacturers’ Activities 


Honeywell features many New 
Controls in heating Catalog 
ONE HUNDRED new automatic control 
devices and systems are featured in a 
catalog of automatic controls recently 
published by Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn. 
Distributed to heating and aircon- 
ditioning suppliers and others through- 
out the country, the 99-page booklet is 
the largest in the company’s history. 
Included in the publication are de- 
scriptions of electric, pneumatic, elec- 
tronic and self-powered temperature 


control systems; oilheating control de- 
vices, automatic airconditioning, hu- 
midity, water heater and refrigeration 
regulators, and other systems for home, 
farm, commercial and industrial appli- 
cations. 


The booklet lists 15 new oilburner 
controls, including ‘“Protectorelays” 
which provide recycling in case of 
flame failure and safety switch shut- 
down if flame is not properly estab- 
lished after 90 seconds. 

Newest control featured is the 
“Golden Circle” electronic thermostat, 





IN HORIZONTAL FURNACES. 





















Oil-fired 
horizontals in 
four sizes: 84,000, 
112,000, 140,000 
and 165,000 
BTU/Hr output 


Armstrong horizontals —in both gas and oil f 7 ~7~7-7--~-—-———,-, 


SEND FOR THESE 
HORIZONTAL BULLETINS 


burning models — are sky-rocketing in sales. They 
are proving themselves on every count, to both 


dealer and householder. 


| 
l 

To you, the dealer, because they are available in ! 
four sizes for each of thé two fuels, which blanket | 
the demand; because they are priced right; because | 
they come to you assembled; because they incor- | 
porate many sales-building, time-saving, money- | 
making features; because they are’ extremely | 


compact. 


To the householder they are wonderful — true 


winter air conditioners — completely automatic — strong horizontal furnaces— 
trouble-free — economy-priced — fuel-savers — and 
masters of comfort. (Satisfaction like that makes 
friends for you, too.) 
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Gas-fired 
horizontals in 
four sizes: 70,000, 
85,000, 105,000 
and 135,000 
BTU/Hr input 














Get these bulletins on Arm- 


| from your nearb 
y Armstr. 
| wholesaler, or write to a 
| Dept. F for copies. Beauti- 
ully modern, they illustrate 
| and describe the Armstrong 
horizontal line, give speci. 
fications and features, 











which may be used with the electronic 
Moduflow. Also emphasized are new 
warm-air zone control systems for 
areas where a single thermostat cannot 
provide adequate comfort control. 


from the 


Available 


branch offices. 


company’s 


Lima releases Movie which 
explains air Diffusion 


AIR DIFFUSION is the subject of a 16 
mm. color sound film recently pro- 
duced by the Lima Register Co., Lima, 
Ohio. The movie is entitled “The Case 
of the Diffused Dealer.” 

Main theme of the picture tells a 
story of a heating dealer’s wife who 
hires a private detective to “get the 
facts” about a new heating installa- 
tion which is worrying her husband. 

During the course of the investiga- 
tion, the dealer and the detective dis- 
cover the advantages of good design, 
engineering and construction of dif- 
fusers and laboratory tests. 

During the lab tests, smoke puffs 
are released at various points in the 
room, and are shown being drawn back 
into the diffuser air stream and re- 
circulated. 

Heating and airconditioning dealers 
and distributors can reserve the 23- 
minute film for showing by contact: 
ing the company at Lima, Ohio. 


Sid Harvey distributes new 
illustrated parts Catalog 


A TWO HUNDRED AND FORTY PAGE 
catalog of parts used in the service 
and installation of light and heavy 
oilburners is being distributed by Sid 
Harvey, Inc., Valley Stream, N. Y. 

Containing around 2,000 pictures 
to illustrate every make and model of 
such parts as fuel units, transformers, 
motors, low water cut-offs, controls, 
feeders, and circulators, the booklet 
also gives specifications and _ trade 
prices for new and rebuilt Sid Harvey 
equipment. 

In addition, there is a complete list’ 
ing with illustrations of nozzles, ig’ 
nitors, couplings, filters, draft controls, 
gauges, valves, tools and cleaning 
equipment. Copies are available to all 
recognized installers and servicemen at 
any of the company’s stores, or at the 
headquarters at Valley Stream, N. Y. 


November 
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CRMC MCA MC ee 
FOR SALE 


OIL BURNER SHOP 


Well-established brand name for more 
than 25 years. Offer includes complete 
sets of patterns, machinery. Ready to 
be operated in present shop or can be 
moved elsewhere. Principals only. == 
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Write: Box 1269, c/o FUELOIL & OIL HEAT 
2 West 45th St., New York 36, N. Y. = 
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Attain Greater Success 
in Selling 


Specialty salesmanship in our day with emphasis 
on burner selling by W. A. Matheson, long a lead- 
ing figure in the Heating Industry. Blue Cloth 
Binding, 6 x 9, 260 pages. Price $4.00. 


FUELOIL & OIL HEAT 
2 W. 45 St., New York 36, N. Y. 











M7 | 








Save time and money testing heating equipment with the 
VECO Combustion Analyzer. This portable instrument 
measures accurately the carbon dioxide content, tempera- 
ture of the flue gas, and draft over fire. 

In seconds it makes an efficiency check of any oil, gas 
or coal burner. Because it utilizes the VECO thermistor 
gas analysis cell, there are no open-wire filaments, no hot 
wires! Two analyzers are available—domestic or indus- 
trial. Your jobber can supply either unit in compact 
cabinet, battery operated. 

Write for complete information. 


VICTORY ENGINEERING 
CORPORATION 
111 Springfield Road, Union, N,J. 


VECO also manufactures TEMPROBE © the portable elec- 
tric thermometer for instant, accurate readings anywhere. 





Telephone: MUrdock 8-7150 


@eeeeeesee 
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ONLY VECO . 
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> FREE! 


HYDROVALVE’S NEW 1955 CATALOG 


Completely Illustrated with Oil Burner Service Parts and Tools 
@ Fuel-Unit Parts @ "Controlled Tension" 
@ M. H. Control Parts Ignition Wire Terminals 
@ Electrodes @ Service Tools 
@ Gaskets ® Shaft Seal Assemblies 
@ Bellows @ Accessories 
Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY. Dent. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 
BUckminster 4-1330 
























“CLEAN RIGHT” means 


MORE HEATING ECONOMY 


Make those soot removal jobs a BIGGER 
saving to you and the home owner by 
using “CLEAN RIGHT” Soot Remover. 
“CLEAN RIGHT” needs no special equip- 
ment for complete soot removal and more 
heating economy. 
NON-CORROSIVE ° NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 
For addit onel information, wre. 


MILLER PRODUCT co. 


ROAD~—- } 


3046 CEDAR 
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> LOW 1955 PRICES 
DRASTIC REDUCTIONS 


ON SMALL SIZES 


with your jobber! 


Monocram Prooccts Co. Inc. 


731 NORTH 35th STREET y PHILADELPHIA 4, PA. 
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Check LITE-CAST COMBUSTION CHAMBERS 












VIKING 
PRODUCTS 
that will 


CUT 
YOUR 
COSTS 


AL Gi 


| Pump Company 


i Cedar Falls, lowa,U.S.A 
In Canada, it's 
ROTO-KING’ pump: 


See our catalog 
in Sweets 





hey are yours... Viking bulk 

plant pumps in single, twin 
and multiple arrangements for 
one or'a series of petroleum 
products. Standard and All- 
Weather construction for pump 
house or without pump house. 
Mechanical seal or conven- 
tional packing. All with low 
power requirements and fast 
self-priming. 


Viking truck mounting pump 
in 35, 50, 90, 150, 200, 
300 GPM. Revolvable casing 
with handy port selection. In- 
tegral thrust bearing. Relief 
valve on head. Mechanical 
seal or conventional packing. 


COCO EHH EEE EEE @eeeeeeee 


N? runways, ladders or meas- 
uring sticks required when 
you have Simplex tank gauges 
installed on your storage tanks. 
Read the contents right from 
the ground at a handy window 


For additional information on all 
these products, write today for 
catalog GEE 


Bulk Plant Pumps 











CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are UL approved. 
Prompt, efficient, reliable 
service on all orders—large 


or small. 


Complete Sernuice 
CROWN e.1ginéering service 
is corsplete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 

Literature on request. 


Crown Eaainoeving 
aT ORATION 





| MAKING CONNECTIONS 
LEAK-PROOF IS NO 
“PROBLEM” WITH... 


@ When you use 
Rectorseal #2, 
connections are 
permanently leak- 
proof. There’s nev- 
er any costly main- 
tenance’ problem 
due to leaking 
connections. Rec- 
torseal #2 is eco- 
nomical — easy to 


Hin Thin in the can for easy ap- 
plication . . 
nection for positive sealing. Avail- 
able in %4 pt., 
with brush top. 


Write for FREE SAMPLE— 
giving name of your deaier or jobber. 
RECTORSEAL, Dept. O 
2215 Commerce St. 


. it thickens in the con- 


VY, pt. and 1 pt. cans 


Houston 2, Texas 


<q) 9910 


ee ae 


NUMBER TWO 





It?s more than Cooling 
(Begins on page 47) 


tral airconditioning equipment. He 
queried users of his equipment in 23 
states, ranging from Florida to Wash- 
ington. Of those queried: 

63% reported improved family ap- 
petites. 

58% reported improvement in dis. 
positions of individual members of the 
family. 

43% reported more recreation time. 

65% said dusting time had been cut 
from daily to 2 or 3 times a week. 

Practically every housewife reported 
a saving on bills for cleaning rugs, 
draperies, and furniture. One home- 
owner stated “Frankly, we have more 
company. So far, I haven't decided 
whether that is good or bad. At any 
rate, we wouldn't be without it.” 

We found the operating costs in- 
cluded in this survey interesting. In- 
dividual operating costs varied consid- 
erably, depending upon location, shad- 
ing, insulation, length of unit opera: 
tion, etc. However, these average op- 
erating costs for cooling per year were 
determined from answers to the sur- 
vey: Southwestern area, $137.75; 
Southern area, $73.33; Southeastern 
area, $119.00; Eastern area, $87.50; 
Central area, $93.00; and Western 
area, $87.50. 

We believe those modest figures have 
great significance for the average fam- 
ily. The psychological improvement in 
family living to be gained from air- 
conditioning would more than war- 
rant the initial investment, and the 
moderate operating cost. There is 
about as much comparison between the 
room cooler and central aircondition 
ing, as between the old portable kero 
sene heater and central heating. We 
would think it is time the industry 
took a longer view, and a sharper look, 
at this eager market. 


, 
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Robert E. Harris has been named 
district representative in the Minne- 
sota-Dakotas District of the Oil Indus- 
try Information Committee, American 
Petroleum Institute. Harris succeeds 
John Richardson now with the Ken 
tucky-Ohio-Teninessee District office. 
Harris will work out of the Minneapy 


olis OIIC office. 


November 
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